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International Marine 
Union Holding First 
Meeting in the U. S. 


Ocean Underwriters to Have Gath- 
ering Sept. 11-16 at Hotel 
Shoreham in Washington 


OUTLINE OF PROGRAM GIVEN 


St. Lawrence Seaway Report, Ma- 
rine Cover of Nuclear Ships 
and Cargo on Agenda 











The first international meeting of 
ocean marine underwriters ever to be 
held in the United States will convene 
in September in Washington, D. C., 
Miles F. York, president of the American 
Institute of Marine Underwriters, an- 
The occasion is the annual 
meeting of the International Union of 
Marine Insurance. It will be attended 
by some 300 delegates and representa- 


nounces. 


tives from marine insurance associations 
in 45 countries. 


American Institute Host 


The American Institute, a national 
trade association of 130 insurance com- 
panies engaged in marine insurance in 
the United States, will be the host to 
the International Union when the group 
convenes at the Shoreham Hotel, Sep- 
tember 11 to 16. 

Mr. York, who is also president of 
The Atlantic Companies, said that high 
on the agenda would be an extensive 
study of the St. Lawrence Seaway’s first 
year of operation and discussions on the 
problem of extending marine insurance 
to cover nuclear risks, involving both 
nuclear propulsion and fissionable prod- 
ucts as cargo. 

Other subjects, according to the AIMU 
president, will cover: (1) recent devel- 
opments in insuring the world’s mer- 
chant vessel fleets; (2) shipbuilding risks 
in the various shipbuilding nations; (3) 
improving maritime safety measures in 
the areas of passengers, crews, and car- 
goes; and (4) preventing damage to 
and loss of cargo while in transit. 

_ The International Union was founded 
in 1874, and has been meeting annually 
in various European centers. This year 
marks the first time in nearly a century 
that the group will meet outside Europe. 

L. Rostock-Jensen of Copenhagen is 
the incumbent president of the Interna- 
tional Union. Other officers are from 
the United Kingdom, Holland, France 


(Continued on Page 32) 
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SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION 
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FIRE and MARINE 
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and its Life Affiliate 
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Of New York 
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Specialists in Health Insurance 
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Lester Schriver For 
Company-Agent Plan 


To Solve Problems 


NALU Executive Vice President 
Tells Council at Louisville Present 
Confusion Is Threat 


MUST SIT DOWN TOGETHER 


Would Have Every Segment of In- 
surance Business Represented 
at Joint Conference 





Discord, dissatisfaction and confusion 
prevails throughout the life insurance 
business today to a degree that threatens 
the industry, in the opinion of Lester O. 
Schriver, executive vice president of Na- 
tional Association of Life Underwriters, 
who made this the theme of his report 
to the National Council of NALU at its 
mid-year meeting in Louisville this week. 

“After almost forty years of intimate 
identification with business, and 
having served in many capacities, both 
in the home office and in the field, it is 
impossible for me to think of our busi- 
ness except in terms of the whole in- 
dustry,” said Mr. Schriver. “We are in- 
deed one body, and you cannot injure 


our 


one member without doing irreparable 
damage to the whole body. 
Calls It Greatest Problem Today 

“My concern for the well-being of our 
industry as a whole will be the sole 
theme of this report because I believe it 
is the greatest problem facing every one 
of us at this moment. And I direct any 
remarks to every president, every agency 
officer, every person in field management 
and every agent in America. The future 
of our business and every person identi 
fied with it depends on our attitude of 
mind and heart as we attempt to remove 
the cause for the confusion of tongues 
among the workmen — who build the 
tower. 

“T have just returned from a rather 
long journey which has taken me to all 
parts of our fair land, and I have been 
shocked at the volume of discord and 
the degree of dissatisfaction which has 
been manifest. I am persuaded that some 
of the criticism has been due to a lack of 
understanding of the signs of the times. 
Some of it is due to our natural resistance 
to any change of mores and habit pat- 
terns. Some of it is due to the fact that 
infinite wisdom has often been lacking 
in our feverish struggle to be first or 
second or sixth or tenth or at least 
ahead of someone else, and in the strug- 
gle we have lost our eternal sense of 
values. 

“Now before we pinpoint some of the 
evidences of a confusion of tongues, let 
me restate an old thesis of mine. Taken 
as a whole I think the people who make 
up the total personnel of our industry 
are the finest aggregation of human 
beings in our society. Perhaps I know 
as many people at all levels (home office, 
field management and field man), as 


(Continued on Page 16) 
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7-tume winner of 
| Massachusetts 
~~ Mutual 


MAN OF THE YEAR 
AWARD 








Daniel Auslander, C.L.U., New York- 
Copeland Agency, has been named Man of 
the Year, the most outstanding of all Massa- 
chusetts Mutual representatives. The signal 
honor is in recognition of his excellent ser- 
vice to his policyholders, his agency and the 
Company in the past year. This is the 
seventh time he has earned this distinction. 


Mr. Auslander entered the life insurance 
business with his present agency on Decem- 
ber 23, 1930. He is a “natural born”’ life 
underwriter, dedicated to his business. 


HIS REMARKABLE RECORD 
INCLUDES THESE 
NOTEWORTHY ACHIEVEMENTS 


Ordinary sales in 1959, $6,004,050, a 
new all-time high for any Massachusetts 





Mutual man in a single year. 


Mr. Auslander’s 1959 record is particularly 
significant because in that year Massachu- 
setts Mutual sold over a billion dollars of 
ordinary, exclusive of paid-up additions... 
the first time, to the best of our knowledge 
that this has been done by a general 
agency company. 


$1,000,000 or more life insurance placed 
in the Massachusetts Mutual in each of 
the past 23 years. 


Massachusetts Mutual’s leading producer 
in each of 10 years. 


One of our 100 top producers in each of 
the past 28 years. 


Leaders Club member for 18 years, from 
start of this honor roll. 


Million Dollar Round Table Member since 
1934, Life and Qualifying member every 
year since 1936. 


Received National Quality Award in 
each of the past 15 years. 





MASSACHUSETTS MUTUAL 
Life Insurance Company 


SPRINGFIELD. MASSACHUSETTS © ORGANIZED 1651 
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LAA Eastern Round Table Meeting Hits “New 


Hig 99 


in Program Quality and Attractiveness 


The Life Advertisers Association hit 
a “new high” in the quality and attrac- 
tiveness of the program of its 1960 East- 
ern Round Table meeting, held March 
17-18 at Shoreham Hotel, Washington, 
D.C. Its theme was “Pow-wow on the 
Potomac.” Attendance, which topped 
100, did not come up to expectations due 
to bad weather conditions but this dis- 
appointment was compensated for by the 
enthusiasm and interest of LAA mem- 
bers who did attend. 


Douglas J. Alspaugh, Round Table 
chairman, who is assistant director in 
Aetna Life’s advertising department, had 
the generous support of Douglas W. 
Johnson, vice chairman, who is_assist- 
ant to director of sales service in Mu- 
tual Benefit Life; Henry Lloyd, director 
of publications, Equitable Society, Round 
Table treasurer; Mrs. Cynthia Kallman, 
public information assistant, The Trav- 
elers, who handled publicity and press 
relations; Donald B. Swecker, sales pro- 
motion manager for Peoples Life of 
Washington, D. C., registrations, and 
Leonard J. Watson, business develop- 
ment department, Hartford Fire Group, 
promotion. 

In his opening remarks Chairman Als- 
paugh set forth the objective of the meet- 
ing as being to strike a balance between 
the LAA member’s practical problems 
and larger pressures felt by every com- 
pany today. “We find ourselves en- 
gaged in new, unusual problems which 
are challenging and, at times, frustrat- 
ing,” he said. “Our aim is to put before 
you the first-hand views of speakers 
from government, the field of communi- 
cations and those who have a special 
interest in public relations, sales pro- 
motion and advertising.” 


Heitzeberg Lead-off Speaker 


Lead-off speaker at the opening ses- 
sion March 17 was Charles G. Heitze- 
berg, CLU, agency vice president of 
Mutual Benefit Life, who titled his ad- 
dress “The Wild Blue Yonder.” He was 
introduced by Mr. Johnson who pre- 
sided at this session. 

Specific proposal made by Mr. Heitze- 
berg was that life company agents be 
stimulated to interest people in buying 
life insurance for the benefit of chari- 
table or benevolent organizations. “This 
is an effort completely in keeping with 
the social aspects of life insurance,” he 
said, “and fits into its nobility of pur- 
pose.” 

He told his LAA audience that last 
year he contributed to 27 different chari- 
table organizations. In looking over this 
list (filed with his Federal income tax 
return) Mr. Heitzeberg said he couldn't 
help but feel that fully 50% of the 
money contributed would have done 
more good if it had been invested in a 
long range life insurance policy with a 
charitable organization as the benefici- 
ary. This has never been suggested to 





him by any agent but if it had been, he 
said, he would have responded enthusi- 
astically. “It is a natural for agents to 
sell,” he maintained. 


Concerned Over Three Current Problems 


Mr. Heitzeberg then expressed his 
concern over three current problems in 
2 business, and put these questions: 

1. {Why is it that despite all the sales 
Promotion and advertising we have done 
4 well as the big job of merchandising 
our product, people still consider life 
surance as something that ‘costs’ 


By Wattace L. CLapp 


rather than a form of savings? 

2. “Why do so many people think so 
little of their life insurance that they 
will trade in their policies as freely as 
they trade in appliances or automobiles ? 

3. “Why do so many people regard 
mutual funds as a product of the life 
insurance business ?” 

‘He wondered if the misconceptions 
haven’t been created by (1) the empha- 
sis which has been placed on premium 
costs in life insurance advertising; (2) 
the competitive urge to put more busi- 
ness on the books regardless of methods 
used in so doing. “Maybe we have lost 
more than we have gained,” he said, 
“in playing down the dignity and peace 
of mind of life insurance. 

Another fallacy, in the  speaker’s 
Opinion, is in giving undue time and 
attention at sales meetings and in adver- 
tising to “how much better we are than 
the other company.” 

His conclusion was that “we need to 
do a bigger and better job in getting 
across to the American people the true 
meaning of permanent, cash value life 
insurance.” 


Warren on “A Field Eye’s View” 


Second guest speaker of the first 
morning was Harry I. Warren, Balti- 
more general agent of Aetna Life, who 
paid tribute to the LAA when he said: 
“Your members carry a great responsi- 
bility, for you are moulders of public 
opinion for approximately 200,000 life 
insurance salesmen and, to a great de- 
gree, the American public. You indeed 
have much to do with developing and 
expanding the vitally important life in- 
surance industry. So, for my money, the 
members of LAA are very important 
people.’ 

One of Mr. Warren’s main points was 
that “we in the life insurance industry 
should think in terms of more ways of 
informing our field forces of national 
issues that affect our business and allied 
businesses. 

“T note more and more the tendency 
on the part of American business to en- 
courage employes to take a greater in- 
terest in their government, not only on 
specific legislation but in politics in gen- 
eral. I also note some tendency for life 
companies to encourage their employes 
and field personnel to speak out on spe- 
cific legislation problems, but believe 
more can be done. Certainly the NALU 
at local, state and national levels has 
taken important and effective action, and 
such issues as inflation, a cancer to our 
system of free enterprise, is a case in 
point,” observed the speaker. 

He also pointed to the concerted fight 
by the life and A. & H. industry against 
the Forand bill, now before the House 
Ways and Means Committee, and then 
sounded a note of warning on “the 
dangers we risk in national deficit spend- 
ing. 


Better Informed Field Force Today 


Mr. Warren then remarked that with 
the improvements made in sales aids 
along with the effective use of the medi- 
ums of direct mail, newspaper and mag- 
azine advertising, TV and radio, the 
American public is being educated, 
thanks to LAA members, so that their 
life insurance problems can be handled 
more intelligently. “Managerially speak- 
ing, the help rendered the field by your 
representation in recruiting, training and 


supervision has vastly improved through 
the years, and is of great value 
Planning and time control systems are 
aiso helpful,” the speaker said. 

He then referred to the New York 
symposium held last July at Madison 
Square Garden, sponsored by the Insti- 
tute of Life Insurance, LIAA and ALC. 
Although, Mr. Warren commented, some 
powerful motivational material came 
from this meeting, good coverage was 
given by the insurance press, and book- 
lets were distributed on the subject, this 
material did not reach many segments of 
the life insurance representatives and the 
general public. 

He went on to say that it is necessary 
for every policyholder to own a solid 
program of cash value building life in- 
surance, and that cash values of life in- 








D. W. Johnson Heads LAA’s 
Eastern Round Table 


Douglas W. Johnson, assistant to di- 
rector of sales service in Mutual Bene- 
fit Life, was elected chairman of the 
Eastern Round Table of the Life Ad- 
vertisers Association at its annual meet- 
ing last week in Washington, D. C. He 
succeeds Douglas J. Alspaugh, assistant 
director in Aetna Life’s advertising de- 
partment, who did a_ splendid job in 
office during the past year. 

Henry Lloyd, director of public ations, 
Equitable Society, was elected vice 
chairman, and Irene Morgan, editor of 
the “National Messenger,” National Life 
of Vermont, was named secretary-treas- 
urer. 

These officers will serve from the con- 
clusion of the Washington meeting 
through the close of the 1961 Eastern 
Round Table meeting. 

At the close of last week’s meeting 
Herbert J. Kramer, director of public 
information and advertising of The 
Travelers Companies, offered an apprec- 
iation from the floor to the 1960 officers 
of the Eastern Round Table who did 
such an outstanding job in staging the 
annual meeting. This met with the en- 
thusiastic approval of those present. 
Thereupon 1960 chairman, Douglas J. 
Alspaugh, presented a large sized totem 
pole to Mr. Johnson as a token of ap- 
preciation. 








surance have in many 
business and families. 

As an example of what he would like 
to see reach the public, Mr. Warren 
quoted excerpts from an address by Fred- 
erick Kappel, president, American T. & 
T.. who said in part: “. .. thrift is not 
a habit that comes easily to most people 
or to their governments for that matter. 
Thrift needs to be promoted .. . holders 
of individual life policies should realize 
that a good big part of every premium 
paid gets invested in this or that com- 
pany or industry, and later on, the bene- 
fits that the policyowner or his bene- 
ficiaries receive are paid out of the fruits 
of enterprise.” 


instances saved 


L. A. Shaw on Communications 


The next speaker, Lewis A. Shaw, 
public relations manager, Massachusetts 
Mutual Life, declared that favorable 
public opinion about any company is 
essential to its success, and this opinion 
is formed “largely through intelligent and 
effective communications with its many 








DOUGLAS W. JOHNSON 


New Chairman, Eastern Round Table 


publics.” Although there is a lot of talk 
today about establishing “a corporate 
image” Mr. Shaw felt that it often in- 


volves only vague generalizations of ob- 
jectives and little about specifics and ac- 
tual implementation. 

In his opinion, the communications and 
promotional efforts of a life company 
should be directed toward developing 
better public understanding of its oper- 
ations and policies, building prestige and 
good will, increasing sales, and helping 
to educate the public as to the value of 
life insurance and the services it renders. 
He went on: “These general objectives 
should be related to specifics. Who are 
our various publics? What are we al- 
ready doing in each of these areas? 
What are our strengths and weaknesses ? 
Where should we first direct our atten- 
tion? Do we have a plan of action with 
stated goals? ‘Do we continually analyze 
and evaluate our program so that we 
are realizing the most effective results 
for the company as a whole? 

“We have come a long way in attain- 
ing these objectives, but without doubt 
our greatest challenges lie ahead of us. 
Is it not true that on the whole the 
public’s knowledge of life insurance is 
limited? Consider the average consum- 
er’s familiarity with our product com- 


(Continued on Page 4 





Buckley Announces Theme 


Of LAA Annual Meeting 


John A. Buckley, Jr., Guardian Life’s 
director of public relations, who will be 
arrangements chairman of LAA’s an- 
nual meeting September 21-23 in New 
York Citv, gave a preview of it at the 
Eastern Round Table meeting in Wash- 
ington, D. 

The theme will be “A New Look at 
the Challenges and Opportunities that 
Lie Ahead of Us in the Coming Dec- 
ade.” 

Mr. Buckley said the annual meeting 
committee, headed by Henry Arns- 
dorf, Prudential’s director of public re- 
lations, anticipates a big turnout for the 
gathering which will be held in the 
Essex House, New York, 
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pared with what he knows about various 
makes of automobiles and television sets. 
Haven't you heard the statement made 
that life insurance is rarely bought? It 
has to be sold! And when you compare 
the annual total of premium dollars with 
expenditures for many less_ essential 
goods and services, you soon realize 
that we have a real fight on our 
hands. * 

Further along in his talk Mr. Shaw 
declared that the whole field of busi- 
ness communications needs to be hu- 
manized. “Too many releases, reports 
and publications stress bricks and mortar 
rather than human beings,” he remarked. 
“I urge you to get out and ‘live’ with your 
publics as often as possible so that we 
may better relate their thinking and 
problems to ours. We have a tremendous 
story to tell, and it can best be expressed 
in terms of people rather than cold, im- 
personal statistics. Fa 


Schriver on Creating Favorable 
Climate 


Final talk of the first session was that 
of Lester C. Schriver, executive vice 
president, National Association of Life 
Underwriters, who stressed the impor- 
tance of creating a favorable climate for 
the agent by the right kind of adver- 
tising and public relations 

Rule No. 1, he said, should be “keep 
it simple.” Then, he would use a set 
formula as follows on every word, pic- 
ture and line of copy: (1) Is it the 
truth? (2) Is it in good taste? &) Is it 
in the public interest? (4) Is it worthy 
of the company ? (5) Is it an Pe field 
man’s interest ? 

3y these standards and through his 
glasses, Mr. Schriver said he would have 
to say that 10% of today’s life advertis 
ing “smells to high heaven; 40% could 
stand a little more thought and skill, and 
50% is exceedingly good—a credit to the 
companies and to the industry. 

“Let us never forget,” he warned, “that 
our publics are many, and one of the 
most important publics are our competi- 
tors. Advertising that is clearly and 
flagrantly designed as a_ proselytizing 
pitch is no way to make friends and in- 
fluence people. And featuring a product 
or a method of merchandising that is 
clearly a phony, and which would be a 
disadvantage to a purchaser if he fell for 
it, is still the old shell game with a new 
set of props.” 


Quotes Banker Friend on Four Virtues 


Mr. Schriver then quoted a banker 
friend’s thoughts on life and living. He 
spoke of Jordan J. Crouch, Reno, Nev. 
“who is a banker with the smile and wit 
of a human being who thinks and talks 
like a college professor.” Among _ his 
gems of wisdom were these: 

1. To enjoy good human relations we 
need to recognize the craving of people 
for personal recognition. By giving them 
a feeling of importance, we attract them 
to us, arouse their interest in our ideas, 
make them eager to help accomplish our 
plans 

2. There are many virtues dealing 
with the public but four which follow are 
of prime importance to the person seek- 
ing to live and work successfully with 
people: Reliability, sincerity, courtesy 
or consideration and friendliness. 

Mr. Schriver closed his talk by giving 
a formula he uses which he credited to 
Eimer Wheeler. It follows: 


Five Tested Friend Makers 


“IT am proud of you.” 

. “What is your opinion.” 
3. “If you please.” 
4. “Thank you.” 

noprameet). 

“The ‘you’ approach. Use it fre- 
spent because people always like to 
hear about themselves 

“If you don’t think that formula works. 
try it and be convinced. It’s guaranteed,” 
said the speaker. 

The featured speaker at the afternoon 
session was Robert A. Forsythe, Assist- 


to 


(People like to be 


ant Secretary of Health, Education and 
Welfare, who took the place of HEW 
Secretary Arthur S. Flemming on the 
LAA program. Mr. Flemming was un- 
able to attend because of last-minute 
legislative and committee commitments. 
Mr. Forsythe’s talk which made an ex- 
cellent impression, is reviewed on Page 
39 of this issue. 


Workshop Round Table Sessions 


For the balance of the afternoon of 
March 17 three round table discussions 
were in progress. Allen Bailey, director 
of special projects for New York Life, 
moderated the workshop on this subject 
Those attending his session compared 
notes on displays, exhibits and meeting 
arrangements. 

Mr. Bailey, who has been active in pub- 
lic relations work since 1936, is the author 
of a chapter on special events for the 
new book, “Developing the Corporate 
Image,” edited by Lee Bristol, to be 
published this spring by Scribner and 
Sons. 

Herbert J. Kramer, director of the 
public information and advertising de- 
partment of The Travelers Insurance 
Companies, joined with FE. Rowland 
Evans, Travelers superintendent of sales 
promotion, life and A. & H. agency de- 
partment, in conducting the workshop on 
“Agent Recognition.” They both stressed 
the need for satisfying the ego of agents 
by giving their annual personal produc- 
tion recognition over and above commis- 
sion paid. In The Travelers this recog- 
nition takes form in club qualification. 
These include the 100 Club ($100.000 of 
paid life business); the Quarter Million 
Club ($250,000 production and $37,500 in 
life and A. & H. premiums); the Half 
Million Dollar Club — Travelers Inner 
Circle—($500,000 or more production), 
and the Order of the Tower Club for 
millionaire producers. 

Ir. Kramer said that the number of 
qualifiers for each of these clubs has 
steadily increased since 1954 when they 
were set up. As an example, there were 
four million dollar writers qualified in 
1954 which compares with 80 millionaires 
in 1959. The award for the $100,000 qual- 
ifiers is a framed certificate; the $250,000 
club qualifiers win attendance at a three- 
day regional meeting run by branch man- 
agers in local areas and also receive a 
framed certificate. The half-million pro- 
ducers are given a five-day convention 
treat, plus an appropriate gift such as 
hair brush or scissors-envelope opener 
desk set. The millionaires hold their 
own week-long convention and, in addi- 
tion, are awarded club pins (first year 
qualifiers) and thereafter for each quali- 





assistance in office expenses, 
Nassau Street, New York 38, N. Y. 








SEEKING GENERAL AGENCY 


Energetic and experienced life and A. & H. producer, age 30, with nine years 
of field and |'/, years of management training. College degree, LUTC. North- 
ern New Jersey or NYC location preferred. Must have company's financial 
Address Box 2783, The Eastern Underwriter, 93 





fying year, cuff links, tie bars, belt 
buckle and finally a sterling silver tray 
for five years of qualification. At that 
point the millionaire and his wife are 
entitled to wear a gold ribbon, a special 
mark of distinction. 

As to results achieved by this club 
recognition program, !Mr. Kramer pointed 
out that it has (1) brought company 
management and the field forces closer 
together; (2) each year more and more 
young field men qualify for meetings 
and bring their wives along. They meet 
and compare notes with Travelers staff 
men. In this way esprit de corps is 
built up. 

Among other services for the agent 
The Travelers maintains a tax letter 
service subscribed to by 400 producers; 
an Agents Advisory Service which em- 
braces free advertising advice and coun- 
sei, used by 2,000 agents in the past ten 
years, and eight traveling shows an- 
nually, featuring the Currier & ‘Ives 
calendar prints which are sponsored lo- 
cally by Travelers agents. A new recruit- 
ing piece, titled “Job or Career?” has 
recently been prepared by the company. 

Noteworthy mention was given at this 
session to the Bankers Life of Iowa 
brochure, theme of which is a “Welcome 
to Our Company,” given to newcomers 
in the organization. 

The third round table, featuring “Com- 
munications,” was conducted by Robert 
A. Adams, director of advertising and 
sales promotion for Provident Mutual 
Life. His effort was to stimulate an ex- 
change of views on communications— 
internal, external and editorial. 


Armstrong on Effective Citizenship 


The panel discussion on “Exploding 
Some Direct Mail Myths” which opened 
up the second morning’s session was 
moderated by William A. Loubier, man- 
ager, advertising and field publications, 
State Mutual Life. It is highspotted on 
Page 8 of this issue. 

Thereafter Richard A. Armstrong, ex- 
ecutive director of the Effective Citizens 
Organization, addressed the Eastern 
Round Table on “Your Place in Politics.” 
He said that experience of ECO is that 
without the entry of top executives into 
political affairs “there is apt to be little 
conviction at the lower levels of man- 
agement, or among employes in general.” 
Encouragement from the top is often 
viewed as meaning little more than “you 
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Paul Troth to Conduct 
LAA Editorial Workshop 


Paul Troth, assistant vice president 
New York Life, was announced 4 
LAA’s Eastern Round Table meeting 
last week in Washington, D. C. as di. 
rector of an editorial workshop for jin. 
surance company editors which will be 
held the week of May 16 at Sheraton. 
Atlantic Hotel, New York. 

Mr. Troth in announcing this work. 
shop said that it will stress the practical 
side of house organ editing. Attendance 
will be about 22 students. 

The following will serve as “the fac. 
ulty” of this workshop: G. H. Van 
Duyn, American National; Thoma 
Yates, Bankers Life of Nebraska; Hugh 
Rickenbaker, Life of Georgia; Frank 
National; [E. F 
Frey, Manufacturers Life, and George 
Malcolm-Smith, The Travelers. 


Elston, Washington 





should get active,” he declared. 

In his opinion, the present-day aggre- 
gation of executives, more likely than 
not, is “politically naive, without political 
experience or savvy.” They hold back 
from the political arena, he said, because 
of its strangeness and because they 
not know the “rules of the game.” There 
is sound reason for this restraint “be- 
cause educational institutions do not pre- 
pare executives adequately in_ political 
science or in practical politics.” 

To be effective, Mr. Armstrong com- 
mented, the citizen not only can_par- 
ticipate in the local political processes, 
but must participate in them, and there 
is no other place for him to go to do so 
The people active in politics are the real 
possessors of the political processes, he 
said. Studies and surveys by ECO which 
has played a pioneering role in political 
education programs since 1956, he ex- 
plained, make it clear that businessmen 
often have a fairly good knowledge oi 
government, but are apt to be abysmally 
unacquainted with politics, and particu- 
larly of the fact that the two are sub- 
stantially parallel. 

“The ECO workshops,” he illustrated, 
“are conducted by men who have broad 
knowledge and experience in the field of 
politics and government. These include 
educators in political science who discuss 
the American party system, and with this 
as background, highly experience speak- 
ers discuss the many aspects of politics 
and government, from their own personal 
experiences. 

He concluded by saying that ECO staff 
members explore the questions abou! 
what the individual can do in_ politics, 
what the corporation can do and cannot 
do. He said that they describe the many 
approaches corporations are taking by 
a growing number of companies enter- 
ing into activities in this field. 

Mr. Armstrong joined ECO as field 
director early in 1957 after local Cham- 
ber of Commerce work in Minneapolis 
and service with the Mutual Benefit Lile 
in its Minneapolis agency as supervisor 
of training. 


Paynter and Newton Wind-up 
Speakers 


The address by William K,. Paynter, 
advertising and public relations directot 
C onnecticut General Life, on “The Broke! 
in Today’s Life Institute of Life Insur- 
ance Market,” and that of Blake 
Newton, executive vice president, Insti- 
tute of Life Insurance, on “Doing What 





March 


— 
the Pul 
ern Ro 
ton’s ad 
Mr. 
js keen] 
jnsurall 
as gene 
ness tl 
to the | 
politan 
service 
our car 
we are 
joudly < 
the ins 
He wv 
Genera 
years 
tional 
eral 1s 
ity XE 
gatistac 
by the 
mainta 
derived 
you ha 
with th 
ness.” 


T 
“Our 


is, like 
sales, : 
To ma 
we Col 
tain cl 
and t 
mainly 
little i 
the es! 
fices Vv 
being 
to 4,0( 
man, ¢ 
his st 
ness t 
cated 
little 
bonds, 
“Thi 
very | 
a diffi 
for hi 
cordia 
to val 
erty. 
servic 
in the 
sisting 
nance 
consid 











‘shop 


»sident 
red at 
Neeting 
as di- 
for in- 
Will be 


eraton- 


work. 
ractical 
ndance 


1e fac. 
. Van 
Thomas 
> Hugh 
Frank 
LE. EF 
George 


aggre- 
y than 
litical 
d back 
recause 
hey do 
’ There 
t “be- 
jot pre- 
olitical 


g com- 
in par 
CESSES, 
d there 
) do SO. 
he real 
ses, he 
) which 
olitical 
he ex- 
essmen 
-dge of 
ysmally 
yarticu- 
re sub- 


strated, 
> broad 
field of 
include 
discuss 
ith this 
speak- 
politics 
ersonal 


O staff 

about 
politics, 
cannot 
e many 
ing by 
enter- 





is field 
Cham- 
1eapolis 
fit Life 
yer visor 


d-up 


aynter, 
irector, 
Broker 
Insur- 
ake T 
, Insti- 


y + What 


March 25, 1960 


— 








Page 5 





— 
the Public Wants” concluded the East- 
en Round Table program. Mr. New- 
ton’s address is reviewed on Page 8. 
Mr. Paynter told why his company 
js keenly interested in the cultivation of 
insurance brokers, which he described 
as general insurance men, and the busi- 
ness they produce. “We are offering 
to the broker in some two dozen metro- 
politan areas a life insurance department 
service which is totally separate from 
our career agent sales organization, And 
we are talking about this service as 
joudly as a modest advertising budget in 
the insurance press will allow,” he said. 
He went on to say that Coasauiian 
General’s experience over more than 50 
years ‘leads us to believe that the tradi- 
tional ideas about business from gen- 
eral iusurance men, such as that mortal- 
ity experience on such business is un- 
satisfactory compared to that produced 
by the full-time agent, are wrong, He 
maintained that “the quality of business 
derived from general insurance men, if 
you have a sound working relationship 
with them, is as good as any other busi- 
ness.” He continued : 


Type of Brokers Cultivated 


“Our service to general insurance men 
is, like everything else you do to develop 
sales, a matter of some expense to us. 
To make the expense a profitable one, 
we concentrate our efforts upon a cer- 
tain class of general insurance men— 
and these are not the fellows who 
mainly sell real estate and pick up a 
little insurance on the side. They are 
the established community insurance of- 
fices where a total insurance service is 
being rendered to a list of perhaps 500 
to 4,000 clients. The general insurance 
man, often with a force of solicitors on 
his staff, is delivering technical expert- 
ness to his clients in the very compli- 


cated coverages that you and I know 
little about—workmen’s compensation, 
bonds, fire and liability, and so on. 


“This man values each of his clients 
very highly. He knows that if he places 
a difficult piece of automobile business 
for his client, he is likely also to get a 
cordial ear to his talk about ‘insurance 
to value’ for a complex business prop- 
erty. If he is quick and fair with claim 
service when a pipe freezes and bursts 
in the wall, he may find that client in- 
sisting, as a member of the town fi- 
nance board, that his organization be 
considered for the coverage needed by 
the local fire department. He is very 
much customer oriented, and he expects 
his companies to be that way, too. 

“These general insurance men say 
they do not have the time to master life 
insurance and keep up with it. That cer- 
tainly is true. If there is a change in the 
New York disability law, quite possibly 
it will take the general insurance men 
three months to dig themselves through 
the paperwork they have to do to 
straighten out this ~~ of the affairs of 
their clients. If a bad storm or a flood 
hits in the territory, all interest in sales 
goes out the window, maybe for weeks, 
while intricate claim problems put their 
offices on a schedule of 12 or 14 hours 
a day. 

“They say they don’t have the knowl- 
edge. Surely a respect: able life insurance 
service these days requires a great deal 
of knowledge. The background that 
is required for advanced underwriting 
and sound estate planning is a lifetime 
study. The general insurance man _ is 
haunted by the possibility that some in- 
correct information on tax or trust mat- 
ters may cause some real problems for 
his client. He is disposed to stay away 
from these subjects because he is not 
confident of the knowledge he possesses 
or has time to acquire. 

They say they are allergic to high 
Pressures. Well, so are you and so am 

But how about the other fellow? 
There have been in the past, and I guess 
there still are today, enough life in- 
surance peop!e who are willing to sub- 
Stitute glibness for soundness to en- 
Courage this kind of thinking. And this 
isthe big sale to be made to the general 
surance man. He needs to be con- 


vinced that you are as much interested 
in his client as he is; and as much in- 
terested in his client relationship. This 
you do not achieve through promotion, 
Instead, you achieve it slowly and by 
demonstration, but appropriate promo- 
tion can help... .” 


Today’s Market and the Future 


In closing Mr. Paynter said: “What 
of today’s market and of the future? It 
seems pretty clear today that the whole 
idea of a unified insurance service is 
marching rapidly ahead. The great com- 


panies of the fire and casualty field— 
like the North America and the Hart- 
ford—are joining the older multiple-line 
organizations like The Travelers and 
the Aetna—in selling all forms of in- 
surance. Connecticut General gets in the 
news once in a while with its attempts 
to persuade New York State that this 
might be a good idea for us, too. 
“All of our companies must learn to 
recognize that insurance is a unified idea 
to the buying public, especially to the 
middle-income segments of the market 
that are growing so rapidly. The broker 








is a growing factor in the life insuranc: 
market. He is an effective and profitable 
point of distribution. He is not going 
to replace the career agent, with his 
special knowledge of the uses of our 
product, and his special talent for mo- 
tivation. However, if the broker is en- 
couraged to function along sound lines, 
and if he is given the assistance he 
needs, he will add stature to the life in- 
surance business and help us to correct 
the woefully inadequate level of life in- 
surance protection enjoyed today by the 
American public.” 



















Rates Again Reduced 








Single Premium Annuities — Per $10 Monthly Income 
AGE 65 


AGE 60 












AGE 70 

















NEW RATE OLD RATE NEW RATE OLD RATE NEW RATE OLD RATE 
INSTALLMENT Male $1,915 $1,996 $1,686 $1,769 $1,467 $1,558 
REFUND Female 2,101 2,172 1,876 1,938 1,627 1,721 
10 YEARS Male $1,788 $1,855 $1,570 $1,631 $1,383 $1,440 
CERTAIN Female 1,990 2,059 1,759 1,810 1,529 1,587 
WITHOUT Male $1,707 $1,775 $1,444 $1,513 $1,197 $1,260 
REFUND Female 1,942 2,016 1,679 1,740 1,406 1,468 























Joint and Survivor Rates Reduced Comparably 





Illustration of Income After Taxes from $10,000 Investment Comparing: 


1. CML Single Premium Annuity at age 65, and 
2. Same Amount Invested Other Ways Yielding 5% Annually 











TOTAL 
ANNUAL INCOME 





PORTION SUBJECT 
TO TAX 


NET YIELD AT 


20% TAX RATE 


NET YIELD AT 
30% TAX RATE 


NET YIELD AT 
40% TAX RATE 





CML Installment 
Refund Annuity 


Other Investments 
at 5% Annually 








$737 


500 


$200 $698 


500 400 















$678 $658 


350 300 


















Similar illustrations at other ages, amounts, yields and types of 
annuity available from the CML General Agency near you. 


Connecticut V\utual [Life 


INSURANCE COMPANY * HARTFORD 
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CUT OUT AND SAVE...IT'S WALLET-SIZE 






EVERY DOLLAR 
COMES BACK! 


Young men can't resist this “Capital 
Return” Plan...older men find it very 
appealing for their sons, grandsons. 
With this Plan your client has the guar- 
antee that his annual premiums will be 
returned at the end of 20 years. Life 
Insurance Protection plus a full share 
of dividend earnings 
throughout. 






And “assurance” 
is something we 
always give you. 
We specialize in 
having specialists 
whoare known for 
working through 
with a case... 
successfully. 


As close to you as your telephone J 


Matt Jaffe Associates, Ltd. | 


431 FIFTH AVENUE,N.Y. © MU 4-5779 : 

General Agents i 
{ The Canada Life Assurance J 
{ Company, Toronto,Canada | 


Patriot Life Agency Award 


S53) 


Arthur W. 


Shown left to right are 


Theiss, executive vice president, Patriot 
Life, presenting plaque to Joseph 
Zuckerman and Sol Perry, principles of 
the Provincial Insurance Agency in 


Brooklyn, as Alfred L. Knaub 


made to 


looks on. 
honor the 
ted life 
Birthday 


volume 
Month 
During the 


leading agency in submit 
ympany’s 


Campaign in February. 


month the Provincial Insurance Agency 
led Patriot Life to a record total of sub- 
missions for any one month 


Old Republic Life nee. 
Edwin Samalin in N. Y. C. 


Old Republic Life of Chicago has ap- 
pointed Edwin Samalin as a representa- 
tive in New York City. 
Active with Columbian 
Mr. Samalin is 
versity of R 


Agency Corp., 
a graduate of the Uni- 


hode Island. He served as 


public information officer of the Quar- 
termasters Training Command at Fort 
Lee, Va. in World War II. 


North American Equitable 
Absorbs Independent Life 


Baltimore — The merger of the Inde- 
pendent Life Insurance Co., 
in 1911, with the North 
table Life Assurance Co. was completed 
on March 16. North American Equi- 
table is now operating in Ohio, with home 
offices in Columbus, and in Maryland, 
with executive offices in Baltimore. 

Officers of the company are James A. 
Lantz of Columbus, president; Fred I. 
Wunderlick of Baltimore, executive vice- 
president; Ralph W. Chambers of Col- 
umbus, vice president; Nelson Lancione 
of Columbus, secretary; George F. 
Schoonover of Lima, Ohio, treasurer and 
Francis M. Preston of Columbus, assist- 
ant treasurer. 

Marketing of the company’s life cover- 
ages will be through general agents now 
being appointed in Maryland and Ohio. 
Expansion into other areas will be under- 
taken later, Mr. Wunderlick said. 

Included in North American Equitable’s 
approved insurance policies will be its 
new “Income Protector” plan which car- 
ries a “escalator” provision to take care 
of future cost of living increases in pay- 
ments to beneficiaries. 

Maurice H. LeVita, the company’s con- 
sulting actuary, was formerly actuary for 
the Maryland Insurance Department and 
a member of the technical committee of 
the National Association of Insurance 
Commissioners which developed the 1958 
C'S.O. mortality tables. Mr. LeVita 
helped develop the policies being issued 
by North American Equitable and will 
be engaged in making periodic contract 
reviews to keep the coverages up to date. 

The company has over 1,200 stock- 
holders, many of whom are expected to 
attend the stockholders meeting, sched- 
uled for April 8 at the Neil House in 
Columbus, Ohio. 


founded here 
American Equi- 


Pacific Fidelity Gains 


Pacific Fidelity Life, Los Angeles, had 
record gains of 80% in insurance in 
force and 95% in new insurance sold 
in 1959 compared with 1958, George C 
Boddiger, executive vice president and 
general manager, said in releasing the 
company’s annual statement. 

Insurance in force at the end of the 
year amounted to $338,389,941, an in- 
crease of $150,626,456 over the 1958 year- 
end total. New insurance during the 
vear was $154,056,763, compared with 
$78,759,024 in the previous year. 

Net income in 1959 amounted to $2,- 
129,739, compared with $1,184,687 in 1958. 
Premium income was $8,123,287, up 93% 
from the 1958 income of $4,205,093. Ad- 
mitted assets at the year-end amounted 
to $5,417,461, against $3,342,534 in 1958. 


Pacific Fidelity, which was licensed in 
only five states in 1958, is now licensed 
in 18 states. Early this year the com- 


pany’s home office was moved to a new, 
six-story Pacific Fidelity Life Building 
on Westmoreland Avenue near Wilshire 
slvd., Los Angeles. 





Appointed by Equitable 


GERALD FUGATE 


Gerald Fugate has been named agency 
manager in Rochester by Equitable Life 
Assurance Society. He succeeds William 
Mason who will specialize in 
personal insurance 


Preston 
sales. 
Mr. Fugate graduated from Southern 
1939 and went on 
to do graduate work at the University 
of Chicago and Northwestern Univer- 
sity. He joined The Equitable as a mem- 
ber of the Fred Holderman agency in 
Peoria, Ill., in 1949, and two years later, 
became a district manager in Carbon- 
dale, Ill. In 1952 he transferred to 
Joliet, Ill, where he developed a strong 
sales force, including the first million- 
dollar producer in the agency. 

3efore entering the insurance field, 
Mr. Fugate did personnel work in the 
War Production Training Program and 
with the Navy. He became an aviation 
cadet in 1943 and in 1944 received his 
commission in the Army Air Force, con- 
tinuing in personnel work. After the 
war he joined the Veterans Administra- 
tion until 1949 when he went into insur- 
ance. 

Mr. Fugate was active in civic affairs 
in Joliet, and was a member of the 
Lions and Elks there. 


Illinois University in 


Franklin Names Rutledge 

Frederick R. Rutledge 5%. of Colum- 
bia, S. C., has been appointed general 
agent for Franklin Life. A descendant 
of John Rutledge, the first governor of 
South Carolina, Frederick Rutledge en- 
tered the insurance field in 1946. Before 
Franklin 


joining Life, he was South 
Carolina state manager for Guardian 
Life. He is a graduate of the University 


of North Carolina. 





EMPIRE’ 


Everyone’s Talking About It 
Guaranteed Renewable 


Hospital-Surgical Expense Policy 


PLAN —1 Premiums Payable For Life 
PLAN —2 Premiums Payable to Age 65 


For Life 





20-10 Hospital Plan — Something new in the Hospital Field 
Guaranteed Renewable To Age 65 





MORGAN O. DOOLITTLE, 
President 





A Complete Portfolio of Life and Group Coverages 
Direct Mail Program That Gets Results 


For A General Agency Opportunity— 
Write 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S&S. FELT, 
Agency Vice Pres. 














EXECUTIVE 
ACTUARIAL POSITION 
A well established life insurance 


company with Home Office in New 
York City and close to $300 Million in 
force has an opportunity for an Asso- 
ciate or recent Fellow of the Society 
of Actuaries. Group Life experience is 
There is 
an excellent opportunity for growth 
on a management level. 


All replies will be handled in the 
strictest of confidence. Write for an 
appointment to Box 2785, The Eastern 
Underwriter, 93 Nassau Street, New 
York 38, N. Y. 


desirable but not essential. 














D. N. Pinkham, A. D. Wright 
Join United States Life 


Announcement was made by Gordon 
E. Crosby, Jr., vice president and di- 
rector of agencies of United States Life, 
of the appointment of two new men to 
the home office staff. Donald N. Pink- 
ham has been named resident superin- 
tendent of agencies for Maine, Vermont 
and New Hampshire with offices in 
Portland, Maine, and Allan D. Wright 
has joined the company as training con- 
sultant. 

Mr. Pinkham comes to the United 
States Life from the Maine Fidelity Life 
where he had been superintendent of 
agencies for the past four years. Prior 
to that time, he had leen associated 
with several other large companies as 
producer and general agent. Mr. Pink- 
ham distinguished himself early in his 
career by winning several high produc- 
tion awards. 

A graduate of Hessler Business Col- 
lege, the Metropolitan School of Sales 
and Merchandising, and Life Insurance 
Agency Management Association, Mr 
Pinkham served with the Army Air 
Force during World War II. He is a 
member of the Life Underwriters’ As- 
sociation and a former member of the 
General Agents and Managers Associa- 
tion. 

Mr. Wright was graduated from Wa- 
bash College in Crawfordsville, Ind. and 
is now working toward his CLU desig- 
nation and is attending the Life Under- 
writers’ Training Course. He _ has 
studied extensively in the estate plan- 
ning field as well. 

His insurance career began at Home 
Life of New York where he started as 
a sales trainee and served as field un- 
derwriter, assistant agency manager and 
brokerage supervisor. He then was as 
sociated with an estate planning corpor- 
ation in Miami, before joining United 
States Life. 





Mutual Benefit Meeting 
In Florida Mar. 29-Apr. 6 


Seven-hundred and fifty general 
agents, agents and wives of Mutual 
3enefit Life, Newark, will convene at 


a Americana Hotel in Miami Beach, 

Florida for two meetings planned by 
the company March 29 through April 6 

General agents of the Mutual Benefit 
Life will hold their annual meeting 
March 29 through April 2. The program 
will include panels, round-table discus 
sions and a series of presentations by 
home office officials and general agents 
One highlight of the five- day meeting 
will be the awards session, when gel 
eral agents w hose agencies achiev ed out: 
standing records in 1959 will be honored 

The national meeting of the com 
pany’s top agents will take place Apt! 


3-6. The field men will hear from com 


pany President H. Bruce Palmer ané 
other company officers, general agents 
and agents. The company’s leading 


agents also will receive awards for their 
accomplishments in 1959, 
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Huber to Give Course 
At Florida University 


15 LECTURES, APRIL 7, 8, AND 9 





Conference Will be Built Around the 
Estatology Procedure of the 


Solomon Huber Associates 





Solomon Huber, CLU, general agent 
for Mutual Benefit in New York will 
give a 15 lecture course at the University 
of Florida on April 7, 8, and 9. Offered 
in conjunction with the State Life Un- 
derwriters Association, the meeting 


which is billed as a conference will be 





SOLOMON HUBER 


built around the Estatology procedure of 
the Solomon Huber Associates. To the 
extent possible, Mr. Huber will intro- 
duce the actual practices and some of the 
materials developed or refined by him. 
He will concern himself throughout the 
marathon conduct of his sessions with 
the semantics, philosophy and psychology 
of fact-finding and planning. 

The latter part of the meeting will be 
concerned with “Just a Man Named 
Jones.” The facts in Jones particular 
situation will be distributed and sug- 
gested solutions presented by both Mr. 
Huber and I. Meyer Pincus, noted New 
York attorney, author and lecturer, who 
will guide this phase of the conference. 


On Mutual Benefit Panel 


Prior to his appearance at the Uni- 
versity, Mr. Huber will participate in the 
general agents meeting of Mutual Bene- 
fit and conduct a panel at the national 
agents convention which follows it. 

An early creator of films for agent's 
use, Mr. Huber has just completed a “new 
first” in conjunction with Farnsworth 
Publishing Co., which he heads and the 
Roger Wade Production. It is a sound- 
strip film on tape which is unique in one 
respect: It is specifically designed to 
motivate the prospect to give the agent 
the necessary data about his assets and 
his objectives and makes no attempt 
to sell. The maximum running time of 
six minutes, enables the agent if he 
wishes to integrate the showing with 
his company’s or his own programing 
procedure, 

The actual sales talk is simplicity it- 
self. To illustrate: 

Prior to Film Showing 

Thank you for agreeing to see me 
today ... I believe I can save you and 
your family a good deal of time and 
money and certainly improve the condi- 
tion of your estate as you now have it 
arranged. If after our discussion 
you don’t think that I can, this will be 
afirst time for me. I’d like to give you 
an idea exactly what my business is and 
what I can do for you. . May I con- 
Nect this machine to an ‘outlet? The 
story it tells will interest you. ... It 
takes just five minutes. 


After Film Showing 
Mr. Prospect, I’ve purposely drama- 


tized the need for planning an estate. 
There are other benefits which the 
film has not mentioned. Here are some. 
(Produce your own or company check 
list and review and improvise.) Now, in 
this form (folder) (questionnaire) we 
gather the information about you which 
will enable us to plan your estate. 
Roger Wade will assist in presenting 
the film as well as the earlier Solomon 
Huber Associates effort which was de- 
veloped as a prospecting tool. 
Greatly interested in the work of the 


Little Rock General Agent 


Pan-American Life has appointed Fred 
M. Garner, formerly with Union Life at 
Little Rock, to be its general agent there. 


United Nations, Mr. and Mrs. Huber 
were recently luncheon guests at the 
home of Sir Claude Corea, permanent 
Ambassador from Ceylon to the United 
Nations, and were also entertained at the 
Stockholm Restaurant by Nicholas Koul- 
ebiakin, first secretary of the USSR 
delegation, 
































‘‘To a Milder Clime’”’ 


In 1751 Lawrence Washington, George Washington 


WALTER HASKELL HINTON 


’s half-brother, be- 


came ill and his doctor advised him to spend the winter at the Barbados 
Islands. George went along as his companion. In 1752 Lawrence died 
and George inherited Lawrence’s Mount Vernon estate. 


This reproduction is one in a series of eleven original oil 
paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 


A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 


Washington National 


INSURANCE 
EVANSTON, 


EXECUTIVE OFFICES e 


COMPANY 
ILL. 


LIFE e ACCIDENT e SICKNESS e GROUP e HOSPITAL e SURGICAL e MEDICAL 








Agencies Vice President 
For North American Co. 


GEORGE A. VOGLER 


George A. Vogler has been appointed 
vice president of agencies, for The 
North American Co. For Life, Accident 
And Health Insurance, Chicago, Presi- 
dent Allen V. Dowling announces. 

Mr. Vogler, formerly vice president, 
Franklin Life, entered the life field in 
1945 as a personal producer for Massa- 
chusetts Mutual. In 1948, he was named 
general agent for that company in Des 
Moines. 

Joining Franklin Life in 1952 as south- 
western director of sales, he was named 
vice president and director of sales in 
1955. Recently he has been serving as 
vice president in charge of Franklin’s 
New England area. 

A native of Stillwater, Okla. Mr. 
Vogler attended Oklahoma A.&M. (now 
Oklahoma State) where he was captain 
of the football team in 1938 and re- 
ceived honorable mention, All-American 
that year. During World War II, he 
served in the Navy as. a_ lieutenant, 
(j.g.) in the Caribbean theatre of opera- 
tions. 





Colonial Life Introduces 


Three New Mortgage Riders 


Three new mortgage protection riders 
for 15 years, 20 years and 25 years re- 
spectively were recently introduced by 
Colonial Life of America. The new riders 
are designed specifically for mortgage 
repayment purposes and consist of re- 
ducing term insurance with the initial 
amount for each unit being $1,000. The 
15 year plan reduces over 15 years and 
rouminas premium payments for 12 years. 

The 20 year plan reduces over 20 years 
and requires premium payments for 16 
years. The 25 year plan reduces over 
25 years and requires premium payments 
for 20 years, Since these riders provide 
Term insurance, the amount for the pro- 
tection currently may be converted into 
permanent insurance within a_ limited 
period from the effective date of the 
rider, which is 10 years for the 15 year 
plan, 15 years for the 20 year plan and 
20 years for the 25 year plan. 

These riders may be included with 
Ordinary policies only, with the max- 
imum amount of the rider being three 
times the amount of the basic insurance 
applied for and the minimum rider being 
two units or $2,000 of initial insurance. 
For a given amount. on the basic policy, 
the amount of the mortgage protection 
rider may vary anywhere between the 
maximum and minimum, 
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LAA Eastern Round Table Meeting 





Newton Says Life Insurance Ownership 


Must Now Develop Much Greater Depth 


Life insurance ownership has achieved 
great breadth but now must concentrate 
on developing much greater depth, Blake 
T. Newton, Jr., executive vice president, 
Institute of Life Insurance, told the LAA 
Eastern Round Table members at their 
annual meeting last week in Washing- 
ton, D. C. 

At the outset of his address, titled 
“Doing What the Public Wants,” Mr. 
Newton gave recognition to Morgan S. 
Crockford of Excelsior Life, Toronto, 
LAA past president, for the personal en- 
dorsement of life insurance expressed in 
his presidential address at LAA’s 1958 an- 
nual meeting in Montreal. “As I read 
his speech,” said Mr. Newton, “it was 
clear to me that the thoughts expressed 
were not superficial theories expounded 
by someone to whom the problems were 
of impersonal interest. Somehow the 
speech captures the earnestness of the 
writer. 

“I discovered why when I read that 
over 40 years ago, this man had first ex- 
perienced the harshness of the destitu- 
tion which the death of a former bread- 
winner can produce in the absence of life 
insurance. Too grieved to cry. too young 
to mourn, he had turned, at the ripe old 
age of 12, to the grim business of provid- 
ing nourishment, clothing and shelter for 
his mother and ‘his brothers and sisters. 

“Those more rugged than I may argue 
that this forged the character of Morgan 
Crockford — if the way had been easier, 
the pure metal that is the man might 
never have been mined. I won't settle 
for this and I don’t believe you will either. 
I believe such suffering is needlessly 
caused and to provide a means for its 
avoidance is what our business is all 
about. If the public didn’t feel the same 
way, I’m sure our business would be very 
different from what it is today. In other 
words I believe that what the public 
wants is not too different from what you 
and I want. Because I think this, I 
make bold to come before you and talk 
about what the public wants.” 


Only Flourishes in Climate of Caring 


The speaker said he is convinced that 
life insurance can only flourish in a cli- 
mate of caring, where man cares about 
the condition of his fellow man. Further- 
more, he feels that fundamentally the 
American people instinctively want to 
shield and protect their own from expe- 
Crockford 


riences such as Mr. went 
through when ‘12 years of age. “We are 
a warm, charitable, anxious public. sen- 


sitive to such perils and with an abiding 
purpose ‘to prevent such a catastrophe 
if we can. In ‘short, we are a public that 
wants the blessings of an adequate pro- 
gram of life insurance. Well, if we are 
such a public, how has our performance 
conformed to our purpose ? 

Mr. Newton answered this question 
by pointing out that while six out of 
seven families own life insurance and 
that the average life insurance owner- 
ship by insured families stands at $11,500, 
these accomplishments are not so signifi- 
cant when it is noted that the average 
amount represents less than two years of 
current disposable income. He empha- 
sized: “Only one family in four has one 
member owning $5,000 or more of Ordi- 
nary life insurance. and less than one- 
half the families with incomes of $7.500 
or above own $10,000 or more of individ- 
ual life insurance.” 


Public Will Respond to 


Educational Program 


The speaker then asserted that while 
the public doesn’t necessarily voice its 
demands for something it wants and 
needs, “it will respond to an educational 
and sales program that points out with 





BLAKE T. 


NEWTON, JR. 


conviction and clarity the role of life in- 
surance in the future well-being of the 
family. This is especially true when the 
message comes from an institution that 
has earned public acceptance and confi- 
dence.” 

Appropriately Mr. Newton called at- 
tention ‘to the current advertising cam- 
paign of the Institute of Life Insurance 
which, he said, highlights ‘the unique ad- 
vantages provided by life insurance in 
a family’s financial planning. “This 
major educational effort is beamed to 
the millions of American families who 
need to know the full values of life in- 
surance and about the benefits to them 
which only life insurance can provide,” 
he said. 

He called on the Eastern Round Table 
members, as men and women whose par- 
ticular job it is to communicate with the 
public, to supplement this national pro- 
gram with their own company education 
programs aimed at families in their own 
areas of influence. 

“As public information specialists we 
cannot look at the record and be con- 
tent. 

“The biggest part of our job lies 
ahead. Upon us rests the responsibility 
for the creation of greater public aware- 
ness of the need for more adequate 
family life insurance programs. If we 
fail it will only be because we haven't 
tried. And if we succeed, to coin a 
phrase, generations vet unborn will rise 
up and call us blessed.” 





Jean Ackerson Appointed 

Jean Ackerson, Pennsauken, N. J., has 
been appointed assistant to the life con- 
troller, of Life Insurance Company of 
North America, world headquarters, Phil- 
adelphia. 

Prior to joining the life company in 
1958 as a methods analyst, Miss Acker- 
son was assistant secretary of Columbia 
General Life in Houston. Prior to this 
she was associated with Grove Controlls, 
Inc., Life Underwriter Training Council 
and RCA. 


A graduate of Hunter College High 
School in New York. Miss Ackerson re- 
ceived a B.A. degree in 1943 from Hunter 
College. She has been active in both the 
Houston Association of Life Under- 
writers Association and the Southwest- 
ern Underwriters Association. 











AVAILABLE 
Benefit Plans Actuary. Ten 
years experience. For detailed 
recume, write Box 2786, The East- 
en Underwriter, 93 ‘Nassau 
Street, New York 38, N. Y. 











LAA Panelists Explode 
Direct Mail Myths 


AT EASTERN ROUND TABLE MEET 





Three Participants in This Session at 
Washington, Wm. Loubier, Chairman; 
D. J. Kipp and P. C. Holden 





discussion on “Exploding 
Mail Myths,” which was 
one of the features at LAA’s Eastern 
Round Table meeting last week in 
Washington, D. C., exploded some pop- 
ular and glib misconceptions about di- 
rect mail as told in the field. It was a 


stimulating session, participants being 
William A. Loubier, manager, advertis- 
ing and field publications, State Mutual 


A panel 


Some Direct 


Life, who was the panel chairman ; 
Donald J. Kipp, sales promotion as- 
sistant, Paul Revere Life, and Platt C. 


Holden, sales promotion and advertising 
assistant, Connecticut Mutual Life. 

These participants discussed one re- 
mark often heard in the field: “My area 
is saturated with direct mail—I don’t 
think people will reply.” Live examples 
were used irom their companies’ files 
to illustrate how this statement was 
repudiated and was followed up with 
factual material culled from various 
authenticated sources. 

Another “myth” which was explored 
was: “People don’t open their mail.” 
Specific examples were discussed and 
the latter half of the program was de- 
voted to exploding the myths before 
they happen. 

The three members of the panel con- 
cluded with the belief that if myths 
arise in the field about direct mail then 
they must arise out of ignorance on the 
part of the user. If this happens, they 
stated, then the home office is partially 
at fault for not telling the story loud 
enough, long enough, often enough and 
telling it to the right people—to top 
management, field management, and to 
the individual user. 

The last half of the panel discussion 
was also devoted to what each of the 
represented companies are doing to pro- 
mote and educate their field force in di- 
rect mail. Flyers, magazine articles, 
tests, gimmicks, special packages, con- 
tests, and specials were discussed. 





Underwriting Liberalized 
By State Mutual Life 


The reclassification of more than 400 
occupations, now to be underwritten as 
standard risks, has been announced by 
the State Mutual Life Assurance of 
America. 

The move means that persons in all 
occupational classifications formerly re- 
quired to pay an extra premium of $2.00 
or $2.50 per thousand for life insurance 
policies purchased from the company will 
now be able to pay standard rates. Vari- 
ous foremen and technicians in the metal 
industry and in other industries will 
benefit from the change as will locomo- 
tive engineers and firemen, some ship- 
yard technicians, welders and boilermak- 
ers, and some types of police officials. 

According to Charles F. Harris, vice 
president of the underwriting division, 
the considerations which prompted this 
sweeping change included “continuing 
technological and sociological improve- 
ments” which allow more liberal consid- 
eration of various occupational classes 
from time to time; the expense of mak- 
ing frequent changes in the rate book ; 
and the cost of administration, premium 
collection, and underwriting review of 


the small ratings. 


THE LEE NASHEM AGENCY | 
“The Major League Agency" 


(Canada Life Assurance Co., 
Toronto, Canada) 


“Life Insurance of Quality" 
Excellent Brokerage Service 
"Phone us at OXford 7-2950 


The office across the street 
from Grand Central 








NASHEM AGENCY 
110 East 42nd Street 
New York 17, N. Y 


LEE 








| HEARD On The WAY 








New York Life’s career advertising 
series, which has won public service 


awards consistently since it began in 
1953, has resulted in an invitation to the 
company to exhibit its career informa- 
tion booklets at the 1960 White House 
Conference on Children and Youth, 
scheduled for March 27-April 2 in W ash- 
ington. 

Of the more than 100 exhibitors in- 
vited, only 12 others are commercial 
firms. New York Life i is the only insur- 
ance company to receive an invitation, 

Forty advertisements have been pub- 
lished in the career series ‘to date. The 
current ad, titled “Should Your Child Be 
a Hospital Administrator?” now is ap- 
pearing in Saturday Evening Post, Life, 
Look and Scholastic magazines. 

The advertisements are in illustrated 
article form, written by leaders in each 
field and listing the advantages and dis- 
avantages of the profession and neces- 
sary qualifications for it. Each article is 
reprinted in booklet form and distributed 
free to interested parents, guidance coun- 
selors and young people. 





An architectural model of the new 
home office building of Baltimore Life 
has been prominently displayed in the 
front window of the Enoch Pratt Free 
Library main branch, as a symbol of the 
city’s progress in urban renewal. 

The life insurance company several 
years ago decided to construct its new 
home office quarters in Baltimore’s Mt. 
Royal Plaza redevelopment area. While 
this action delayed the starting date of 
construction until this year, the com- 
pany received much favorable publicity 
on its decision to help the city rehabili- 
tate its decaying downtown areas. 

As a result, Baltimore Life is the 
first private developer to build in the 
74-acre redevelopment area, near the 
Fifth Regiment Armory and the State 
Office complex. 

The building is planned for comple- 
tion early in 1961 

Uncle Francis 





United L. & A. Increases 


Advance Premium Discount 


An increase of the discount rate on 
annaul premiums paid in advance to 44% 
compounded annually, for the first five 
years has been announced by President 
Douglas (B. Whiting of United Life and 
Accident, Concord, N. H. ‘A rate of 4% 
after the five-year period has also been 
established by the company. This com- 
pares with the company’s previous sched- 
ule of 3%4% for twenty years and 2%% 
thereafter. 

If the advance payment on premiums, 
or any part of it, is withdrawn, no in- 
terest is allowed during the first year on 
the part of the deposit covering the pre- 
mium being withdrawn, thereafter inter- 
est is at the rate of 2% per year. 

If death of the insured occurs before 
the premiums paid in advance have been 
earned, United Life refunds the values 
of any premiums discounted on the orig- 
inal basis. 
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Manager at San Francisco Fennell Vice President pers has, been secretary of the NAIC DPD. M. Siegel Superintendent 


For Equitable Society Of New Kentucky Central  ¢stablishment of the Kentucky All In- = Of Agencies of Old Equity 


C se. — dustry Insurance School. 
, ss rf oc tae : i 
Former Deputy Commissione President of the new company is Gar- 


Kentucky Insurance Department, E. J. vice D. Kincaid, Kentucky financier and Neiburger, president of Old Equity Life 
W. Fennell, has been elected vice presi- also president and majority stockholder of Evanston, Ill. He was general agency 
dent of the newly formed Kentucky of the parent company. W. L. Newton, director. 
Central Insurance Company, a multiple — ee eee 5 be wane Siegel joined Old Equity in May, 
: * as ae Se caky asurer, 1€ 53, aS an insurance counselor. Later 
— aig . ee ae _ same offices with the life company. ; he served as a sales trainer and then 
ay, HORRY Nee fe Kentucky Central Insurance Co. will was appointed state manager of South- 
Accident. begin operation shortly with writing of | ern Illinois. In June, 1955, he was named 
Mr, Fennell has been with the Ken- industrial fire through the facilities of the assistant superintendent of agents. He 
tucky Department for four years, in life company. Plans are in the making was promoted to general agency director 
charge of the fire and multiple line to expand into full multiple line under- (with the concurrent title of director of 
department. He is a Blue Goose mem-_ writing. special services) in June, 1959, 


David M. Siegel has been appointed 
superintendent of agencies by Orrin M. 
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Vash- FRANKLIN T. WEBER 


° ‘al Equitable Life Assurance Society an- 
ercia 


ool younced formation of a second San 

ation, PFrancisco agency and the appointment 

pub- fof Franklin T. Weber as manager, ef- 

The fiective April 1. Announcement was made 

a jy Arthur P, Carroll, CLU, field vice 

Life, president in charge of the company’s 

western department, at an installation 

‘rated Bincheon for Mr, Weber. Attending 

Be vere Arthur D. Hemphill, CLU, man- HOW 10 BECOME WEALTHY 

reces- ager of Equitable’s existing San Fran- 

icle is Hcsco agency; managers of the com- 

pret jany’s various departments in the Bay Sudden wealth is a rare thing, hoped for by many, 
City area, and members of the agency ; 

and their wives. 2 experienced by few. 

Mr. Weber, a unit manager in the 

new $iemphill agency, will begin the new 








. Life Borganization with his own unit and two For most of us wealth, or a state of affluence, arrives 
nthe - ssanevanginer lh asthe — r won gradually —the result of many little things that finally 
“ree few agency's Z s : 
of the Pile seventh floor of the Equitable Life accumulate to a sizable total. A dollar saved here, an 
) building at 120 Montgomery Street, : 
sve Uiieet to the Hemphill offices. The extra dollar earned and invested there, none of them much 
s new Weber agency will concentrate its sell- in themselves. But they do add up until one day, lo and 
's Mt. Billg activities in the San Francisco : : eis 
While (metropolitan area. behold, you’re on a financial easy street, hardly recognizing 
ate of A native of Berlin, N. D., Mr. Weber the moment you arrived there. 
com- §egan college as a student at George- 
blicity Gown University. He interrupted his 
nabili- Fittication to serve during World War Occidental’s Lifetime Renewals are among the important things, 
; llin the Merchant Marine and, in 1944, parey : ‘ 
the te graduated from the United States individually small but sizable in total, that can speed your 
n the @erchant Marine Academy. He re- : . : 
tthe [med to college and received his B.S, arrival on easy street. They constitute income that normally 
State fitstee at Georgetown’s School of For- stops after the 10th commission year. If you’re not now 
tign Service in 1949, Later that year he ‘ : ‘ 
ymple- teturne d to uniform to serve with the getting them on your surplus business, they ll come as a 
: Coast Guard in the Korean conflict and gift—one that continues year after year. 
rancis 4S emerie — service as a 
leutenant (j.g.) in ~) 
T . oa Bruen : < ease 
ev eber began his Equitable career If you aren’t expecting to become wealthy within the week, 
n 1952 as an agent with the Hemphill : : ; pee 
mpnization and avalified he the $300, call us for the simple requirements to qualify for Lifetime 
Welub that year. in oJ, his first tu : 
OGM Bait: the company, he qualified for Renewals. We pay brokers 3% on most life plans and 5% on 


te on tie $500,000 club that year, writing more 
414% Flan 70 cases. Equitable named him a 
t five field assistant in August, 1954, and, a 
sident "nth later, promoted him to manager 


most A&S plans after the 10th year. 


(Lifetime Renewals may not amount to a fortune, but they 


‘e and f°! the agency’s Santa Rosa district, 
of 4% which includes seven counties. can be a start. ) 
» been A former local and state director of 
com- fe Junior Chamber of Commerce, Mr. 
sched- {Veber has also served as secretary of 


2vah i Sonora County Life Underwriters O C C I DE NTAL LIFE Insurance Company of California 


\sOciation, chairman of the Santa Rosa 


niums, Christmas Tree Lighting Program, and (A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 

no in- ®a director of the Santa Rosa Kiwanis : 2 k 

ear on ff tbh He is a member of the Knights Home Office: Los Angeles/W. B. Stannard, Senior Vice President 
e pre #° nbs, V sea tage ce Wars 

inter- Md the San os rec ‘ 

7 The E ‘quitabl 2 te me he ss aes se - We pay Lifetime Renewals...they last as long as you do! 
before @§‘lifornia since 1867 when one of its 


e been i ktnts sold policies, worth a total of 

values 93000, to three Bay City merchants. 

2 orig Way the company has almost $3 billion 
‘Msurance in force in the state. 
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Lincoln National To 
Form N. Y. Subsidiary 


MAIN OFFICES IN MANHATTAN 


F. W. Clark to Devote Full Time to 
Organization of Lincoln National 


Life sole New York 


Plans for the formation of a wholly- 


owned subsidiary, to be known as “The 
Lincoln National Life Insurance Com 
pany of New York,” ‘have been an- 


nounced by Walter O. Menge, 
of The Lincoln National Life 


president 
Insurance 


i 


meet 


* 


Fahian Bachrach 
WALTER O. MENGE 


Company, Fort Wayne, Indiana. The 
name of the new corporation has been 
approved by Thomas Thacher, Superin- 


tendent of Insurance of the State of 





FRED W. CLARK 


New York pursuant to Section 48 of the 
New York Insurance Law. 

Application will be made for a New 
York license, and the initial capital and 
surplus will total $5,000,000. The prin- 
cipal offices of the new corporation will 
be located in the borough of Manhattan, 
New York County, New York. 

Mr. Menge stated that he expects the 
New York Company to be in operation 
later this year and that it will write the 
same lines of business now being offered 
by the parent company. Agency offices 
will be established in New York City and 
in various communities throughout the 


state. All reinsurance services, however, 
in New York and elsewhere, will con- 


tinue to be provided by 


t the parent com- 
pany as in the past. 








Pikaard Agency V.P. 
For Hamilton Life 


The election of Leonard J. Pikaard as 
vice president in charge of agencies and 
Francis X. Schneider as secretary-treas- 
urer of Hamilton Life of New York was 
John E. Kenney, presi- 
Kenny also announced the 


announced by 
dent. Mr. 
appointment of Eugene C. Foge as man- 
ager of the firm’s underwriting 
dept. 

Mr. Pikaard had most recently served 
as superintendent of agencies for Patriot 
Life after having held various executive 
positions with other prominent Eastern 
companies. An alumnus of Rutgers Uni- 


he had served as a lieutenant in 
Signal Corps during World 


new 


versity, 
the Army 
War II. 
Mr. Schneider, a graduate of New 
York University, started his insurance 
career with the United States Life in the 
accounting dept., and serv ed in the audit 
and actuarial sections before being named 


manager of the accounting dept. and, 
ultimately, assistant secretary of the 
company. Mr. Schneider served with the 


Army Corps of Engineers as a lieutenant 
during the second World War. 

A graduate of Fordham University, 
Mr. Foge had been with Home Life 
ot New York as a life underwriter before 
coming to Hamilton Life. He was in the 
Army Signal Corps during the war. 





Incorporators 


The incorporators, who will form the 
first board of directors include: Walter 
O. Menge, who will head the New York 
company; Wallis B. Dunckel, president, 
Bankers Trust, New York; Lester Gins- 
burg, vice president, Electric Bond and 
Share Co., New York; Dudley H. Mills, 
director, Discount Corporation of New 
York, New York; Roger F. Murray, S. 
Sloan Colt professor of banking and 
finance, Graduate School of Business, 
Columbia University; John W. Reming- 
ton, president and board member, Lin- 
coln ‘Rochester Trust Co., Rochester, 
N. Y.; William E. Smith, retired, former 
supervisor of real estate, board member, 
and executive committee member, F. W. 
Woolworth Co., Jacob ‘B. Taylor, execu- 
tive vice president-finance, General Tele- 
phone and Electronics Corp., New York; 
Harry A. Winne, retired, former engi- 
neering vice president, General Electric 
Co.; and following officers of the parent 
company: Fred W. Clark, second vice 
president; M. C. Ledden, vice president 
and treasurer; Henry W. Persons, vice 
president and director of agencies; Dr. 
W. iH. Scoins, chief medical director, 
and Allen C. Steere, vice president, pub- 
lic relations. 


Mr. Menge, president of Lincoln Na- 
tional Life, assumed the presidency in 
1954 after having served successively as 
associate actuary, second vice president, 

and first vice president. He was named 
president and director of Reliance Life 
ot Pittsburgh when Lincoln Life pur- 
chased that company in 1951. He held 
that position until 1953 when the busi- 
ness * Reliance was merged with that of 
Lincoln Life. Mr. Menge is a member of 
the executive committee of the Americ: an 
Life Convention and is serving on sev- 
eral key committees. He is a board mem- 
ber of the Institute of Life Insurance, 
American Electric Power Company, 
Magnavox Company, and Lincoln Na- 
tional Bank and Trust Company of Fort 
Wayne. 

Mr. Clark joined the parent company 
in 1934, serving successively in the com- 
pany’s Ordinary, Group, and reinsurance 
departments. He was appointed assist- 
ant actuary in 1949, from which position 
he was promoted to associate actuary, 
assistant vice president, and second vice 
president, the position he presently holds. 
A Fellow of the Society of Actuaries, 
Mr. Clark has served as staff consultant 
to the Indian Public Employee Retire- 
ment Funds Study Commission and as 
chairman of the Group committee of the 
Health & Accident Underwriters Con- 
ference. 








WILLIAM C. GENTRY 


CLU. 


agencies at 


William C. Gentry, former 
associate director of New 
England Mutual Life and former man- 
ager of a New England Life agency in 
Chicago died in Chicago, March 14, 
after an extended illness. 

Mr. Gentry left the home office in 1952 
to become manager in Chicago, a post 
he held until illness forced his retirement 
in 1958. 

He is survived by his wife, Florence 
Frey Gentry, and three children, William 
C., Jr., Robert F., and James R. Gentry. 


R. J. Donahue, H. C. Shelton 
On Insurance Record Staff 


Appointments of Richard J. Donahue 
as assistant editor and Harry C. Shelton 
as advertising assistant have been an- 
nounced by John C. Leslie, publisher of 
The Insurance Record of Dallas. 

Mr. Donahue is returning to insurance 
journalism after an absence of over two 
years during which he was news editor 
of The Daily Review of Bisbee, Ariz. 
Previously he had been assistant editor 
of the National Underwriter, Life In- 
surance Edition in Chicago. Prior to 
that he had been with the Chicago Tri- 
bune and other Illinois papers. He had 
gone to Arizona seeking a milder cli- 
mate. 

Mr. Shelton has had _ considerable 
newspaper experience as publisher of 
The Advance, a weekly paper of Rotan, 
Texas, both before and after his military 
service with the Army Air Force for 
which he acted as editor of Army news- 
papers and as correspondent attached to 
the Ninth Air Force and Supreme Head- 
quarters in ‘Europe. 

Mr. Donahue will act as first assistant 
to John E. Puckette, editor, while Mr. 
Shelton will act as field assistant to Mr. 
Leslie. 


N/W National Life Names 
G. A. Peacock in Denver 


George A. Peacock, formerly super- 
visor in Northwestern National Life’s 
midwest division, has been named a 
unit manager in the firm’s Colorado 
agency in Denver. The appointment 
announced by John S. Pillsbury, Jr., 
N/W National president, who said Mr. 
Peacock will be responsible for the de- 
velopment of an agency production unit 
in Denver. He will work under the direc- 
tion of George C. Corcoran, manager of 
the Colorado agency. 

A graduate of the Barnes School of 
Commerce, Mr. ‘Peacock joined the com- 
pany in 1951 as a member of the Col- 
orado agency. He has since been a reg- 
ular qualifier for many of the firm’s 
annual leadership clubs, 

















einer INSURANCE MANAGER 


- 2 Accounting Degree, ten years in 
all Home Office phases of Group Life, 
A & H and Creditor administration. Sys 
tems expert. Presently heading own depart. 
ment in NYC. Seeks broader executive posi- 
tion. Write Box 2784, The Eastern Underwriter, 
93 Nassau Street, New York 38, N.Y. 








Companies Oppose Bills 
For Reestablishing NSI 


Washington—Bills presently unde 
consideration by the House Veteran; 
Affairs Committee to reopen the eligibj. 
ity of veterans for National Service Lif 
Insurance and to permit veterans to adj 
accident double indemnity coverage ty 
existing policies are again being opposej 
by the American Life Convention anj 
the Life Insurance Association of 
ica. 

In a statement submitted to Congress. 
man Walter S. Baring, chairman of the 
Insurance Subcommittee of the Veteran; 
Affairs Committee, the two life insur. 
ance associations recalled the historical 
pattern of consistent rejection by both 
the legislative and executive branche 
of Government of post-service insurane 
for able-bodied veterans. This pattern 
should be changed only for the mog 
compelling reasons and these reasons 
have not been advanced, the statemen 

said. 

The associations emphasized that the 
original purpose of providing govern. 
ment insurance for servicemen has beey 
fully achieved with respect to veterans 
of past service, and Congress has con- 
sistently concurred in that conclusion, 
particularly in connection with its 19% 
termination of the privilege of all vet- 
erans to obtain government insurance 

“The i issue raised by the proposed leg. 
islation,” the ALC and LIAA $sstated, 

“is not a matter of the veteran being 
unable to secure good and reasonabk 
insurance coverage. The life insurance 
companies are eminently capable o 
meeting the insurance needs of all able. 
bodied veterans and doubtless are al: 
ready serving a great number of the 
very veterans who would come within 
the scope of these bills. Reestablishing 
eligibility at the present time would con- 
stitute a reversal of the earlier Con- 
gressional determination that there i: 
no longer a need or sound justification 
for providing government insurance t 
able-bodied veterans,” the association 
said. 

“In our opinion, such action woul 
constitute unjustifiable competition with 
private enterprise by ithe Federal Gov- 
ernment. Nor do we find any justifica- 
tion for enhancing NSLI coverage by 
the addition of new benefits such as the 
proposed double indemnity _ benefits 
Such accident coverage is readily avai: 
able from private companies at reasot- 
able rates.” 

Concluding its statement of 
tion to this legislation, the 
associations said: 

“The life insurance companies cal 
provide better services but cannot anf 
should not be required to compete witl 
government insurance which is sub 
sidized of which is alternatively relieved 
by legislative enactment of the usu 
and necessary costs which private com 
panies must bear,” 


Amer. 





Opposi- 
insurance 








Boston Mutual Gains 24% 


President Everett H. Lane of Boston 
Mutual Life recently announced tha 
total life insurance sales for 1959 wert 
$104,863,000, an increase of 24% over the 
previous year. Ordinary life insurance 
sales were $66,422,000, an increase 0 
40%. Group life insurance sales wett 
$17,631,000, a 30% increase. The gain of 
life insurance in force of $68,035,000, a 
increase of 16% brings a total insut- 
ance in force to $484,025,000. 

In the ten-year period: from 1949 t0 
1959 insurance in force increased 16% 
and over the last five years, 94%. Assels 
increased by $3,227,706 to a figure 




































































,632,393, 

















| 








» 196) March 25, 1960 


—<$<——— 








rs in 
Life, 
Sys 
»Part- 
Posi- 
riter, 


NSLI 


under 
eterans 
eligibil. 
ice Life 

to add 
rage to 
OP Posed 
on and 
Amer. 


N gress. 
1 of the 
‘eteran; 
> insur. 
istorical 
by both 
yranche 
surance 
patter 
1€ most 
reasons 
atemen: 


that the 
govern- 
as been 
veterans 
1as con: 
nclusion, 
its 19% 
all vet- 
surance 
sed leg: 

stated, 
in being 
asonable 
nsuranee 
able of 
all able. 
are al 
of the 
e within 
allishing 
uld con- 
er Con- 
there i 
tification 
rance t 
ociations 






—————— 


THE EASTERN 


STS 
Paras 


Page 11 











s 





n woul 
ion with 
ral Gov- 
justifica- 
arage by 
*h as the 
benefits 
ily avail: 
| reason- 


~— Opposi- 
insurance 


nies call 
nnot and 
rete will 
is sub 
r relieved 
he usual 
‘ate com- 


24% 
f Boston 
ced that 
959 were 
over the 
insurance 
rease 0 
les were 
e gain 0! 
35,000, an 
ral insut 


1 1949 to 
sed 1A% 
Yo. Assets 
figure af 





In its Centennial Year... 
Home Life—which pioneered 
“Planned Estates” 

as a company-wide service— 
introduces... 


STEP-UP PROTECTION 


A surging standard of living . . . public fears of 
inflation . . . rising costs of education ... the 
problems of building adequate income for retire- 
ment... 

All of these are signs of changing times and 
needs. They challenge Life Insurance to provide 
imaginative, practical solutions. 


Home Life’s New Step-Up Protection Plan offers 
the public a way to solve timely problems of 
family security. It introduces a dramatic new 
concept—life insurance protection which increases 
automatically year by year. 


Here are some features of the new policy: 





DOUBLES IN FACE AMOUNT. To keep pace with 
modern needs and a cost of living which is trending 
upwards, the Step-Up Protection coverage grows 
5% every year for twenty years, thus doubling 
in face amount. Premium rate increases only once, 


at the end of the fifth year. 


GUARANTEES INCREASED PROTECTION 
REGARDLESS OF HEALTH. Once the policyowner 
qualifies for this plan, his coverage increases 
automatically from year to year regardless of 
changes in his health or occupation. 


ADAPTS TO CHANGING CONDITIONS. After the 
premium rate adjustment in the sixth year, the 
flexible provisions of this plan offer a number of 
alternatives to fit individual needs. Changes in the 
policyowner’s economic situation may make it 
necessary for him to reduce his premium outlay. 
Or he may decide to put aside even more than he 
had anticipated. Either eventuality can be handled 
under this plan. 


BUILDS HIGHER CASH VALUES. Liberal option: 
available under the plan-allow the policyowner t« 
build higher cash values. An original $10,000 of 
protection can grow to a guaranteed cash amount 
of $20,000. Or, under another option, it can pro- 
duce lifetime income of $100 a month at age 65 
plus a cash sum of $3,770. 


* + + 


What is the market for this new policy? It is as 
broad as the need for life insurance. The young 
man who anticipates a growing income; the young 
husband who looks forward to a growing family; 
the man whose estate tax problems are getting 
bigger every day; the business with key men who 
make a continually increasing contribution to its 
success; the father or grandfather who knows that 
college costs are spiralling upwards; the older 
man who must solve his own retirement income 
problem ... For these markets, Step-Up Protec- 
tion meets important needs—in many cases more 
effectively than conventional policies. 

Another “first’’ by the company of “Planned 
Estates” service, the Step-Up Protection Plan is 
being featured by Home Life’s field organization 
during its Centennial Year observance. We are 
proud that this policy—as modern as tomorrow— 
has behind it a century of “Serving American 
Families.” 





HOME LIFE INSURANCE COMPANY 
253 BROADWAY, NEW YORK 8,N.Y. 


INCORPORATED 1860 


William P. Worthington 
President 


John H. Evans 
Vice President—Sales 
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Estate Planners Day of 
New York CLU Chapter 


HOTEL STATLER ON APRIL 27 





Panel of Specialists Featured on Pro- 
gram of 12th Annual Affair; Israel 
Unterman Chairman 





“Estate Planning for the Professional 
Client” will be the topic discussed by a 
panel of specialists on the subject, a fea- 
ture of the 12th Annual Estate Planners’ 
Day of the New CLU Chapter, to be 
held at the Hotel Statler in New York 
on April 27. Panel members announced 
by Israel Unterman, CLU, chairman of 
Estate Planners day, will include the 
following representatives from the fields 
of law, accounting, banking, insurance 


and investments who will discuss their 
specialties in relation to estate planning: 

Don J. Summa, partner and head of 
the tax department, Arthur Young and 
Co., certified public accountants ; adjunct 
associate professor of accounting, Grad- 
uate School of Business, Columbia Uni- 
versity; author of “Assignment of In- 
come,” and frequent writer of articles 
on Federal tax matters. 

Barton E. Ferst, partner of the law 
firm of Blank, Rudenko, Klaus & Rowe, 
Philadelphia ; specialist in Federal tax- 
ation, author of “Basic Accounting for 
Lawyers” for the American Bar Asso- 
ciation and assistant professor of law, 
Rutgers University Law School. 

John M. Grotheer, assistant vice pres- 
ident, in charge of estate planning divi- 
sion, Chase Manhattan Bank; lecturer, 
Practicing Law Institute; member of 
faculty, New York State Bankers Asso- 
ciation. : 

Israel Unterman, CLU, president of 
Unterman Associates, Inc.; past chair- 
man of N. Y., LUTC; faculty member of 
Insurance Society of N. Y., and member, 
Million Dollar Round Table. 

Dr. Jerome B. Cohen, professor of 
economics and supervisor of finance and 
investments, ‘Bernard Baruch School of 
Business & Public Administration; eco- 
nomic consultant; regular contributor of 
articles on finance and investments to 
“Banking and Finance.” ‘ ‘Collier's Year- 
book,” “Fortune,” “Banking,” “Journal 
of Finance,” and other technical peri- 
odicals. 

Moderator for the Panel is Stuart A. 
Monroe, Chicago general agent, Mutual 
Benefit Life, member of the N. Y. 
Bar; former assistant counsel of a large 
New York insurance company where he 
dealt with tax and estate planning mat- 
ter, co-author of the book “Practical 
Property Planning,” and lecturer at the 
CLU Institute. 

Built around the changing financial 
picture of the professional man as he 
grows in economic statue, the program 
will deal with the estate problems of the 
young professional, follow through as 
he becomes established in his field, and, 
finally, cover his problems in estate 
conservation as he approaches the age of 
retirement. 

Tickets are being handled by Stephen 
E. Eisen, CLU, 450 Seventh Avenue, 
New York. 





Life Institute Grants 


Grants from the Institute of Life In- 
surance will help provide more than 570 
scholarships to enable teachers from all 
parts of the nation to attend workshops 
in family finance this summer. The work- 
shops are sponsored at 15 different uni- 
versities by the National Committee for 
Education in Family Finance. 

This marks the eleventh consecutive 
year in which the workshops are being 
ofiered. The objective of the committee, 
through the workshops and other activi- 
ties, is to provide youngsters in schools 
and colleges with accurate and practical 
instruction in the management of per- 
sonal and family finances. Over 10,000 
teachers and school administrators have 
thus far attended the summer workshops, 
or have taken part in on-the-job train- 
ing in school systems throughout the 
United States. 


Appointed General Agent 
For The Manhattan Life 





Impact Photo 
JOSEPH K. SCHWARTZ 


Appointment of Joseph K. Schwartz 
as general agent has been announced 

The Manhattan Life, which he has 
represented as a field underwriter in 
Ellenville, N. Y. and adjacent areas since 
1947. As in the past, the Schwartz 
Agency offices will be at 75 Center 
Street, Ellenville. The territory served 
by the agency includes Sullivan, Ulster, 
Orange and Dutchess counties. 

During his long association with the 
company, Mr. Schwartz has consistently 
qualified for The Manhattan Club, com- 
posed of field representatives meeting 
stipulated sales requirements. 

A native of Ellenville, Mr. Schwartz 
graduated from New York State Teach- 
ers College, in 1941 with a B.A. degree. 
He then taught for two years before 
joining the Office of Strategic Services, 
with which he served for three years 
in World War II. He saw overseas 
service in the European-African- Middle 
Eastern Theatre of Operations. 

Mr. Schwartz is currently taking CLU 
courses at Orange County Community 
College, Middletown, N. Y. 





Colonial Names MacConnell 
Appointment of Donald W. MacCon- 
nell as resident superintendent of agen- 
cies for Colonial Life of America was 
announced by W. Thomas Fiquet, vice 
president, Ordinary agencies. Mr. Mac- 
Connell will be located at Colonial’s new 
regional offices in ‘Shrewsbury, N. J. 

Mr. MacConnell joined Colonial as an 
agent in May, 1954 after an experience 
of several years which included a sub- 
stantial sales accomplishment. In 1955, 
he was appointed a general agent in 
Red ‘Bank for Colonial and later became 
manager of Colonial’s Red Bank Ordi- 
nary branch office. Always a consistent 
producer, his agency was the volume and 
lives leader in 1958 and also was awarded 
the 1958 Manager of the Year Award 
for having the largest percentage of in- 
crease during the most months in that 
year. 

A native of Red Bank and well known 
throughout the community, Mr. Mac- 
Connell is an alumnus of Red Bank High 
School where is was active in sports. 
He also attended Monmouth Junior 
College. He has resided in the Red 
Bank area for many years and is active 
in civic and community affairs. 

He served as president of the 1958 
Community Appeal in Little Silver, N. J., 
where he resides. He has also been a 
member of the Little Silver Board of 
Education for the past three years. 
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Widows Remarriage Rate 


Shown in New Survey 
Washington, D. C. — The remarriage 
rate for women varies widely by age and 
by duration of widowhood, the highest 
rate, about 18% annually, being in the 
second and third year of widowhood 
among widows under 30, according to 
an analysis just made of widows receiv- 
ing benefits under the Railroad Retire- 
ment Act between 1951 and 1956, 

From this experience, a new table of 
remarriage rates for use in valuating 
annuities for widows of railroad workers 
has been drawn up by the Railroad 
Retirement Board. 

In discussing this new table at the 
meeting of the Society of Actuaries here, 
A. M. Niessen, chief actuary of the 
Board, said that the new table may be 
of use for other groups of widows, al- 
though for ages under 60, the remarriage 
rates for railroad widows may not be 
fully typical of widows as a whole. 

The remarriage figures of the Board 
indicate that widows under 30 remarry 
within a year in 9% of the cases. The 
rate declines as age increases and aftet 
50 there is a negligble rem: irriage rate. 

The second year of widowhood is the 
period of greatest remarriage, with 17% 
for those under 30, decreasing to 3% 
for widows in their 40’s and negligible 
after that. 

The figures for all ages combined 
show ed an annual remarriage rate of 2% 
in the first year, 5% in the second, 4% in 
the third and fourth, and 3% in the fifth. 
For widowhood of longe er duration than 
that the remarriage rate was less than 
1% annually. 

The figures showed, however, that 
there were remarriages even in the 70’s. 

Mir. Niessen’s paper also included mor- 
tality statistics of the widows, and these 
cc mfirmed previous statistics showing 
that the mortality for widows at young- 
er ages is substantially higher than for 
single, married or divorced women and 
that this greater than average mortality 
decreased with age. 

It was pointed out by Mr. Niessen 
that the statistics on widows in this 
survey included only those with depend- 
ent children and those over 60. This was 
regarded, however, as a sufficiently con- 
servative basis for widows as a whole, as 
there were offsetting conditions, both 
encouraging and discouraging remar- 
riage. 





Nonproportional Re as 


Life Cover Told by Feay 


Washington, D. C.—An analysis of 
nonproportional reinsurance and its uses 
in connection with life insurance was 
presented here to the Society of Actu- 
aries i Herbert L. Feay of E. P. Hig- 
gins , Philadelphia, consulting actu- 
aries. 

This type of reinsurance, practically 
never used in this country in connection 
with life insurance but widely used in 
other types of insurance and in some 
cases with life insurance in foreign 
countries, can be used effectively for 
life, accident and health insurance, ac- 
cording to Mr. Feay. It is the type of 
reinsurance that does not distribute loss 
payments proportionately between orig- 
inal insurer and reinsurer, but provides 


— 


GERSHEN KONIKOW’S RECORD 





His Manhattan inne of Monarch Life 
First in 1959 Performance in N. Y. 
Region 10th in Paid-for Business 


In the first full year of his Monarg} 
Life Manhattan agency at 165 Broad. 
way, New York, Konikoy 
CLU, general agent, achieved the dis. 
tinction of No. 1 position in the Ney 


Gershen 


% 


GERSHEN KONIKOW 


York region in the 1959 competition for 
“all-around excellence of performance.’ 
Konikow auto: 
membership on Monarch’s 1% 
General Agents’ Advisory Council, 

Three men in the Manhattan agency 
—Melvin Gerard, Irwin R. Sacks ani 
Henry J. Bradley—placed among the 
“top 35” field underwriters of the com- 
pany last year. Their rankings wert 
respectively 7th, 10th and 14th. For 
Messrs. Sacks and Bradley it was the 
first time that either of them had qual 
ified for this top honor club of Monarch 
Many facets of an agency operation art 
taken into consideration in setting w 
the qualification, including productiol 
in both H, & A. and life and all of the 
quality factors. 

The Manhattan agency’s paid-for life 
volume last year was close to $2,000,008 
which put it in 10th place among @ 
Monarch agencies. For its new H. &A 
production at $117,309 of annualized pre 
miums the agency placed fifth for the 
year. In addition seven of its 13 full 
time agents qualified for the 1959 Pres: 
dent’s Club. 


This honor gives Mr. 
matic 





for all loss payment in excess ol § 
stated amount by the reinsurer 

Non-proportional reinsurance is espe 
cially useful for the writing © Group 
insurance and extra risk jnsurance, M 
Feay said. 

The paper was largely a technical dis- 
cussion as to how to measure risk and 
premiums under nonproportional rei 
surance. 


O'TOOLE ASSOCIATES | 














cisco 
“In 
fits p 
year, 
leadir 
ance 
1959 
was 
insur 
said. 


prodt 
298.0. 
213. 
Aci 
miun 
were 


ol $8 


Jos 
sistas 
Insur 

Mr 
inter! 
cost 
came 
1958 
and | 

A 
Scho 
Univ: 
Durit 
Army 
Asso. 














196 March 25, 1960 Page 13 


" Occidental Life’s 1959 
Sales at $1.6 Billion 


PRESIDENT BROWER’S REPORT 





California Company Had Greatest Year 
in Total Sales, New Growth and 
In Benefits Paid 





Occidental Life of California recorded 
life insurance sales of $1.6 billion in 1959 
for an increase of 15.2% over business 
in the previous year, President Horace 
W. Brower announced at the _ firm’s 
western regional convention in San Fran- 


K cisco recently. 
— “In total sales, in net growth, in bene- 
fits paid—1l959 was Occidental’s greatest 
‘ORD § year,” Mr. Brower told the company’s 
ing s sales representatives in attend- 
ch Lif™ ance at the convention. “Occidental’s 
N. y & 1959 growth of life insurance in force 
ness was greater than the company’s total 
onard insurance in force just 15 years ago,” he 
ae. { 
Broat. Occidental, a Transamerica Corpora- 
onikoy,{— tion subsidiary, had combined Ordinary 
he di. and Group insurance sales of $1,659,688,- 
1e Ney 0834 last year. This is an increase of 


$218.949,967 over production in 1958. 

m Individual sales of $1,300,389,401 repre- 
"* § sent a gain of 20% over sales of $1,082, - 
* 8 205,854 the previous year. Group life 
production increased slightly to $359,- 
298,633 from the 1958 total of $358,472,- 


213. 
Accident and sickness insurance pre- 
miums, including Group and _ individual, 


were $3.367.942 ahead of 1958 for a total 
of $86,275,489. 


In Force Gain Tops Billion 


For the first time in any single year, 
Occidental’s increase of insurance in 
force exceeded $1 billion. The increase of 
$1,050,238,888 advanced the company’s 
total life insurance in force at the end 
of 1959 to $9,049,421,568. The total insur- 
ance in force includes $5,450,683.257 of 
Ordinary insurance and $3,598,738,311 of 
Group insurance. 

During the past year, Occidental 
passed the $1 billion mark in benefits 
paid to policyholders and_ beneficiaries 
since the company was organized. Bene- 
fits paid last year reached a new high 
of $136,908.596. bringing total benefits 
paid to $1,077,708,086. 

Company assets as of December 31, 
1959 were $750,725,803, increasing $60,- 
= from the assets at the end of 
1958. 











ition for 

rmance’f Joseph T. Garry’s New Post 
Ww auto- Joseph T. Garry has been named as- 
h’s 199% sistant to the life comptroller for Life 


icil, Insurance Company of North America. 


1 agency Mr. Garry joined INA in 1954 as an 
icks anif® internal auditor. In 1956 he joined the 
ong the cost analysis unit and a year later be- 
the com came administrator of this division. In 
gs wertf® 198 he became supervisor of the cost 
th. Forf® and budget unit. 
was the A graduate of Roman Catholic High 
vad qual School, Mr. Garry attended Villanova 
Monarci § University and St. Joseph’s College. 
¢ € : . 
we: “a During World War II he served in the 
: wes Army. He is a member of the National 
roe). Association of Cost Accountants. 
ll of the tae az 
d-for life TEXAS AWARDS. PRESENTED 
$2,000,000 Highlighting the eleventh annual meet- 
mong al ing of the Texas Insurance Fieldmen in 
H&A Austin was presentation of the Out- 
ied pre: standing Fieldman awards by Ben Lee 
for the oynton, vice president, America Fore 
2B full oyalty Group. Recipients of the awards 
50 Presi by Mr. Boynton who, in addition, is pub- 
, Ic relations committee chairman for 
exas Insurance Advisory Association 
—e Were, Alamo division: Leon Baird, San 
as ae Antonio, special agent, Crum & Forster 
. Toup; Corpus-Valley division: Don_J. 
is espe: anthe, special agent, Floyd West & Co., 
of Grou? arlingen; Houston division; Weldon 
ance, Mt earns, state agent, Aetna Casualty & 
urety, Houston; North Texas division: 
nical dis William V. Collins, state agent, Crum 
risk and Forster Group, Dallas; West Texas 
nal rei division: B, J. Maveety, state agent, Na- 


tional of Hartford, Abilene. 


Opens Florida Agency 

Establishment of its first agency in 
Florida has been announced by Midland 
Mutual Life of Columbus, O. Located in 
Jacksonville, the agency will be headed 
by Harlan H. Davalt. He will serve as 
general agent in charge of a territory 
covering 22 counties in the northern part 
of the state. 

Mr. Davalt has several years’ experi- 


ence in the Jacksonville area and most 
recently was general agent for Security 
Mutual. 





Manager. 


Street, New York 38, N. Y 








INSURANCE EXECUTIVE AVAILABLE SOON 
Heavy experience in personnel and management. 
Resume upon request. Will relocate. 
low five figures. Write Box 2772, The Eastern Underwriter, 93 Nassau 


Prime Loss Dept. 
Salary requirement, 











Raises Grant to Colleges 

Massachusetts Mutual Life has made 
a $40,000 cash gift to Independent Col- 
lege Funds of America which will dis- 
tribute the company’s donation to the 


members of the Association of American 
Colleges, it was announced by Leland 
J. Kalmbach, president of the company. 
This was $5,000 more than was given last 
year. 








They’re a wide-open market... these young men... 
the young men on their way up! 
And you can reach the cream of this dynamic market right now 
with Security Mutual’s new GRADED PREMIUM WHOLE LIFE PLAN. 
Here’s a program that’s created especially for the young man 


starting out in the business world. It’s realistic... 
unique... it 


at a sensible low cost. 


Here’s how it works. 
Security Mutual’s GRADED PREMIUM WHOLE LIFE PLAN is 


flexible... 


timely... 


’s designed to provide immediate protection, 


no special restrictions. Premiums start low, grade 


slightly upward in equal amounts over a ten-year period, then 
level off and remain constant. Premium rates may be 
reduced by quantity allowance! 
With this plan anyone can afford more life insurance protection, 
immediately! It even provides first year dividend and early cash values. 
And get this!... 
Face value of policy remains the same from first day on! Any basic 


plan can be changed to produce greater retirement value! 


You’ll find Security Mutual’s GRADED PREMIUM WHOLE LIFE PLAN 





a powerful selling force! Why not take advantage of this 
opportunity to “cash in” on the wide-open young men’s market?? 
Contact your Security Mutual general agent today. 


security mutu | life insurance company 


Richard E. Pille, President. 


Harland L. Knight, Agency Vice President. 


Coury Seeunily 
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Agency Management 


Conference 


At 


Toronto 





Kenny on Population Change Problem 


Some success has recently been reported 
in psychiatric selection. Maybe our se- 
lection tests can be improved. I am 
satisfied that if better procedures can 
be developed and validated, Rains Wal- 
lace and his staff will do it. But let me 
emphasize the point. We must employ 
the utmost selection. 

With higher training allowances, or 
whatever we call our subsidies, we must 


Toronto—“The changing face of our 


population picture must prompt us to 


reappraise our product and our market- 
ing techniques, but of even greater im- 
portance is its impact on manpower,” 
M. K. Kenney, assistant general man- 
ager and director of agencies of Excelsior 
Life told the LIAAMA Conference. 

“This is far-reaching, and could well 
provide a major distraction in the years 
immediately ahead. Referring back to 
the distribution of age groups, we can- 
not help but be impressed by the small 
increase proportionately in the 25 to 44 
segment. We have noted in general pop- 
ulation increase in the United States of 
around 20% in the next 10 years. The 
total labor force will increase by the 
same percentage but it is estimated that 
the labor force between 25 and 44 will in- 
crease by only 6%. The implications of 
this disproportionate increase deserve 
careful scrutiny 

It occurs in the age group which we 
have always regarded as our best. re- 
cruiting field, so we will be faced “with 
a manpower shortage. It follows, too, 
that we will have to meet competition 
from each other for the available supply, 
and from other industries. We think we 
pay plenty now for new agents, but we 
will obviously have to pay more under 
these circumstances. We can perhaps 
turn to older men, or women, but if we 
desire to continue to recruit in the tra- 
ditional area, we must be prepared to 
sharpen our skills and probably hire 
fewer agents. 

Obviously we will have to be more se- 
lective. With a smaller reservoir to 
screen we must screen better. We are 
fortunate that precontract training is 
coming into its own at this critical time 
because it can materially reduce our mis- 
takes before they come under contract. 





demand higher earlier performance. We 
must produce training and supervision 
that will facilitate this early perform- 
ance, because there will be plenty of 
jobs around for those agents whose suc- 
cess does not measure up to their own 
expectations. flere again precontract 
training may make a vital contribution 
in getting these new agents off to a 
running start. 


And so the circle widens from the 
pebble dropped into the quiet pool. Bet- 
ter training and supervision for future 
agents requires better supervisors, better 


t~ e@, 
= : wr 


Left to right: Newly elected chairman of the Agency Management Conference 
Committee, Ronald D. Rogers, vice president and director of agencies, North Ameri- 
can Life of Chicago and Charles E. Sherer, vice president and director of agencies, 
Midland Mutual, who is a member of the committee. 


———= 


managers, better agency department per. 
sonnel, and more courageous leadership 
at the top. Because it will take courage 
to set up and follow performance stand- 
ards that could result temporarily in re- 
duced manpower and falling sales. 


Ronald D. Rogers Elected 


Conference Chairman 
Toronto — Ronald D. Rogers, vice pres- 
ident and director of agencies, North 
American Life of Chicago, was elected 
chairman of the Agency Management 
Conference of Life Insurance Agency 
Management Association meeting here, 
He succeeds M. K. Kenny, assistant gen- 
eral manager and director of agencies, 
Excelsior Life. 

Four sales executives were elected to 
three-year terms on the Agency Manage- 
ment Conference committee at this meet- 
ing: Paul Dumas, superintendent of agen- 
cies, Alliance Mutual; Brice F. McEuen, 
vice president and agency director, La- 
mar Life; Hal D. Wallace, superintend- 
ent of agencies, Monarch of Canada; and 
H. E. Whitley, second vice president and 
assistant sales director, Standard of Ore- 
gon. Arnold Berg, agency vice president, 
Indianapolis Life, was elected for one 
year to fill an unexpired term. 

Retiring from the committee are Max 
S. Bell, Continental American and Ken- 
neth W. Cring, Pacific National. M. F, 
Browne, Occidental of North Carolina, 
retires from the committee but remains 
the Board of representative. 

Chairman Rogers has been an active 
member of the Agency Management 
Conference for several years and _ has 
been on the committee since 1959. He 
joined North American of ‘Chicago in 
1946 as agency secretary; in 1947 was 
named assistant superintendent of agen- 
cies; became superintendent of agencies, 
assistant director of agencies, director of 
agencies, agency vice president; and 
earlier this year was promoted to vice 
president and director of agencies. 








Mark 30th Anniversaries at LLAMA 





Two veterans at the Life Insurance Agency Management Association are this 
month observing jointly their 30th anniversaries with the organization. They are 
Lewis W. S. Chapman, director of company relations, and ‘Amelia M. Honer, per- 
sonnel assistant. Mr. Chapman and Miss Honer joined the Association in 1930 when 
it was known as the Life Insurance Sales Research Bureau. 


Miss Honer joined the Association as secretary to the managing director, John 
Marshall Holcombe, on ‘March 24. She occupied this position until Mr. Holcombe’s 
death in 1951 at which time she assumed added responsibilities in the Administra- 
tive ‘Division. 

Mr. Chapman was a consultant when he joined Life Insurance Sales Research 
Bureau March 17, 1930. As his capacity for work became apparent, he was named 
director of schools and in 1944 was promoted to his present position. From his busy 
but efficient office, the work of the growing Company Relations Division is directed 

consultation visits, schools, field publications, and all conferences and annual 
meetings. 





Jenkins Gives Management Concepts 


Toronto—“I have great hopes that the 
‘60's will bring a return to emphasis on 


sound, long-time management concepts 


and will not leave us dependent for 
growth on policy gimmicks or buying 


gimmicks designed mostly to lure un- 
suspecting buyers,” W. Robert Jenkins, 
president of Columbian Mutual Life told 
the Conference. 

Mr. 


ment 


Jenkins outlined three manage- 


believes will 
be particularly important to productive 


concepts which he 
management in the ’60’s. “First the con- 
cept that solid growth will depend in- 
creasingly on your willingness to select, 
develop, train, and thus hold your own 
management manpower; second, the 
1 

concept that you must salvage a much 
higher proportion than you now do of 
the potentially good agent manpower 
you screen, hire and finance in your 
agencies; and third, the concept that the 
company or companies which best utilize 
market research as a guide to agency 
operations may be the most successful 
growth companies of the ’60’s.” 

The speaker pointed out that the first 
two concepts suggest a shortage of man- 
power in the ’60’s at the management 
and agent level. He cited population 
figures which substantiated this theory 
and pointed to the increase in the number 
of life and general lines insurance com- 
panies and growth of established ones 
which will be needing additional man- 
power. 

Means of implementing these manage- 
ment concepts were discussed by Mr. 


Jenkins. The only answer he can see 
to implementing the first concept (hav- 
ing to do with management manpower) 
is “a major investment on the part of 
each company in full-time development 
and ‘training .. . particularly on-the-job 
training . of new managers for your 
own organization.” He warned against 
such make-shift programs as_ training 
a man in the home office for a short 
time and then putting him in the field 
as a manager or general agent; depend- 
ing solely on management schools; and 
assuming the manager or general] agent 
will train a man when he’s an assistant 
manager or supervisor. 

“The kind of training program I am 
talking about consists of both instructioa 
and on-the-job training, with on-the-job 
training constituting about 90% of his 
time,” Mr. Jenkins said. “During the 
training period his salary and expenses 
must be paid by the company... an 
investment in the man. The purpose ol 
the training period is to pack into a 
period of two or three years actual man- 
agerial experience which the man could 
not get as an agency manager or as- 
sistant agency manager in less than 10 
or 12 years.” 

The speaker mentioned three areas 
which the potential manager or gel 
eral agent must receive actual training 
and experience: (1) training of new mei 
from their first day in the office until 
they are stabilized; (2) recruiting cam- 
paigns; and (3) managing men after 
they are stabilized. 

Turning to his second management 
concept, that of holding agent mat- 
power, Mr, Jenkins said that “an obvious 
answer is to strengthen our process 0 
training, supervision and development of 
our new manpower in the early stage 
of the man’s growth.” 
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ASSETS = ONE BILLION DOLLARS 


The Western and Southern Life Insurance Company 
announces with pride the attainment of ONE BILLION 
DOLLARS in Assets in 1959. This climaxes a year of un- 
usual progress and growth for the Company. 

This notable achievement is indeed a gratifying experience 
for Western and Southern personnel throughout the nation. 
Their dedication to the Company’s sound principles of 
management, faithful and competent service, contributed 
immeasurably to this important achievement. 

Added protection and security to six and one quarter 
million policyholders increased our insurance in force to $4.9 
billion. The increase in assets for the year amounted to $95 
million. New insurance written amounted to $703 million 
and the increase in insurance in force was $365 million. 

Of major interest, too, was the increase in reserves of 
more than $89 million, set aside for future obligations to 
policyholders. At the close of 1959, total reserves amounted 
to $887,963,312. 

The record expansion of Western and Southern opera- 


tions throughout the nation over the past few years necessi- 
tated the construction of a seven-story addition to the 
already existing Home Office buildings. The Company’s 
growth has been so accelerated since January, 1957, that 
assets and insurance in force have increased more than in 
the entire first 55 years of operation. 

A further example of our dedication to render more 
efficient and intimate service to our policyholders can be 
found in the construction of a modern $4 million office 
building in Los Angeles, California, our Western Regional 
headquarters. New Regional offices at Houston, Texas and 
Jacksonville, Florida, supplement those at Philadelphia, Pa., 
St. Louis, Mo., and Asheville, N.C. More than 8,500 
Western and Southern personnel serve the Company’s 
policyholders in the Home Office, the six Regional Offices 
and the more than 300 sales and service offices in all sections 
of the country. 

Faithful, efficient and dedicated service to the. policy- 
holders will continue to be our foremost objective. 


WILLIAM C. SAFFORD 
President 





V2nd ANNUAL STATEMENT = December 31, 1959 





ASSETS 
United States Government Bonds................ $168,546, 165.68 
Municipal and Corporation Bonds................ 179,997,204.90 
rs 0 ds RG Beate ash We ail baie ee oh 17,059,795.29 
D5 5., vanexd tiverueieesne dase 505,232,275.31 
RS ret ene ee 10,852,878.32 
Real Estate: 
Home Office and Regional Office Properties... ... 15,074,436.08 
NI. sc auase Co oe aerate ated 3,425,307.62 
NE RE ae ae Or oy et Pe 29,496,726.53 
Cash on Hand and in Banks..................... 25,617,931.75 
Accrued Interest and Rents..................... 4 849,678.48 
Net Premiums Secured by Policy Reserves........ 40,610,048.97 
MID oo 8s isin egitrdule adh ciate vas 6anas 182,523.13 
ESET ne See ne: $1,000,944,972.06 









LIABILITIES 
Statutory Policy Reserves....................... $887,963,312.00 
Policy Proceeds and Dividends Left with Company.. 14,408,302.00 
Dividends to Policyholders Payable in 1960........ 4,648,800.00 
Policy Benefits Currently Outstanding............ 2,634,490.52 
Premiums and Interest Paid in Advance.......... 4,863,977.89 
Accrued Taxes Payable in 1960.................. 4,142,085.51 
nn 5,083,615.70 
Hees AAR NIEAIOES, 5 oso ids ced sscdadowsscnwe 6,078,399.37 
ESET LAP SPT r 1,134,286.79 
Security Valuation Reserve...................... 3,014,737.54 
Special Surplus Funds......... $ 1,000,000.00 
Unassigned Surplus........... 65,972,964.74 
NS Fo ido. ceadecch Rein 66,972,964.74 
Ms hcthidoleudad «ind waauetons $1,000,944,972.06 


THE WESTERN and SOUTHERN 


LIFE INSURANCE COMPANY 


A Mutual Company e Home Office, Cincinnati, Ohio 
REGIONAL OFFICES: | 
Philadelphia, Pa. « Jacksonville, Fla. ¢ Asheville, N. C. 
St. Louis, Mo. e Houston, Texas e Los Angeles, Calif. 
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$2,100,000 Death Claim 
Paid on a Single Life 


New York Life Occidental Life 
of California jointly the pay- 


of $2,100,000 in one of the largest 


P=, 


and 
announce 
ment 
death benefits ever paid on a single life 
in the history of the life insurance in- 
dustry. 

Occidental paid the 


$1,000,000 policy to the 


proceeds of a 
beneficiaries of 


a 63-year-old corporation president. This 
policy was taken out in 1957. 

New York Life’s payment was more 
than $1,120,000 under several policies 
issued by it. One million of this insur- 
ance was issued in 1956. The largest 
previous payment made by New York 


Life on a single life was $840,000 in 1937. 
The Occidental’s largest pay- 
ment was $400,000 in 1959. 


previous 


ROY A. MacDONALD STRICKEN 


LOMA Managing Director Suffers Heart 
Attack at His Home; Doctors 
Expect Complete Recovery 
\. MacDonald, LOMA managing 
director, suffered a heart attack at his 
home in Darien, Conn., last week. He 
was taken to Stamford Hospital, where 
he is responding well to treatment. 

It is still too early to predict exactly 
when Mr. MacDonald will return to ac- 
tive direction of LOMA affairs, but his 
doctors expect a complete recovery. 

Alden F. Jacobs, treasurer, will deliver 
the address of welcome at the Associa- 
t:on’s Debit Insurance Forum in New 
Orleans next Monday morning, in Mr 
MacDonald's place. 


Roy 


Annual Mid- Atlantic 
Sales Congress April 21 


“Selling in the Sizzling Sixties,” the 
era that brings to life underwriters the 
greatest oportunity in the history of life 
insurance, will be the theme for the 
first annual Mid-Atlantic Sales Congress 
to be held all-day April 21 at the Shore- 
ham Hotel in Washington. 

This event was formerly the Washing- 
ton-Baltimore Sales Congress that was 
held for 50 years, rotating between the 
two cities under sponsorship of their re- 
spective Life Underwriters Association. 

This year it is an all-Washington 
event sponsored by the District of Co- 
lumbia Life Underwriters Association, 
with expected attendance of 1,000 pro- 
ducers and their wives from the District 
of Columbia, all of Maryland, Delaware 
and Virginia and from parts of West 
Virginia, Pennsylvania and North Caro- 
lina. 

Chairman for the first Mid-Atlantic 
Congress is Howard J. Riordan, general 
agent. John Hancock, past president of 
DCLU. Thomas R. Buchanan, Jr., imme- 
diate past president of DCLU, New York 
Life. is chairman of publicity and pro- 
motion 

The Congress will feature five nation- 
ally known speakers, and early in the 
morning 11 workshop sessions will be 
held where “you pay your money and 
choose your speaker” with a continental 
breakfast of coffee and rolls. This is 


designed to appeal strictly to the “early 
birds”. 
Plans for the Congress were an- 


nounced by William R. Tooker CLU, 
president of DCLU, and general agent, 
Berkshire Life. 

As for the 1960's offering life insurance 
men their greatest opportunities, Mr. 
Riordan cited the fact that “the war 
babies of the 1940’s are reaching matu- 
rity in the 1960’s. Also, there has never 
been a time when businessmen have 
come to realize more the great role that 
life insurance can play in their busi- 
nesses.” 





HAS $100 MILLION INS. IN FORCE 
Investors Syndicate Life Insurance 
Annuity Co. of Minneapolis reports it 
now has $100,000,000 insurance in force 
compared with $6,000,000 a year ago. 


Fidelity Mutual Life’s 
Hollywood Beach Meeting 


A group of more than 415 leading pro- 
ducers and guests are attending the 1960 
convention of Fidelity Mutual Life, 
March 25-30, at Hollywood Beach, Holly- 
wood, Florida. 

The convention program, highlighting 
a record year during 1959 and outstand- 
ing growth and progress during the dec- 
ade just completed, is featuring talks by 
Company President E. A. Roberts and 
Fidelity’s leading producers. 

C. L. Pontius, senior vice president— 
insurance, is chairman of the first day’s 
sessions, and opens the convention with 
some informal “Remarks.” Ralph W. 
Ervin, Jr., executive vice president fol- 
lows with a talk entitled “About The 
Company.” 

Glenn A, 
— manager of agencies, is general chair- 
man and chairman of the ‘second day’s 
session; L. J. Doolin, vice president — 
agencies, is chairman of the final day. 

In addition to panel discussions by the 
company’s leading salesmen, the program 
includes discussions on prospecting, pro- 
gramming, business insurance and ad- 
vanced underwriting. 

Paid business results for 1959 showed 
a 10% increase over the previous record 
year of 1958. Insurance in force at the 
end of February reached $1,252,000,000. 
Assets are over $360,000,000. During the 
past ten years paid production increased 
each year achieving an over-all gain 
of 149% for the decade; insurance in 
force has increased 99%; and assets 
have grown 56%. 


Sterns, second vice president 








Neuberger Memorial Award 
Plans for an annual award, dedicated 
to the memory of Senator Richard L. 
Neuberger, for outstanding services in 
improving national health, was an- 
nounced by Michael H. Levy, president 
of Standard Security Life of New York. 
“We are establishing this annus al award,” 
Mr. Levy said, “in recognition of Senator 


Neuberger’s tireless efforts both as a 
writer and as a member of the United 
States Senate.” 


A gold medal will be awarded ‘to the 
person who, in the opinion of the selec- 
tion committee, has contributed the most 
to increasing the progressive develop- 
ment of higher standards of health and 
welfare. A silver medal will be awarded 
to that member of the press who, by out- 
standing editorial or reportorial services 
has increased public awareness and 
thereby given active direction to ‘the 
solving of national health problems. 

The selection committee will be made 
up of representatives from government, 
labor, medical research, the press, health 
and welfare organizations, etc. The 
awards will be based on nominations 
made by individuals. associations, com- 
munity groups. and members of the 


sciences and the health-welfare press 
Financial grants will accompany the 
awards. 





Chicago Ass’n. to Hold 
One-Day Sales Workshop 


“Make No Small Plans” is the theme 
of the Chicago Association of Life Un- 
derwriters workshop scheduled for April 
7. at the Chicago Downtown Campus of 
Northwestern University. 

Burnham L. Batson, manager, Connec- 
ticut General, is chairman of the one-day 
event, which will include eight panels on 
various aspects of life insurance selling 
and three key-note addresses. 

Featured speakers at the morning ses- 
sion are Joseph S. Gerber, Insurance 
Commissioner, State of Illinois and Dr. 
Harold Blake Walker. Minister, First 
Presbyterian Church, Evaston. Featured 
speaker to close the afternoon session 
will be Walter G. Gastil, director of 
agencies for western region for Connec- 
ticut General Life. 


Schriver at NALU 


(Continued from Page 1) 


the business, and that ac- 
quaintance is my proudest possession. 
With mutual confidence, complete under- 
standing, and cooperation, and with full 
steam ahead the 1960's could demon- 
strate a performance that would be the 
wonder of the modern world. 

“That is just a glimpse of the Prom- 
ised Land, but let us get back to reality 
and a consideration of the confusion of 
tongues. And the confusion comes from 
the field, the press, and the home offices. 
And to compound the felony, field men 
criticise home offices and each other, the 
home offices criticise the field and each 
other, and the press calls down a plague 
on both our houses. 


Calls For Joint Conference 


anyone in 


“I believe that every thinking person 
feels that the time has come for men of 
good will representing every segment of 
our business to sit down with the prob- 
lem, determine the facts, and then give 
the fullest publicity to their findings. 
This I have advocated for two years and 
I am delighted to learn that I am joined 
by my good friend Dudley Dowell, ex- 
ecutive vice president of the New York 
Life. 

“T am convinced that at this juncture 
some such strategy is necessary. The 
appointment of such an industry commit- 
tee would in itself breed confidence and 
produce a tranquilizing effect. Its findings 
would serve as a guide to a new procedure 
which I believe would dissipate the smog. 
and make it possible to again breathe the 
clean, clear air of mutual confidence and 
reestablish a new era of Company-Agent 
cooperation. For let us never forget that 
we are all members of one body, each 
essential and indispensible to the whole. 
To our field men T would say our com- 
panies constitute the vehicle through 
which our promises to our clients are 
kept. I would see every agent proud of 
the company of his choice, and that pride 
should be crystalized into loyalty. 

“To our companies I would say that 
whatever changes may occur in our 
agency system (whatever that is) the 
field man’s service is the indispensible 
ingredient in ‘the operation of our enter- 
prise. He does not show up in your bal- 
ance statement, but believe me your field 
forces are your greatest asset. 

“As we face the new decade, I can see 
an expansion of our products and ser- 
vices beyond the fondest dreams of any 
person present. But the quality and na- 
ture of that service will depend upon a 
more complete synchronizing of our total 
ideals and purposes. 

“The battlements of our temple may 
indeed reach the skies or it may con- 
ceivably become truly a tower of babble 
and discord, It is a time for statesman- 
ship, for greatness, for a clear perspec- 
tive of our true purpose. Our destiny is 
in our hands.” 


North Central Eile Benue 
Holding Co., Will Sell Stock 


North Central Co. has been organized 

by the North Central Life Insurance Co. 
ot St. Paul to “engage primarily in the 
business of holding, seeking and acquir- 
ing controlling or substantial interests 
in, or of establishing other companies, 
primarily those engaged in the field of 
insurance.” 
_ The new company, if its registration 
is approved by the Securities and Ex- 
change Commission, proposes to sell 142,- 
800 shares of its common stock at $7 a 
share. It also proposes to exchange its 
own stock for outstanding stock in North 
mois Life at a rate to be determined 
ater. 


FRANKLIN NAMES DOWLING 

Travers E. Dowling. Conley, Ga., has 
been appointed general agent for Frank- 
lin Life. A graduate of Atlanta Law 
School and a member of the Georgia bar, 
Mr. Dowling has been in the insurance 


field since 1946. 


=. 
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VV VVVVVVVVV VY 
IMMEDIATE OPENINGS 


Asst. Supt. Agencies—H. O. $18,000 
Asst. General Agent/Mgr. 15,000 
Actuary 12,000 
Asst. Actuary—Group Life A&H 10,000 
Asst. Supv. Brokerage—H. O. OPEN 


Supv. Sales Promotion-H. O. (Life) OPEN 
Life Prem. Accountant—H. O. OPEN 


These are but a few of the many 
openings in all branches of the 
business listed with us—in both 
agencies and home offices — Sala- 
ries to $20,000+-. 


“FROM TRAINEE TO EXECUTIVE” 


More than 20 Years of Insurance 
Recruiting 


Contact Us in Confidence—No obligation! 


CITY COMPUTING PLACEMENT 
PAUL S. MILLER, MANAGER 
320 Penn Square Bidg., Phila. 7, Pa. 
LOcust 8-1163 LOcust 8-1164 
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Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











N. Y. State Sales Caravan 
Begins April 27 in Buffalo 


Ideas, which produced ten million dol- 
lars in sales last year, will be given by 
the participants of the Ith annual all. 
day sales caravan sponsored by the New 
York State Association of Life Under. 
writers. The caravan, known as _ the 
Appleknockers, will swing across New 
York State and begin its series of three 
one-day stands at the Lafayette Hotel in 
Buffalo on April 27 and will present the 
identical program at the Hotel Onondage 
in Syracuse, on Thursday, April 28 and 
at the Hotel Ten Eyck in Albany on Fri- 
day, April 29. 

The sessions which run from 10 a.m. t 
4 p.m. each day, are an annual feature 
of the New York State Association sales 
education program, and are nationally 
known for their sparking of agents’ en- 
thusiasm and spreading of successful 
sales methods. 

Alfred S. Howes, who is moderator of 
this year’s Appleknockers program, and 
an agent for the Connecticut Mutual Life 
in New York, said that in addition to 
individual addresses which the speakers 
will deliver, a seminar is being planned 
which will permit the audience to direct 
queries to the panel. 

The complete roster of speakers, their 
subjects and further details of the sem- 
inar will be released shortly by the State 


Association. 
Mr. Howes suggested that agency 
heads and underwriters contact their 


local association officers for reservations 





PROMOTE ROBERT E. THOMAS 
Appointed To Sesles Public Relations 
Associate By New York Life; 
Joined Company in 1958 
Robert E. Thomas has been promoted 
to senior public relations a'ssociate by 
New York Life, announced John M. K 
Abbott, vice president in charge of public 
relations. Mr. Thomas was in the public 
relations department of Hooker Chen- 











ical Co., and also w orked as a free-lance 
writer before joining New York Life in 
1958. 





TAGE PEDERSEN APPOINTED 


Tage Pedersen, CLU, Phoenix. Ar, 
has been named general agent for the 
Franklin Life. 

A native of Denmark and a graduate 
of the University of Copenhagen, M 
Pedersen has resided in the Unite! 
States since 1950. He formerly was with 
the Equitable Life Assurance Society 
During his first month with Franklin 
he was third among all the company’s 
3.500 agents in sales with a volume 


$257,105. 
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The 


{gency, 


Spaulder, Warshall and Schnur 

New York City has’ been 
awarded the President’s Cup by Guard- 
an Life with the Samons-Press Agency, 
Yew York City, and the Remole Agency, 
Minneapolis, honored as the first and sec- 
ond The Cup 
is given annually for all-around excel- 


runners-up. President’s 
lence in agency performance; however, 
yo agency can win the award more than 
S-W-S won in 
1951, when the cup was first placed in 


mee every four years. 


competition, and again in 1955. 
President John L. Cameron presented 
the cup to Managers Robert L. Spaulder 
ad H. Arthur Warshall of the S-W-S 
\gency at the company’s managers Con- 
rence. In announcing the award, 
resident Cameron praised the agency 
principals and their associates for the 
utstanding contributions they have 
wade to the Guardian’s growth in the 
years since the agency was founded. 
SW-S has been the company’s leading 
gency for most of that period, and in 
599 set a new company record with 
Ordinary life production in excess of 
% million. 

The New York Samons-Press Agency 
vas formed as successor to the Julius 
\. Eisendrath Agency in 1955 under the 
wanagement of Bernard P. Samons, 
(LU, and A. Aaron Press, CLU, follow- 
ug the death of Mr. Eisendrath in Feb- 
nary of that year. The President’s Cup 
was won by the late Mr. Eisendrath for 





Advisory Council Member 

J. Orlando Ogle has been appointed a 
member of the General Agents’ Advisory 
Council of General American Life. Mr. 
Ogle, who is general agent in Birming- 
ham, Ala., will fill the unexpired term 
of the late Field Robinson, CLU. 
Recognized throughout New Mexico 
sa leader in life insurance and civic 
ativities, Mr. Robinson had been gen- 
eal agent in Roswell, N. M., for Gen- 
eal American since 1951. In January, 
le became chairman of the General 
Agents’ Advisory Council by rule of 
tomatic succession, 

Now succeeding to the chairmanship 
‘Dwight E. Styne, general agent head- 
ng the company’s Kamaaina Agencies 
it Honolulu. Mr. Styne would normally 
lave become chairman of the five-man 
council in 1961. 

Member of the General Agents Ad- 
woty Council, an advisory body serving 
s% liaison between agencies and the 
home office, serve for five years and be- 
ome chairman in their final year. 





ftanklin Life Appoints 
Three to Area Managers 


Promotion of three Franklin Life gen- 
tal agents to the position of area man- 
ger has been announced by George A. 
landis, of Los Angeles, Franklin’s west- 
tm executive director. 

The new area managers are John R. 
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lills Long Beach; William A. Menke 
, San Diego; and Richard O. Pugh, 
Whittier. 

Mr. Hills joined Franklin in 1949 as 
neral agent at Reno, Nev. He form- 
tly was with The Prudential. He has 
‘resented the Franklin at Long Beach 
‘nce 1950. His new area will cover 
tst Los Angeles. 

Mr, Menke joined Franklin in 1947 
iid was promoted to general agent in 
‘. He becomes area manager in San 
biego and Imperial Counties. 

ithe insurance field since 1926, Mr. 
‘Wh has been a Franklin representative 
‘tee 1946. He formerly was with Sun 
life of Canada. His new territory will 
tide Greater Los Angeles, 


Spaulder, Warshall, Schnur Win Award 


Again Win Guardian Life’s President’s Cup; Samons-Press 
Agency First Runner-Up, Remole 
Agency, Minneapolis Next 


the agency's performance in 1954 and 
under the leadership of Messrs. Samons 
and Press, the agency has continued to 
achieve an outstanding record. In 1959 
it ranked third among the Guardian’s 
96 agencies in both life insurance pro- 
duction and accident and health sales. 

In 1927 Norman W. Remole and the 
late Arthur Remole became co-managers 
of the Guardian’s agency in Minneapolis 
and under their management the agency 
has achieved an excellent record. The 
Remo'e Agency won the President’s Cup 
in 1952, the second year the cup was 
placed in competition, and in 1959 ranked 
fourth among the Guardian’s agencies 
in production. At the end of this past 
year Norman W. Remole retired as 
manager under the company’s retire- 
ment plan but is continuing to serve his 
personal clients and friends. Gerald M. 
Remole, his nephew, has been appointed 
manager. 

At the Guardian's Centennial anni- 
versary meeting in July of this year, 
awards will be presented to the Samons- 
Press Agency of New York and the 
Remole Agency of Minneapolis. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 
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Simmons Memorial Award 
The Joe Kimberlin, Jr. Agency in 
Oklahoma City has been awarded. the 
1959 


Award 


Memorial 
New 


The award, dedicated to Ed- 


Edward G. Simmons 


by Pan-American Life of 
Orleans. 
ward G. Simmons, a founder and long 
time executive vice president of Pan- 
American Life, who passed away in 1958, 
was given to the general agency “whose 
performance the prin- 
ciples of agency management, as believed 
in, practiced by, and taught by Edward 
G. Simmons during his lifetime of serv- 


meets highest 


ice to the insurance industry.” 
The award was presented to the Kim- 
berlin Agency 


H. Ellis. 


by President Crawford 





Annuity 
Rates 
Reduced 


MANUFACTURERS LIFE, long a leader in the 
annuity field, announces still lower rates 


for Single Premium 


Immediate Annuities. 


Examples of premium deposits to provide $100 monthly (male)* 














Type of Annuity Age 60 | Age 65 Age 70 
Life Annuity $16,500 | $14,170 $11,810 
Guaranteed 10 Years 17,310 15,390 13,640 
Guaranteed 15 Years 18,290 16,820 15,670 
Guaranteed 20 Years 19,600 18,650 18,070 
Instalment Refund 18,350 16,380 14,360 
Cash Refund 18,790 16,900 14,950 














*These rates apply 





only where the single 


premium paid is $10,000 or more. 


FOR 
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2nd V.P. Western & Southern 


fl 





if 


LLOYD J. BYRNE 


Appointment of Lloyd J. Byrne as a 
second vice president of the Western 
and Southern Life was announced by 
William C. Safford, Western and South- 
ern president. Mr. Byrne will serve as 
director of life claims. 

A native Cincinnatian, Mr. Byrne 
joined the company in 1927 as a member 
of the field accounting department. He 
was assigned to the claim department in 
1931 and later to the legal department. 
In March, 1956 he was named assistant 
secretary. 

An attorney, Mr, Byrne obtained his 
law degree at Salmon r. Chase College. 
He attended Xavier University and St. 
Xavier High School. He is a member 
of the Cincinnati Bar Association and 
the Order of Curia, honorary legal 
fraternity. 


Dayton Agency Manager 


George E. Magner has been named 
manager of the Dayton agency for North- 
western National Life at Dayton, Ohio. 
In announcing the appointment John S. 
Pillsbury, Jr.. N/W National president, 
said Mr. Magner will be responsible for 
developing and expanding 'the company’s 
sales and service facilities in the Dayton 
area. 

Mr. Magner, who has been a super- 
visor in the company’s eastern division, 
is a veteran of World War II. He is a 
member of the Dayton Chamber of Com- 
merce, Knights of Columbus and the 
Dayton General Agents and Managers 
associations. 





JOINS AMERICAN UNITED 


Robert A. Gardner has joined the 
underwriting department in the home 
office of American United Life at In- 
dianapolis. 

Mr. Gardner was an agent for Pru- 
dential and underwriter at Massachu- 
setts Mutual Life before going to Amer- 
ican United Life. As an Air Force re- 
servist, he is assistant public informa- 
tion officer at Westover Air Base. He 
is a graduate of the University of Con- 
necticut, 





Page 18 








ee Te EN ‘STERN = 
= UNDERWRITER [== 










=e Fe ee 





March 25, 








March 





Agency 


Management 


Conference 


At 


Toronto 





Leland Tells Importance of Selection 


“We 


selection 


Toronto must get ourselves or- 


ganized for because there are 


going to be fewer and fewer from which 


to choose,” Lawrence Leland, vice presi- 
dent and agency director for American 
United, told the LIAMA Conference. 
The speaker cited birth figures from 
1930 to 1945 which were much lower 
than the birth figures in 1956. He 


pointed out that the market for life in- 
surance agents is becoming increasingly 
limited. 

“There is also going 
demand for consumer 
ent economy,” 


to be a greater 
goods in our pres- 
he said, “and more sales- 


men are going to be needed. We are all 
after the same group of men and we 
must work at top efficiency to get our 


share.” 
The speaker 
insist on 


cautioned his audience to 
careful selection even though 
there is a shortage of men from which 
to choose. “The first step in agency 
building is measured in terms of men 
who mature to a success level and re- 
main with the company, not just in 
terms of men hired in any one year. 
“Before we can have selection we 
must have some plan whereby we can 
see a great number of prospects,” Mr. 
Leland pointed out. He said that four 
years ago American United started 
using a new recruiting visual built 
around a four-interview presentation. 


Precontract training was used in the 
final selection 

In 1957 the company began a new 
manpower program for recruiting full- 
time agents. Effort was made to step 
up recruiting activity and at the same 
time retain selectivity. The company 
sees these two forces as the key to ef- 
ficient manpower building. The home 
office suggested precontract training to 
the managers as a means of improving 


their selection. Each 
couraged to put one 
precontract training. 

Details of the company’s use of pre- 
contract training were given by Mr. 


manager was en- 
man per month in 





Richardson on Importance 


Of Agents’ Earnings Growth 

Toronto—The most important single 
measure of the success or failure of an 
agency program is the improvement or 
deterioration of agents’ earnings, R. 
Fred Richardson, superintendent of 
agencies and secretary of Maritime Life 
Assurance Co, told LIAMA. 

“What better measure of a company’s 
sales progress than the earnings of its 
agents?” Mr. Richardson asked. “A 
salesman’s remuneration is directly re- 
lated to and approximately proportional 
to his contribution to the development 
of the company’s clientele, production 
and profits.” 

He added that if companies are build- 
ing soundly for the future they are not 
just interested in figures on the books 
today but in developing full-time career 
life insurance salesmen. He pointed out 
that while there are many things 
which go into making successful full- 
time career life insurance agents one 
important ingredient is adequate earn- 
ings. “Thus,” he said, “the improvement 
of agents’ earnings is of the most vital 
concern to the eventual successful growth 
of the company.” 

Mr. Richardson made the point that 
“when policyholders purchase life insur- 
ance they are entering a long term re- 
lationship with us throughout the length 
of which they have paid for and are 
entitled to the kind of service which 
can only be provided by a successful 
full-time life insurance salesman.” He 
said that prospective policyholders should 
give first consideration to selecting a life 
insurance agent in whom they can place 
reasonable confidence and who will be in 
the business five years from now.” 


Leland, For example, he exp'‘ained that 
in his company precontract training is 
given before the prospective agent has 


made a final decision to leave his pres- 


ent employment, even though the pro- 
spective agent and manager have 
reached an agreement. The precontract 
training must be done while the man 
is on his present joh. 

Since April, 1958 precontract train- 
ing has been mandatory throughout 
American United, Mr. Leland said. “At 


the present time we will not hire a full- 
time agent without his completing the 
five-step program and the manager 


certifying that it has been done.” 

ie 1958 American United undertook 

s 15-month recruiting program, Agency 
in Action. This program made the man- 
agers more enthusié istic about recruiting, 
the speaker said. “We had better selec- 
tion because our agency managers had 
more prospects to interview. 


The five-step precontract training pro- 
gram used by American United in- 
cludes: 1. Learning a sales talk and 
using it during the training period. 2. 
Listing names of 150 prospects he could 
approach in this first 30 days in the 
business, 3. Completing part of the com- 
pany’s career ou? 4. Completing the 
rate quiz book. 5. Learning a prospect- 
ing talk and using it on centers-of-in- 
fluence. 


J. A. Rhind Weighs Field Changes 


Toronto—The most effective kind of 
support a company can offer the men 
of its field is to be alert to changes 
which may improve the opportunities for 
them to succeed, J. A. Rhind, vice pres- 
ident and managing director of National 
Life of Canada, told the agency officers 
at LIAMA’s Agency Management Con- 
ference in Toronto last week. “If med- 
ium and small sized companies wish to 
grow rapidly and provide efficient serv- 
ice, they will have to keep themselves 
and their field forces in the van of the 
constantly changing pattern of the busi- 
ness. +5 

Mr. Rhind said that “the men and the 
companies that really progress in any 
industry are the ones that keep a keen 
eye on the future; that anticipate or 
even create innovation; that realize 
business is never done tomorrow just as 
it is today.” 

The speaker looked to the future and 
to some problems facing the industry 
today. He said that one of the greatest 
problems is sales manpower. “We have 
a wonderful product,” he said, “yet it is 
so difficult to find men who wish to sell 
it. And when we do recruit a man we are 
faced with the discouraging odds against 
his succeeding in making a satisfactory 
income.” He suggested that means must 
be found to help the average man in the 


business improve and his 
chances of success. 

One of the big changes in the industry 
mentioned by Mr. Rhind is the trend 
toward all-lines selling. There is a grow- 
ing list of affiliations between casualty 
and life companies, he said. 

“It’s a wonderful thing for us to have 
several thousand fire and casualty agents 
representing us in the life insurance mar- 
ket throughout the U. S.,” he said re- 
ferring to his own company. “But the 
question of permitting our full-time men, 
whom we are financing, to devote a por- 
tion of their time to general insurance 
sales, is a somewhat different matter. 
Will this ruin them as career life under- 
writers “or will it increase the number 
ot prospects they can visit and thus con- 
tribute to their income, thereby helping 
them to succeed in the business ?” 

He said that in an effort to help their 
field force his company is conducting 
an experiment in some branches to de- 
termine whether all-lines selling is bene- 
ficial to the agent. 

Another area of change to be consid- 
ered, according to Mr. Rhind, is the ex- 
pansion of mutual funds selling. “There 
is nothing wrong with mutual funds per 
se,” the speaker said. “They fill a defi- 
nite need, just as life insurance does. 
No one is going to say that all savings 


his earnings 








Left to right: Newly elected members of the Agency Management Conference 


Committee; Paul Dumas, superintendent of agencies, Alliance Mutual; 


Brice F. 


McEuen, vice president and agency director, Lamar Life; H. E. Whiteley, second 
vice president and assistant sales director, Standard of Oregon; Arnold Berg, agency 
vice president, Indianapolis Life; and Hal D. Wallace, superintendent of agencies, 


Monarch of Canada. 








agement Conference Committee. 


Left to right: J. Harry Wood, CL 
LIAMA managing director, and MK) 
Kenny, CLU, assistant general manage 
and director of agencies, Excelsior Life 
retiring chairman of the Agency Man: 


 —— 
— 


Most 
( 





Steve 
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of all individuals should be placed in 
fixed value securities with no proportion 


in equities. 
‘Mutual funds are never going to pu! 


the life insurance industry out of bus: 
“The need for our prot: 
uct is well established and far from filled 
The danger presented by mutual fund 


ness,” he said. 


arises because they may be sold in suc} 


a manner as to misrepresent their role 
into believing! 
that mutual fund shares are a desirabl 
substitute for life insurance. Such woull 
be a public mischief. This we must figh' 


and mislead the buyer 


. not the funds themselves.” 


Mr. Rhind cited LIAMA’s services a 
excellent means of helping home offic 
officials extend help to their field forces 
He pointed out that the Association’ 


ground not possible in most companies 


and said he thinks home offices shouli 
take advantage of these things. 


The Agency Department Schools for 


home office agency department exect: 
tives provide “an opportunity to leay 
behind day to day problems and spent 


two weeks in the company of other 
This is a stimulating ex- 


agency men. 
perience,” Mrr. Rhind said. “No com 
pany, regardless of size, could duplicate 


such a course for its home office agency 


officers. 

“The next level of support which 
believe to be vital, and which again i 
made possible by LIAMA., is the Schools 
in Agency Management. A company tha 
fails to make extensive use of manage 


ment schools is missing the boat just a 


surely as if it were to 
chance to acquire a large amount of higi 
quality business.” 

The speaker said that one obligation 


of a company is to support its agency 


department in the job of selecting mat 
agerial talent and he cited LIAMA’ 


Career Analysis Procedures as a tool in 


the area. He pointed out that his cot 
pany is having the CAP installed in the 


spring but said he was impressed by the 
comments © 
already 


favorable 
companies 


unanimously 
those whose 
adopted it. 


have 





New LIAMA Book on 


Permanent Insuranc 


“What You Should Know About Per 


manent Life Insurance” is the title of the 
latest agent ‘text published by the Lift 


Insurance Agency Management Associ 
tion, and released as a book dividen! 


(Continued on Page 20) 
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Most Valuable Associate 
Of Steinberg Associates 


nd MK : ee 

manager STEVEN F. LEMPEL 

sior Life 

cy Mand Steven F. Lempel was named Most 
. 


Valuable Associate for 1959 by Steinberg 
Associates, downtown agency for Mas- 
achusetts Mutual Life. Mr. Lempel 
joined the agency on October 1, 1958. 
His recognition represents the first time 
the honor has been bestowed upon a man 
who has been with the organization for 
so short a period. 

The award is based on overall per- 





placed in 
roportion 


ig to py! 
of busi: 


_ prot formance including service to the in- 
bees filled dividual’s clientele and to the agency 
ual funds ad fellow associates. The agency spe- 
: in 7 dalizes in advanced underwriting and 
‘helenae property analysis. 


In 1959, Steinberg Associates continued 
its rapid growth by delivering $22,232,032 
to be ninth in the company’s 107 agen- 
ties. The average policy was $25,642 and 
the average premium, almost $30 per 
thousand. The agency placed sixth in 
the competition for the President’s Tro- 
phy, which is based on all phases of 
wency operation. It led the company in 
qality and persistency of business, 
Since its establishment as a scratch 
wency in June, 1952, the Steinberg 
Agency has delivered a total of $70,994,- 
4. In that same time, only 5.4% of this 
total production has lapsed. Including 
Term conversions, expiries, and deaths, 
total terminations in seven and a half 
years were 7.9%, leaving 92.1% of all 
business delivered in force at the end 
of 1959. 

In the area of manpower development, 
the agency has contracted 51 full-time 
ten from its inception to date. Of this 
wmber, 46 are still with the agency and 
Sare still active in life insurance, with 
wily three having left the business. 
The agency’s supervisory staff includes 
louis Shottland and Nancy Lortz as 
wsistants to the president; Walter Kull- 
man, brokerage supervisor; and Irving 
\ Graiser, CLU, staff supervisor. The 
gency has a branch office in Jamaica 
., imder Allan E, Kaplan, CLU as district 
obligato" mnager, with Harold K. Heyer as bro- 
its agen krage supervisor. The Hartsdale dis- 
‘ting MANE tict office is managed by Edward L. 
LIAMA‘ derger, CLU. 
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Northwest Congress Dates 


The 32nd annual Northwest Sales Con- 
fess will be held at Spokane April 4, 
seattle April 5 and Portland April 6 

Featured speakers will be James E. 
wtherford, vice president of The Pru- 


on ential in charge of recon a eam opera- 

com Ns at Chicago; James B. Rowe, gen- 
vee tal agent for John Hancock Mutual 
\ bout ed life in North Carolina; Jackson B. Han- 
title of tH ly, Equitable Life Assurance Society at 
y the Lite ikland, Calif.; and Harry K. Gutmann, 
it Ase WW, a leading producer of Mutual Of 
k dividen Ney York and president of New York 
0) late Association of Life Underwriters. 





Named by No. American 


Seven sales appointments for the 
North American Co. for Life, Accident 
and Health Insurance, Chicago, were 
announced recently by Allen V. Dowling, 
president. 

Theodore Karolyi is general agent at 
Niles, Cal. and Hollie E. Malone, re- 
gional sales director in Houston. Other 


new appointees are general agents A. 
E. Zipfel, Belleville, Il].; Jack Saylor, 
Atkinson, Ill.; Harry W. Hilton, Royal 
Oak, Mich.; Edmund A. Shelley, Dyer, 


Gets Mortgage Post Also 


Walter Mahlstedt, vice president of 
Teachers Insurance and Annuity Assn. 
in charge of the securities department, 
has also been placed in charge of the 
company’s mortgage and real estate de- 
partment, it was announced hy William 
C. Greenough, president. 





Ind.; and Harry M. Nearing, Jackson- 
ville. 











iT 
= BETTER than | hoped, Fred. 
We've gained more operating flexi- 
bility, and our reinsurer is com- 
pletely non-competitive.” 
“| wouldn’t have ok’d the agree- 
ment on any other basis, but what 
do you mean by ‘more flexibility’?”’ 


“Their underwriting experience 
and speed, especially on sub-stand- 
ard, and their variety of contracts 
and pooling arrangements give us 
more sales mobility. Their consult- 
ants are top men — and available 
when we need them. They've 
trained two underwriters for us and 
helped us with filing problems in 
Tennessee and Indiana. | could go 
on and on.” 

“‘No need. It’s clear to me we’re 
better off with North American Re- 
assurance. Should we be looking 


Our handy booklet, “Reinsura 


eWell, Jim, 
we've had 

a reinsurer 

for a year now. 
How's It 
working out??? 


to them for advice on entering the 
group field?”’ 

“Just what I’m doing now. A staff 
man from North American Re is 
due any minute . . . and while I’m 
at it, I'll see if they can help with 
that administrative problem we 
discussed yesterday.” 


*¢F ine. 
They're valuable 
people to know.” 





nce Exclusively,” 


outlines the many services we provide to life companies. 


Would you like a copy? Simp 





LIFE e 


/y address: 


NORTH AMERICAN 
REASSURANCE COMPANY 


161 East 42nd Street, New York 17, New York 


Regional Offices 


230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 
Reinsurance Exclusively 


ACCIDENT & SICKNESS 


e GROUP 


Succeeds Horace H. Wilson 
For Equitable Society 





FRANCIS X. QUEALLY 


Francis X. Queally was installed last 
week as manager of the Equitable So- 
ciety agency at 295 Madison Ave., New 
York, to succeed Horace H. Wilson who 
was elecied a vice president of the com- 
pany last month. Mr. Queally, a unit 
manager with the company’s Edwin J. 
Debus Agency, Hempstead, and Mr. Wil- 
son will take over their new positions 
April 1. 
luncheon here in the Library Room of 
the Biltmore Hotel. 

Navy veteran of World War II, 
Mr. Queally was formerly associated with 
the Manhattan accounting firm of Arthur 
Young & Co. He took a BS. degree at 
Fordham University in 1950 and an 
M.B.A. degree at the Graduate Division, 
Wharton School of Finance & Com- 


The installation took place at a 


merce, University of Pennsylvania, in 
1952. 
With The Equitable since October. 


1952, Mr. Queally was promoted to fie!d 
assistant in April, 1955 and to unit man- 
ager two months later. He has been a 
production club member every full year 
since joining the company and, at his 
present rate, will qualify for the Equi- 
table Million Dollar Club for 1960. 

Mr. Queally earned the Chartered Life 
Underwriter designation in 1955 and the 
industry’s National Quality Award in 
1958 and 1959. The American College of 
Life Underwriters awarded him its Dip- 
loma in Agency Management in 1959. 

Educational chairman of the Long 
Island CLU chapter from 1958 until last 
year, Mr. Queally is currently secretary- 
treasurer of the Long Island chapter. 
He was a member of the Fordham Uni- 
versity Development Fund for 1957-58 
and he'ped raise funds in Long Island’s 
North Shore area for the Linco'n Center 
for the Performing Arts during 1958. 
He and his wife, the former Claire Louise 
Doyle of New Rochelle, have three chil- 
dren. 

Presiding at the installation was 
Joseph H. Morrow, field vice president 
of Equiable’s New York metropolitan 
department which includes 23 agencies in 
New York City, Long Island, and North 
Jersey. The gues‘s included Mr. Wilson, 
Mir. Debus and Conway S. Carter, cash- 
ier for the department. 





Resigns as General Agent 


Louis E. Modden, general agent for 
Kansas City Life for Wisconsin who has 
been with the company since he joined 
his father’s agency there in 1924, has 
resigned as general agent but will con- 
tinue as a personal producer. He has 
purchased a home in Florida and will 
divide his time between Florida and 
Wisconsin. 
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Agency Management Conference At Toronto 


Scholefield Tells Accounting Methods 


Toronto—In order to bring account- 
ing procedures in tune with over-all 


American Life & Cas- 
ualty, the company found it necessary 


growth in North 


first to revamp the accounting and finan- 
cial reporting so that management could 
exert control and a higher 
degree of 
James E. Scholefield, vice president and 
director of agencies for the company, 
told LIAMIA’s Agency Management Con- 
ference. 


“Accounting procedures and 


operate at 


efficiency than _ previously, 


financial 
reporting concepts of the insurance in- 
dustry have been largely oriented to 
state regulatory requirements,” he said 
“Such requirements focus for the most 
part on the welfare of the policyowner 
and are geared to report the solvency 
of the company to its policyowners. This 
is, of course, an important responsibility 
of the regulatory authorities and one 
that must be satisfied. It is, however, in- 
adequate in many respects to serve the 
needs of management to effectively con- 
duct the operation of a very dynamic 
and competitive business. 

“Our first important decision was to 
break away from traditional accounting 
procedures,” the speaker said, “in order 
to realize the advantages which would 
accrue to our company, our field force 
and our policyholders if this could be ac- 
complished. Our long term objectives 
were carefully worked out as follows: 

“1. Improved communication between 
the home office and field to provide man 
agers with information which would as- 
sist them in developing more and bette: 
men and provide field underwriters with 
complete and current information on his 
affairs with the company 

“2. Develop an organizational plan 
which would clearly define responsibility 
lor every area of the company’s opera- 
tions 

“3. Center = all 


financial reporting 





Reynolds Tells Plan for 
Improving Supervision 


Toronto—Guarantee Mutual Life’s plan 
for handling district agents, their middle 
management group in the field, was ex- 
plained at LIAMA’s Agency Manage- 
ment Conference in Toronto last week 
by Floyd Reynolds, superintendent of 
agencies for the company. 

In 1956 the company adopted the dis- 
trict agent’s contract which “gave an 
overwrite and development allowance as 
an incentive and reward for attracting 
desirable agents to the company and 
for assuming responsibility for training 
and supervising such agents.” 

Mr. Reynolds said that this has ac- 
complished four things for the company. 
First, it has eliminated the periodic re- 
quest for second, it has given a 
measuring device for results based on 
production and new manpower; third, it 


raises; 


has revealed instances where perhaps 
the district agent should change places 
with the general agent; fourth, it has 


provided one of the strongest motivating 
forces existing in the human being 
pride of achievement. 

In discussing selection of district 
agents, Mr. Reynolds said that his com- 
pany believes these men should be chosen 
“whose sales techniques are transfer- 
rable to others, who have a good knowl- 
edge of life insurance, follow the com- 
pany pattern, and who can be part of 
the answer and not part of the problem.” 
Academic and field training should be 
continuous and job oriented, Mr. Rey- 
nolds said. Supervision should be tailored 
to the needs of the man to build on his 
strengths and identify his weakness 
“Compensation should be in direct re- 
lationship to results, to provide an in- 
centive to accomplish company 


v : objec- 
tives,” the speaker said. 


around people, around individuals and 
their areas of responsibility. 

“4 Interpret financial data in such a 
way that it will identify the areas which 
require positive action in the field and 
at the home office 


“ 


5. Streamline all accounting proce- 
dures to yield more timely information to 
the field and the same time minimize the 


cost required to produce this informa 
tion. 

“©. Generate financial and _ statistical 
information which will be helpful in de- 
veloping the best merchandise available.” 

Mr. Scholefield said that subsequent 
developments of these objectives have 
already had an important bearing on the 
company’s agency activities. The con- 
ventional agents’ commission statement 
has been transformed into a basic book- 
keeping system for the agent detailing 
all of his financial transactions with the 
company. 





Left to right: Doyle Zaring, manager of agencies, Indianapolis Life; Floyd 
Reynolds, superintendent of agencies, Guarantee Mutual; and W. Robert Jenkins, 
president, Columbian Mutual Life. All of these men spoke at the meeting. 


Point of Sale Films” 


Panel discussions at LIAMA’s agency management conference, Toronto. 


Moderator: Ronald D. Rogers, vice 


president 


and director of agencies, North 


American Life of Chicago. 


Participants : 
Stuart C. 
Linwood L 

Denver. 
Doyle Zaring, manager of 


Ferris, agency vice president, Security Life and Accident Company. 
Meacham, vice president and director of agencies, Capitol Life of 


agencies, Indianapolis Life Insurance Company. 


Howard W. Channell, assistant vice president and director of branch office 


agencies, Republic National. 


Toronto—“The degree of acceptance 
of audio-visual varied widely from agen- 
cy to agency in our company,” Ronald 
LD. Rogers, vice president and director 
of agencies, North American Life of Chi- 
cago told the LIAMA Conference. “In 
general,” he said, “the most significant 
factor in the agent’s acceptance of audio- 
visual seemed to be the acceptance and 
degree of enthusiasm of the manager.” 
He pointed out that 85 machines are in 
use now by his company’s field force 

These remarks were preliminary to 
introducing the panel discussion on point 
of sale audio-visual material. As mod- 
erator of the panel, Mr. Rogers intro- 
duced each of the members, telling of 
their company affiliations as they related 
their experience with audio-visuals. 


Stuart C. Ferris 

When Security Life and Accident 
Company undertook its agency develop- 
ment program one of the areas it investi- 
gated was that of audio-visual merchan- 
dising, Stuart C. Ferris, agency vice 
president, said. The company was con- 
vinced of the worthiness of this approach 
and set to build a program which con- 
sisted of field testing, a complete sales 
training kit, and a planned procedure for 


introduction and follow-up. 


“We selected 10 individuals to field 
test our audio-visual program,” Mr 
Ferris said. “These men comprised a 


cross section in experience, years in the 
business, geographical location, and mar- 
ket. They were brought to Denver for 
a two-day introduction and a tre- 
nmendous amount of enthusiasm was gen- 
erated and the men went out to do or 
die.” 

Mr. Ferris said that at the end of the 
36-day field test period the men were 
brought together for a round table dis 
cussion. During the field test period 
the company prepared a training manual 
and sales training kit (SMM or “Secur- 
ity ‘Money Maker”). The speaker said 
that a great deal of time was spent in 
training to introduce the SMM program 
properly in the field. Regional meetings 
were held and 30-day contests were 
held within each group, and groups 
were competing with each other. “The 
months of May and June were the larg- 
est in our company’s history,” Mr. 
Ferris said. “The response was enthusi- 
astic. 

There was a program of constant fol- 
low-up: bulletins, records, messages from 
the president, etc. Publicity build-ups 
were given to the results and to com- 


New LIAMA Book 


(Continued from Page 18) 


with the March issue of LIAMA’s Map. 
ager’s Handbook. 

The book emphasizes the individual’ 
need for so-called fixed dollar inves. 
ments regardless of whether the econom; 
is currently inflationary or deflationary 
It points out why 'the cash value elemen 
fixed dollar investment for most individ 
uals. 
the question “Why 4d 
people buy property?” the text show: 
how life insurance satisfies the needs « 
people as a unique kind of property fi 
meeting emergencies or seizing busines. 
opportunities, for attaining long-rang 
retirement goals, for providing an in 
come that cannot 
transferring a “creditor-proof” estate t 
a beneficiary. 

The tax advantages of the “insuran 


Analyzing 


be outlived, and { 


way” are illustrated and ‘the fallacy 
the “buy term and invest the difference 
theory is exploded. The book closes wi 
a chapter on “What can you do?,” pr 
senting specific ideas for salesmen 
use in actual demonstrations. 

Written by Charles K. Reid, II, ass 
ciate director of LIA MA’s Company Re 
lations Division, and Senior Consultan 
Ichn A. Miller, “What You Should Knovy 
About Permanent Life Insurance,” wa 
prepared as LIAMA’s second publicati 


in the field of investments. It is a com 
panion piece to “What You Shoul 
Know About Mutual Funds,” published 
last October. 





ments from the field. Follow-up roun 


table discussions were held approx: 
mately six weeks after each introdu 
tion. 


In telling of the production results 
Mr. Ferris said that the “average li 
sale during this period rose from $5, 
to slightly over $7,000. Our average prt 
mium per thousand rose from $18.50 | 
$21.50. 

“Approximately one year has pass¢ 
since we originally introduced audio-vis 
ual and we have learned many lessons, 
the speaker said. The first mistake he 
pointed out was that of selling it to som 
individuals to whom it should not hav 
been made available. He said they als 
learned that, as with any merchandising: 
tool, “with audio-visual you must pro- 
vide a track and must train diligently i 
the development of skills. 

“Audio visual is no panacea and ot! 
job remains as difficult as ever with one 
big but. The but is that we believe w 
have a powerful merchandising 10 
which is a great help in selling. It 1s n 
a substitute but, rather, a strengthener 
and as long as it is looked at in this ligh! 
it can help our salesmen. We have settle 
down and our belief is as strong as eve! 
that this is an important part of 0! 
sales kit. 

“We believe that audio visual 1s an im 
portant and integral part of our overa 
program for the future,” Mr Ferris 
stated. “We believe it is a real assist" 
recruiting, that it helps us in our eat 
training of new men and that it 1s te 
mendously important as an aid in gettin 
a new man started and started well. Fo 
that type of man who would have us 
our regular visuals consistently over ® 
long period of time, audio visual 1s a 
improvement, and we will use this also 
For that type of man who quickly 
abandons the track provided by his 


company, audio visual will be abandane! 
just as quickly as our former ly? 
visual. ; 

“Audio visual,” the speaker concluded 
“helps a good man be a better man, but 
we know that it will not turn a failur 
into success.” 
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Linwood L. Meacham 


“T am not in favor of audio-visual at 
the point of sale for my company at this 
present time,” Linwood L. Meacham, 
vice president and director of agencies, 

Capitol Life told the group. 

In discussing why Captiol Life has 
decided not to use audio-visual now, Mr. 
Meacham explained that his company 
has recently (year and a half) begun de- 
veloping under the full-time career agen- 
cy system in contrast to the personal 
producing general agency system under 
which they had operated. 


He said that in building a new field 
force, they are continually looking at 
their old beliefs and ideas, and, when 


audio-visuals were brought to their at- 
tention they gave it consideration. The 
company’s general agents wanted time- 
tested tools if they were given anything, 
and the company doesn’t think point of 
sale audio visuals are. 

He said that the company is anxious 
to have the agents use the materials they 
now have before they have them using 
anything else. “We are accomplishing 
this,” he said, “by divorcing from our 
general agents all the supplemental 
duties. Our general agents’ only duties 
are to hire and train agents. They don’t 
lave to personally produce; they are not 
required to collect premiums; they don’t 
even have to write and send reports to 
the home office once a week.” He ex- 
plained that all of ‘this was to give the 
general agents time to do their primary 
job ... that of hiring and training men. 

“We chose between having our agents 
sell life insurance through a mechanical 
device (audio-visual) and a_ reasoning 
device. We chose the latter,” Mr. Mea- 
cham said. 

Capitol Life has four basic rules which 
they apply to any material or idea be- 
jore they present it to the field force: 
“Will it be easily understood and readily 
usable; will it contribute to the develop- 
ment of professional agents; will it con- 
tribute to the development of manage- 
ment manpower; will it contribute to 
and support the fundamental principles 
involved in selling life insurance? 

At the conclusion of his talk, Mr 
Meacham asked whether audio-visuals 
liad been used to sell the audio visual 
concept to the companies or whether a 
good sales talk had been given and the 
machines had been used merely to exhibit 
a product, 


Doyle Zaring 


“We believe in audio-visual as a good 
tool today and for tomorrow,” 
Zaring, manager of agencies for Indi- 
ananolis Life said to the agency officers 
at the management conference. 

He said that his company began in- 
vestigating this tool in 1958 and the fol- 
lowing January it was introduced to the 
field. Fifty-five of Indianapolis Life’s 
agencies have some audio-visual mate- 
rial now. The company has three films in 
use: insured savings plans, family se- 
curity programming, and business insur- 
ance, 

“Some months ago,” he said, “we made 
a survey to determine whether or not 
this tool was proving effective. It cov- 
ered 900 interviews and a period of over 
six months. It showed a_ remarkable 
closing ratio of approximately one sale 
i two interviews.’ 

Not all of the company’s agencies are 


wing the equipment as effectively as 
cthers, Mr. Zaring said, and some are 
not using it as consistently as they 


should. 
“Audio visual never has a headache, a 


told or asthma,” he pointed out. “It gives 
the same clear effective presentation 
tach time. Our men find that not only 


adults, but also children, watch the pre- 
sentation if it is at the home. This 
makes it easy to get the television set 
turned off. 

“There are five steps in making the 
sale... the approach, fixing the general 
problems, fixing the specific problem, 
Presenting the solution, motivating and 
“losing. Audio visual makes the ap- 
)roach easier; it truly fixes the general 
problems; it dramatizes a solution and it 


eenly motivates,” Mir. Zaring empha- 
Sized. 


Dovle 


Howard W. Channell 


“I feel that we have had reasonable 
success with audio visual and in the 
future insurance films will be a large 
and growing part of our business, but it 
is most important that we remember that 
it takes a salesman to make the sale,” 
Howard W. Channell, assistant vice pres- 
ident and director of branch office agen- 
cies for Republic National said at LIA- 
MA’s Agency Management Conference. 

Mr. Channell explained his company’s 
procedure with audio-visual materials. 
They introduced it to the field in the 
fall of 1958; first to the managers, then 


the agents. He said that great prep- 
aration had previously been made by the 
home office staff. 

“First,” he said, “we familiarized our- 
selves with the projector. Second, we 
prepared a promotional procedure so the 
staff members would be presenting the 
audio visual alike. Third, we prepared a 
selling procedure for the agent with 
a suggested approach and suggested 
follow-up after the film was shown.” 

Five different film strips have been 
made available to the Republic National 
field forces and all of the films and ma- 
chines are purchased by the agents and 
managers. In addition to the selling ‘films 


the company has provided the branch 
office agencies with savings plan train 
ing films to help speed the learning proc- 
ess of the sales talk. 

The new agents must demonstrate 
their ability to sell before they are al- 
lowed to buy the films and only after 
they have proved they can handle simple 
programing are they allowed to buy the 
fiim on package selling. 

“There appears to be significant bene- 
fits from audio visuals which show up 
in the field,” Mr. Channell said. “Tt 
helps the agent get more interviews, be- 
cause people are curious to see some- 

(Continued on ‘Page 42) 
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Consider these features: 


Your client signs a note for the total amount of 
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Chase Manhattan provides life insurance without 
cost to your client covering unpaid balance of 
his note up to $10,000 
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TRENDS IN AGENCY FIELD 


The trend toward fewer, larger and 
better agencies in the fire-liability field 
is here to stay, according to Craig ‘Lhorn, 
well known local agent vf Hudson, N. Y., 
former president and present state na- 
tional the New York State 
Association of Agents. He 
expressed his views on current events 


director of 


Insurance 


at the meeting of the New Jersey Asso- 
Earlier that 
day President Ira F. Weisbart of the 
NJAIA had presented statistical results 
of an agency cost survey from which he 
drew the conclusions that it is of the 
utmost importance for agents to increase 
premium writings and decrease overhead. 
The New Jersey survey found, as has 
research in other states, that agents are 
making just over 1% of their net pre- 
mium volume in profits. 


ciation last week in Trenton. 


What to do about all this is the ques- 


which these two prominent and 
successful agents considered fully. Each 
discussed addition of life insurance, acci- 


dent 


tion 


and health coverage to the sales 
portfolios. This requires a lot of extra 
knowledge on the part of the producer 
if he is to handle “one-stop” accounts. 
Mr. Thorn feels agencies will develop 
specialists who will know their business 
better, and offices making a serious drive 
for large life insurance sales will have 
additional men trained especially for that 
coverage. He is also of the opinion that 
agents will represent fewer companies 
in the future; this to aid efficiency and 
help cut costs. The rural agent, with 
small accounts, may not have as many 
problems in adjusting to life insurance 
selling, leaders say. 

President Weisbart in New Jersey also 
ventured the opinion that future success 
in underwriting for companies, and 
agents, will hinge in larger degree than 
now upon success attained in reducing 
losses, both in number of claims and 
volume of dollars involved. He does not 
think insurance rates, for auto coverage 
and.other lines, can be increased indefi- 
nitely. Therefore more serious efforts 
are needed to achieve success in safety 
campaigns—highway, accident, fire, etc. 
Mr. Weisbart pointed out that costs to 
agents of handling loss reports are high, 


and that if losses can be reduced suffi- 
ciently as to warrant lower insurance 
rates, the net result can readily be higher 
profits for agents who are thereby re- 
lieved of processing so many loss re- 
ports. 

He believes however, that it is not in 
the interests of agents, to lower insur- 
ance rates, such as Homeowners policies, 
and simultaneously cut commission rates. 
Rate reductions alone mean smaller com- 
misions, he and others have said, with- 
out involving the second reduction factor. 
Mr. Weisbart is confident the better 
adjust themselves to 
conditions in merchandising, but at the 


agents can new 


same time they should receive enough 
in compensation to “keep the sales force 
alive and solvent.” 


Jacques de Cazotte has been elected 
executive vice president of the Metro- 
politan Fire ‘Assurance of New York, 
with headquarters at Hartford. He joins 
the company from the French Reinsur- 
ance Co. where he handled acquisition 
and underwriting of world-wide reinsur- 
ance. He has an American family back- 
ground, but has spent many years in 
France. 

+ + * 

William E. Walsh, vice president of 
Equitable Life Assurance Society, who 
is chairman of the New York City USO 
Committee, has announced that of the 
National USO fund objective of $2,125,- 
000, New York City will be expected to 
raise $1,200,000, $600,000 for the Capital 
Fund and a similar amount for 1960 cur- 
rent expenses. H. Bruce Palmer, presi- 
dent of ‘Mutual Benefit Life, is national 
chairman of the USO Overseas Building 
Fund. The Fund builds and operates 
Service Clubs in all the principal serv- 


ice areas. 
> 7 * 


Edward J. Gorman for the past ten 
years manager in the New York City 
branch office of Fidelity & Deposit, is 
celebrating this month his 25th anniver- 
sary with the company. Mr. Gorman 
joined F. & D.’s New York office in 
1935 as a solicitor, after several years in 
the bonding and insurance business. He 
was appointed assistant branch manager 
in 1939, and was subsequently promoted 
to associate manager and manager. A 
graduate of Brown University and the 
Brooklyn Law School of St. Lawrence 
University, he is a member of the New 
York Bar and a past president of both 
the Surety Underwriters Association and 
the Surety Managers Association of New 
York. 





William J. Cleary (No. 7) of New England Life’s M. Greely Summers agency 
in Boston scored the first goal on a pass from his brother Robert Cleary (No. 14) 
also with the Summers agency, as the U. S. Olympic Hockey Champions defeated 
Russia 3 to 2 on Saturday, February 27, at Squaw Valley, Cal. The brothers starred 
in all victories as the Cinderella U. S. Team went through the games undefeated 
to beat out Canada and Russia for the gold medal. 





Robert J. Vanderbeck, vice president 
of Recording & Statistical Corp., New 
York, has been named chairman of the 
Every Member Canvass committee of 
Watchung Congregational Church, Up- 
per Montclair, N. J. Mr. Vanderbeck is 
also a member of the board of trustees 


oi that church. 
* * x 


J. Elliott Flanery, Louisville, Ky., has 
been appointed attorney for the Ken- 
tucky Department of Insurance. Mr. 
Flanery, 52, was previously affiliated 
with the Bituminous Casualty Co. for 
23 years as claims manager and was con- 
nected with the American ‘Mutual Lia- 
bility for two years in the same capacity. 
More recently he has been associated 
with the Department of Insurance as 
chief claims examiner. He is a graduate 
ot the University of Kentucky and the 
National College of Law, Washington, 


* * * 


Three nationally prominent insurance 
executives, alumni of the University of 
Arizona, were awarded the UA’s An- 
niversary Medallion of Merit at the re- 
cent Arizona Insurance Day luncheon. 
The alumni were Paul H. Jones, Class of 
1931, of Tucson, president of the Na- 
tional Association of Insurance Agents; 
Lyman P. Robertson, Class of 1927, of 
Los Angeles, vice president of Pacific 
Mutual Life; and Raymond C. Johnson, 
Class of 1928. of New York City, vice 
president of New York Life. 


* * * 


Baldwin Maull has been elected to the 
board of directors of American Re-In- 
surance Co. Mr. Maull is president and 
director of Marine Midland Corporation, 
also a director of Niagara Mohawk 
Power Corp., Lehigh Valley Railroad 
Co., Marine Midland Trust Company of 
New York, and Marine Trust Company 
of Western New York. 


* * * 


Malcolm Moore has been appointed 
assistant manager of the Minneapolis dis- 
trict office for the Phoenix of Hartford 
Companies. He joined the company in 
1936 in the home office in Hartford and 
in 1940 transferred to Minneapolis. In 
1943 he was appointed special agent, 
Minneapolis inland marine department, 
was made assistant superintendent in 
1953 and superintendent in 1954, 


James T. Maycock has been nanied vice 
president of Willard N. Belden Inc., Ni- 
agara Falls, N. Y., insurance agency. He 
formerly was employed as an_ under- 
writer in Hartford and for ‘five years had 
been a special agent for western New 


York. 





THOMAS N. MODICA 


Thomas N. Modica has been named a 
vice president of the American Home 
Assurance Group. He will assume juris- 
diction over nation-wide fire insurance 
underwriting operations of American 
Home Assurance and of The Insurance 
Company of the State of Pennsylvania, 
with headquarters at the New York City 
home office of the group. He replaced 
Vice President Walter S. Kaufman who 
will devote his efforts to rating problems 
relating to the group’s accelerated sales 
program. Mr. Miodica began his career 
in the New York office of Fred S. James 
& Co. Following graduation from Pace 
College he joined the Corroon & Rey- 
nolds Group where he secured experience 
in countrywide underwriting. In 1 
he joined American International Under- 
writers as chief fire underwriter. He was 
later elected president of the Americat 
Home Agency, New York and Chicago. 
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American Bankers Ass’n 
*Holdups” Release 


The complete press release of American 


Bankers Association’s progress against 
holdups in banks, part of which was pub- 
lished on this page Januuary 29, is printed 
herewith as version of report previously 
printed contained some errors. 


Significant progress against holdups 
is being made by banks, according to 
the Insurance and Protective Depart- 
ment of the American Bankers Associa- 
tion, which says that during the first 
three months of the current Association 
fiscal year, only 8 of 30 lone bank 
bandits who attempted robberies in one 
state escaped with loot and have not 
been arrested or identified. 

Of the 30 lone-bandit holdups, 8 were 
frustrated, with 5 of the bandits being 
arrested on the spot and 3 others escap- 
ing without any loot. In 8 cases, the 
bandits were arrested within a few 
hours and the loot recovered from 7 of 
them. In 4 other cases, the bandits were 
arrested within two weeks, and 2 addi- 
tional bandits are identified and are 
sought by the Federal Bureau of In- 
vestigation. This leaves only 8 bandits 
unidentified and still at large and places 
the odds about 1 to 4 against success- 
fully robbing a bank and evading arrest. 

“These results demonstrate discretion 
and good judgment on the part of bank 
people,” according to George H. Hot- 
tendorf, deputy manager in charge of 
the A.B.A. department. “No one sus- 
tained physical injury in any of the at- 
tacks.” 

In the first of the 8 holdups that were 
frustrated, a crew-cut young man pre- 
sented a note to the bank teller which 
read, “I am doped! Will kill! Act 
natural!” The teller calmly told the 
bandit, “I am sorry I don’t have any 
cash,” and the young man, apparently 
perplexed, ran from the bank. In an- 
other attack, the bandit’s note ordered 
the teller to count out some money as 
though she were cashing a check. The 
teller counted out a small amount, gave 
it to the bandit, and immediately put 
the bank’s protective plan into action. 
The bandit was caught in the bank and 
the loot recovered intact. 

In two attempted robberies, the 
bandits were arrested within a few 
minutes in neighboring stores. 

The A.B.A. report says: “Details of 
HX lone-bandit holdups are replete with 
teamwork of bank personnel and co- 
Operation on the part of citizens in the 
community, customers, folks at home, 
and business men.” 


* * * 
French American Relations 


Franco-American business relations 
are expanding. One reason is the re- 














cently signed Convention of Establish- 
ment between U. and France, 
culminating cordial negotiations that ex- 
tended through much of 1959. They are 
of the same general type as the treaties 
of friendship, commerce and navigation 
heretofore concluded between the 
United States and other countries. 

Another reason is the increase in 
American capital invested in Western 
Europe. In 1958 U. S. interests made 
an investment of nearly $400 million in 
Western. Europe with large gains over 
the previous year in France. The poten- 
tial market in France is described by 
“France Actuelle,” (a fortnightly report 
for Americans on modern France and the 
French community), is greater than that 
of any other country in Europe. It de- 
scribes the French workers as skilled, 
dedicated and creative. “France Actu- 
elle” prints a list of American corpora- 
tions investing now in France. The 
list is a long one. In 1959 Goodyear Tire 
and ‘(Rubber Co. decided to erect a $7 
million tire-making plant in France. 
Burroughs Adding Machine has put into 
operation a third large French produc- 
tion unit near Rouen. The list in- 
cluded more than a dozen outstanding 
U. S. Corporations making investments 
in France for the first time. 


The French publication devotes sev- 
eral pages to the progress of French in- 
surance companies and their American 
relationships. Most space is devoted to 
the companies directed by George Tat- 
tevin, who is the French insurance ex- 
ecutive best known in U. S. A. because 
of his frequent visits to this country. 
He is head executive of the companies 
known at the Drouot group, the name 
being derived from the location of this 
collection of insurance companies. 

Insurance occupies an unusually im- 
portant position in the French economy. 
There are licensed by the Ministry of 
Finance to operate in France 567 French 
and foreign insurance companies. Their 
premium income is $1,321 million or 3% 
of the total national revenue. 

The insurance industry employs 35,- 
000 in headquarters offices, plus 15,000 
agents under contract. If others who 
make their livelihood in the operation of 
insurance are counted, the aggregate 
figure is 100,000 people. Of the insur- 
ance employes 85% are concentrated in 
Paris. At least half of the investments 
of private and public insurance com- 
panies are in bonds issued or guar- 
anteed by the state. 

According to the latest official figures 
available only 22% of French family 
heads carry life insurance; 85% have 
fire insurance; 14% are covered against 
auto accidents, and a lower percentage 
is insured against theft. Aviation risks 
are covered by company pools. Insur- 
ance at sports events are mandatory. 
Premiums on maritime risks are 30 bil- 
lion francs a year. French national rail- 
roads are self-insured. 

Some French people think the cost 
of insurance is too high. President 
Georges Tattevin of the Drouot Group 
does not think so. He says French pre- 


miums are based strictly on statistics 
of payments made by the major com- 
panies, with a net spread between the 
two countries no higher than in U. S. 

He said payments to policyholders in 
France are apt to amount to more than 
in the U. S. A. He points out that in 
auto accidents there is no $50 minimum 
in France as in America “since this 
would not be acceptable to the French. 

“Our income levels are lower than in 
the U. S. A.” he said, consequently it 
means a good deal to the average 
Frenchman to be covered on minor 
damages to his car, and to receive even 
small amounts of money to cover the 
repairs. This results not only in a 
greater total payment required of us, 
but also in a larger personnel to handle 
all these little claims.” 

“My group of companies is not very 
different from the leading American in- 
surance enterprises. 

“While French enterprise was gener- 
ally far behind its United States coun- 
terpart in life insurance, we have been 
catching up. Some of us have spent 
a good deal of time in America studying, 
with the most friendly co-operation on 
the part of U .S. companies, their well 
developed methods in their field—such as 
the training of agents, and use of the 
most advanced equipment. 

“On the other hand, in fire and cas- 
ualty insurance, and perhaps in certain 
other areas, possibly we are ahead of 
American enterprise. Here, we have 
developed superior methods ‘of organiz- 
ing our offices and work, and in this 
field, for instance, we train our agents 
just as U. S. firms do in life insurance.” 

It was in 1951 that Mr. Tattevin 
headed a productivity mission of French 
insurance executives to the United 
States. And it was on the basis of their 
observations on that trip, and with the 
support of the Federation of French 
Insurance Companies, that Comite 
d’Action pour la Productivite dans |’As- 
surance (‘C.A.P.A.) was formed to raise 
productivity and develop new markets 
for French insurance. C.A.P.A. is open 
to participation by any French or for- 
eign company: It develops and carries 
out managerial, sales and public rela- 
tions programs of common interest to 
all insurance enterprise. Over one hun- 
dred French and foreign firms operating 
in France, covering 90% of the national 
insurance market, as well as more than 
30 foreign companies not operating in 
France—particularly enterprises in Bel- 
gium, Spain and Italy—have joined C.A.- 
P.A. and support its program. 

Certain companies have joint pro- 
grams for personnel training, and for 
the purchase and use of the costly elec- 
tronic machines which now simplify and 
speed insurance calculations and opera- 
tions. But individual companies too have 
made notable progress in streamlining 
and improving their operations and in 
expanding their market. 

In its drive for more customers and 
fewer claims, the French industry has 
set up a co-operative public relations 
bureau, and it participates in national 
efforts to reduce highway accidents and 
carries out studies in its own research 
centers to cut down fire hazards and 
damage. A considerable advertising ef- 
fort is being made now, and French 
highways are more and more marked 
by small luminous billboards urging 
prudence in driving but encouraging in- 
surance coverage just in case. 

To meet the growing needs of the 
public the companies are perfecting new 
contract forms. Multi- risk policies now 
permit the customer to insure himself 
in One contract against a whole series 
of risks—fire, theft, hurricane, water, 
neighbors’ damage claims, and the like. 

Above all, an aggressive drive is being 
made to sell insurance to the little man 
in France. 

Among the larger French insurance 
companies are L’Union, headed by 
Dominique Leca, which does an interna- 
tional business, its premiums being 48 
billion francs a year; Anciennes Mu- 
tuelles, annual premiums 8 billion 
francs; Jacques Merlin’s French rein- 
surance society and the Generale Fran- 
caise Accidents, premium income 25 bil- 
lion francs. 


Mall Fire Hazards, Deaths in Homes, 
Use of “Womanpower” 


Safety. Selling 


Transition of downtown city streets 
into malls may present grave fire prob- 
lems for property and human life, unless 
steps are taken early in designing malls 
to insure that fire service operations will 
not be hampered by thoughtless plan- 
ning, John C. Thorton, chairman of the 
committee of human safety of the 


American Institute of Architects, Royal 
Oak, Mich., explained at the recent Fire 
Department Instructors Conference at 
Memphis, Tenn. 

“Each fire department must be on the 
alert to get in on the ground floor in 
mall planning to be sure that means are 
provided for moving fire equipment into 
and through the mall and for raising 
ladders,” he said. “Most of the trouble 
comes because the problem is not real- 
ized until it is too late.” 

He described special problems which 
department stores, super markets, office 
and hotel buildings in malls present in 
the way of fire hazards. Many false 
fronts will be added to present buildings, 
often putting added strain on old walls 
causing them to fall more quickly in 
case of fire. He pointed out that malls 
may have windowless buildings, and if 
these are not sprinklered, they soon can 
become so involved that the fire service 
cannot reach the flames or rescue occu- 
pants. 

There should be access to at least two 
sides of every building in a mall area, a 
clear path of at least twelve feet wide on 
one or both sides, independent of side- 
walks. Malls require large parking areas. 
These should not be placed next to build- 
ings where they may handicap the fire 
service as so often happens in the case 
of supermarkets. Screens and overhead 
obstructions in mall designs should be 
carefully checked, he said, to avoid in- 
terference with movement of fire equip- 
ment or the raising of aerial ladders if 
there are multistory buildings in the 
area. 

Care must be taken in plans for a mall 
that nothing hides fire alarm boxes, 
hydrants, valves on mains, service con- 
nections and siamese connections to 
standpipes and sprinklers to avoid any 
chance of blocking these, Mir. Thorton 
continued. 

“When the question of a mall comes 
up, it is your move,” he told the fire 
service leaders. “You know your re- 
quirements. The designers may know 
some of them, but it is too much to hope 
that they know all of them. They may 
not realize that fire safety is so vitally 
important. 


in Fire 


Charles S. Morgan, assistant general 
manager of the National Fire Protection 
Association, urges an all-out attack on 
the problem of home ‘fire deaths. The 
record of more than 5,500 Americans 
killed in home fires last year calls for 
concerted action by all interested in life 
safety. 

“Tt may well be that in terms of actual 
amount of destroyed property, losses 
from fire are decreasing,” said Mr. Mor- 
gan, “thanks to more knowledge of fire 
protection and the combined efforts of 
fire departments, insurance groups and 
safety organizations. But whatever 
satisfaction we may get from that is 
more than offset by the knowledge that 
women and children die by the hundreds 
each year in home fires.” 

Other pressing problems, he said, are 
increased fire protection needed in rural 
areas and the complex questions of fire 
safety created by jet-powered aircraft, 
missiles and space vehicles. Not the least 
important problem is the expanding 
need for public ‘ire protection and pre- 
vention, and the increasing difficulty of 
finding tax money to provide it. 

This demands, he said, “maximum 
efficiency in fire department organiza- 
tion and performance to extract the most 
from every dollar spent.” The National 
Fire Protection ‘Association, as the or- 
ganization whose sole objective is to 


(Continued on Page 31) 
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Kelley to Become U. S. Manager of 
Commercial Union - North British 


Harry W. Miller, general United States 
attorney of the Commercial Union-North 





W. L. 
Senior U. S. Manager 


NOLEN 


announces several top ap- 
pointments, effective April 1, in connec- 
tion with the continuing integration of 
those companies 

T. B. Kelley will be appointed United 
States manager of the group and will be 
associated with the senior United States 
manager, W. L. Nolen, both operating 
directly under Mr. Miller 

D. H. Whitney will be advanced to 
assistant United States manager and in 
this capacity will be responsible for all 
investment and financial matters of the 
Commercial Union-North British 
panies 

At the 
H. P 


receive 


British Group, 


com- 


same 
Linn and J. L 
appointments as 
States managers 

Kelley Car2er 

Mr. Kelley, who has been deputy 
United States manager since the Com- 
mercial Union and North British Groups 
became consolidated, is a native of 
Syracuse, N. Y., and was graduated from 
Hamilton College at Clinton, N. Y., in 
1938. He joined the Commercial Union 
at Syracuse in August of that year. He 
spent 1939 as special agent in the Buffalo 
office, returning to Syracuse early in 
1940. 

Mr. Kelley was special agent at Syra- 
cuse until 1948 when he was brought to 
the head office in New York City and 
made secretary. From October, 1950, he 
supervised production in one of the 
groups’ mid western divisions. In 1953 
he became deputy assistant U. S. man- 
ager of the group. During World War 


time, C. A. Lambrecht, 
Magenheimer will 
assistant United 





North America Appoints 
Furlong Pittsburgh Mgr. 


Henry A. Furlong, CPCU, has been 
named manager for Insurance Company 
of North America in Pittsburgh. Mr. 
Furlong has been with INA for 35 years, 
joining the company as a clerk. For the 
past five years he has been manager in 


INA’s Denver office. Prior to this his 
background includes working in the 
Philadelphia, suffalo, and Newark 


offices 





I] ‘Mr. Kelley served with the Air 


in England, France, Luxembourg and 





B. KELLEY 
U. S. Manager 


Germany. He held the rank of major on 
leaving the service. 
Mr. Whitney was born 


in New York 


City April 25, 1909. He was educated at 
Princeton University where he was 
graduated with a B.S. Degree in Eco- 


nomics. 


Fi yrce 





Prudential, Skandia, 
Hudson Report Gains 


PREMIUMS ARE INCREASED, 28% 


Combined Assets Up Nearly 10% and 
Policyholders’ Surplus Also Sub- 
stantially Higher 


Results for 1959 as released today by 
the Prudential—Skandia—Hudson Rein- 
surance Group show a substantial in- 
crease in its premium volume and a 
continuing healthy growth in its assets 
and policyholders surplus. 

The group’s net premium writings in- 
creased 28% over 1958 to an all time 
high of $16,709,205. Combined company 
assets as of December 31, 1959, were 





just under 38 million dollars, almost a 
10% increase over last year and the 
combined company policyholders’ sur- 


pilus amounted to 
substantially higher 
1958 

The combined underwriting operations 
for 1959 produced an earned loss ratio of 
52.2% and a written expense ratio of 
43.4% or a combined ratio of 95.6%. The 
statutory underwriting profit together 
with investment income for the vear ap- 
proximated, before taxes, $1,000,000. 


Individual Company Results 


$18,822,000 which is 
than at the end of 


The assets and surplus position of the 
es il companies of the group were 

relatively strong. Assets of the Pru- 
dential totaled $17,746,530, of the Skanda 
$15,127,745 and of the Hudson $4,865,772. 
The Prudential’s policvho'ders surp'us is 
$8,257,800, the Skandia’s $7,611,289. and 
the Hudson’s $2,952,917. Net, premium 
writings were $8,354,603 for Prudential, 
$6,683,681 for Skandia and $1,670,921 for 
Hudson. 

The companies’ statements reflect a 
high degree of liquidity, the ratio of 
U.S. government bonds to unearned pre- 
mium reserve being approximately 90% 
Furthermore, the strong financial posi- 
tion is shown by the ratio of approxi- 
mately 140% which the policyholders’ 
surplus bears to unearned premium re- 
serves. 

The three companies provide reinsur- 
ance facilities on a country-wide basis 
for all lines except life, and comprise 
one of the leading reinsurance groups 























American Equitable Assurance Company 
of New York 


Organized 1918 


Globe & Republic Insurance Company of America 
Established 1862 


Merchants and Manufacturers Insurance Company 
of New York 


Organized 1849 


New York Fire Insurance Company 
Incorporated 1832 


Corroon & Reynolds Group 


92 William Street, New York 38, N. Y. 
Tel.: WHitehall 4-7600 
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THE OLDEST INSURANCE 
COMPANY IN THE WORLD 
250th Anniversary 





55 FIFTH AVE., NEW YORK 
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MUNRO 


in the United States. They are under 
the management of J. A. Munro, with 
executive offices at 90 John Street, New 
York City. 


FUND VOTES CAPITAL BOOST 





No Present Plans to Issue New Shares 
For Purchase of Life Insurer 
President Crafts Says 
At their 
Francisco, 
Fund 


annual meeting held in San 
shareholders of the Fireman's 
voted to increase the number of 


authorized shares from 4,000,000 to 
6,000,000. 
Dispelling reports that the company 


plans for the purchase 
of a life insurance company, President 
James F. Crafts told shareholders that 
management had no present plans for the 
issuance of additional shares but that 1 
was deemed prudent to have more shares 
authorized in case directors should de- 
termine that additional shares should be 
issued for some purpose advantageous to 
the company and its shareholders. 

Additional business transacted at the 
meeting was the re-election of the com- 
pany’s board of directors. 


had immediate 





L. M. Kane Marks 50th Year 
With Frenkel & Co. Today 


Lawrence M. Kane, assistant accoun! 
executive with Frenkel & Co., Inc., well 
known insurance brokerage house at 102 
Maiden Lane, N. Y.. is observing his 
Oth anniversary with the firm today 
(March 25). A popular figure in the 
William Street district, Mr. Kane started 
with Frenkel & Co. as a placer and has 
served in all production capacities over 
the years. He also is assistant claims 
manager in a consulting capacity. 

The firm was established in 1878 by 
Emil Frenkel, whose sons, Leo and 
George, are now the operating heads. 

Larry Kane, a native New Yorker, has 
been active for many years in Insurance 
Post 1081, American Legion, and is a 
past commander. Currently he is assist- 
ant finance officer of the ut post. His many 
friends join in congratulations to him on 
his 50th anniversary. 
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NAIC Rating Laws 
Meeting in April 
1S SCHEDULED FOR NEW YORK 
Sub-Committee on Regulations to Con- 
sider Wide Range of Subjects; to 
Appraise Rate Regulation 





The National Association of Insurance 
Commissioners sub-committee to review 
fire and casualty rating laws and regula- 
tions will meet at the main hall, New 
York County Lawyers Association, 14 
Vesey Street, New York City, on April 
28 and 29, at 10 A.M. This meeting is 
scheduled to hear representatives of in- 
dustry and Commissioners of the follow- 
ing states: Connecticut, Delaware, Dis- 
trict of Columbia, Maine, Maryland, 
Massachusetts, New Hampshire, New 
Jersev, New York, Pennsylvania, Rhode 
Island, Vermont, Virginia, and West Vir- 
ginia. The subcommittee. will continue 
its appraisal of the functions of rating 
laws and rate regulation during the past 
decade. 

These hearings are being held to de- 
termine whether the various types of 
ratine laws which have developed since 
the SEUA case have been effective in 
serving the public interest and maintain- 
ing free competition, and to determine 
the nature of problems arising under 
the various types of rating laws. 


Subjects for Discussion 


Those wishing to be heard should send 
each member of the subcommittee, to the 
addresses hereinafter listed, a copy of 
a written statement dealing specifically 
with each of the following matters: 

Agegrieved party. 


2. One year deviation provision. 
Provisions concerning rates, rules 
and forms. 


Deemer clause. 

5. Partial subscribership. 

Availability of filings for inspection 

7. Provision for approval or disap- 
proval to include partial approval or 
disapproval. 

8. Notice to rating organizations. 

Any other provisions of all-industry 
bill that require further study and eval- 
uation, 

10. Role of advisory boards, their func- 
tion in rate making and supervision to be 
exercised by states. 

All persons desiring to participate in 
the hearing should notify Joseph S. Ger- 
ber, chairman, 160 North LaSalle Street, 


Chicago, The addresses of the other 
members of the subcommittee are as 
follows: C. Lawrence Leggett, Super- 
intendent, Jefferson City, Mo.; Carl A 
Hulbert, Commissioner, Salt Lake City 
14; T. Nelson Parker, Commissioner, 
Box 1157, Richmond, Va.; Thomas 
Thacher, Superintendent, 123) William 
Street, New York City. 


North America Directors 


Meet in Calif. Next Week 


Directors of Insurance Company of 

North America and its affiliated com- 
panies—Indemnity Insurance Company 
of North America and Life Insurance 
Company of North America—will in- 
spect the companies’ operations and 
properties in California during the week 
of March 27. 


Cities to be Mo include Los An- 
geles, March 28 and 29; San Francisco, 
March 30 and ot San Jose, April 1. In 


a series of meetings and_ receptions, 
INA’s directors will meet insurance 
agents who represent the companies, 


insurance brokers and leading business- 
men in finance, commerce, industry and 
transportation. 

INA President John Diemand will 
he host at a luncheon a executives of 
insurance companies domiciled in south- 
ern California, at the Ambassador Hotel, 
Los Angeles, March 29, and at a recep- 
tion in the afternoon for all INA agents 
and brokers in the area. In addition, 
INA will hold a reception at the Stock 
Exchange Club in San Francisco, March 


, for INA producers in northern Cali- 
fornia. 


Prudential-Skandia-Hudson Group 
Promotes Lanning, Hansell and Zech 


Milton V. Lanning and L. L. Hansell 
have been elected vice presidents of the 
Prudential Insurance Co. of Great Brit- 
ain and the Hudson Insurance Co., and 
assistant U. S. managers of the Skandia 
Insurance Co. John R. Zech was elected 
secretary of the three companies. An- 
nouncement is made by J. A. Munro, 
president of the Prudential and Hudson, 





L. L. HANSELL 


and U. S. manager of the Skandia. 
three with executive 
at 90 Street, New York, are en- 
gaged exclusively in multiple line rein- 
surance. 


Mr. Lanning is a graduate of 
Academy, Blairstown, N. J., 


The 
companies offices 


John 


Blair 
and of Am- 





JOHN R. ZECH 


herst College. He began his insurance 
career in 1941 with the Hartford Acci- 
dent & Indemnity as assistant under- 
writer in the automobile department. In 
1945 he joined the Firemen’s of Newark 
as an inland marine underwriter, and in 
1947 became associated with the Excel- 
sior of Syracuse where he was chief 
underwriter, having supervision of under- 
writing of fire, automobile and inland 
marine business. 

He joined the Prudential, Skandia and 
Hudson in September, 1952, and was 
elected secretary in 1956. With the rein- 


surance companies, he is actively engaged 
in production, underwriting and servicing 
of all types of multiple line reinsurance, 
including excess covers as well as pro 
rata treaties. 

Mr. Hansell joined the Prudential- 
Skandia-Hudson Group in ‘1952 as secre- 
tary in charge of the companies’ account- 
ing and statistical functions. Prior to 





MILTON V. LANNING 


going with the reinsurance companies, 
he was assistant comptroller for the 
Royal-Globe Insurance Group with which 
organization he was associated for many 
years. He has been active in various 


insurance accounting and statistical bu- 
reaus, and has held office, as well as a 
number of committee chairmanships, in 
the two associations which now comprise 
the Society of Insurance Accountants. 
At present he is chairman of the fire 
committee of the Insurance Accounting 
and Statistical Association. 

Mr. Hansell collaborated with other 
accounting and statistical contributors to 
the compiling of the textbook entitled 
“Insurance Accouning—Fire & Casualty” 
published by the association. He has also 
written a number of articles on rein- 
surance, and on accounting and statistical 
matters. for the insurance press. 

Mr. Zech is a graduate of the Uni- 
versity of Washington and the Harvard 
Law School. He is a member of the 
New York Bar, and is active in insur- 
ance legal matters. He joined the Pru- 
dential, Skandia, Hudson Group in 1956. 
He spent two years in training in the 
various fire and casualty underwriting 
departments of the America Fore Group 
in New York, and also with the New 
York Fire Insurance Rating Organiza- 
tion. 

Mr. Zech handles underwriting for the 
reinsurance companies, and with his legal 
background and knowledge of insurance, 
he is equipped to assist primary com- 
panies in the study and analysis of re- 
insurance problems. 

The Prudential, Skandia and Hudson 
transact all lines of reinsurance, except 
life, on a nation-wide basis. It is the 
oldest, and one of the leading profession- 
al reinsurance groups in ‘the United 
States. 





AMERICAN 
American 


DIVIDEND 

The Insurance Co. has de- 
clared a dividend of 3214¢ a share on the 
stock of the company, payable June 1, 


to stockholders of record at the close of 
May 2 


MOFFAT AND WRENN ADVANCE 





Former Heads American Home Agency 
In New York; Latter Becomes 
Assistant Secretary 
John Moffat, vice president, has been 
named to head American Home Agency. 
Inc., of New York City, following his 
election to the board of directors. Mr. 
Moffat replaces Thomas N. Modica, who 
has been elected vice president in charge 
ot nation-wide fire underwriting of the 

American Home Assurance Group 

Robert Wrenn is elected assistant sec- 
retary of the agency. Mr. Moffat has 
been with the agency from its inception 
and Mr. Wrenn joined the organization 
soon after. 


Mr. Moffat is widely known in New 
York insurance circles. He has been 
engaged in automobile and fire under- 
writing in this city for more than 30 
years. His career, which began in the 
idelity Phenix, included 20 years with 
the Pacific Fire, where he handled both 


fire underwriting and brokerage contact. 


Robert Wrenn is also well known 
among New York insurance men, for he 
has been in the field nearly 40 years. 


Following six years of experience in 
various agencies, he joined the National 
Fire and Marine Insurance Co. and be- 
came assistant secretary of that company 
and of the Hamilton Fire of New York. 
In 1945 he joined the Pearl Assurance 
Group in New York and was manager 
of its metropolitan department when he 
hecame associated with the American 
Home Agency in 1954. 





Bro‘ers’ le sidiciid 
Meeting on March 30 


A panei of brokerage specialists will 
discuss specific coverage problems at the 
March educational meeting of the Great- 
er New York Insurance Brokers’ Asso- 
ciation, according to Marshall Ruben- 
stein, chairman of the forum and educa- 
tional committee. 

To be held March 30 at the Sheraton- 
Atlantic Hotel, the panel will consist of 
Leonard Friedman, on “Leasehold Insur- 
ance and Improvements and Betterments 
Insurance”; Samuel Dimson on “Subro- 
gation Clauses” ; David Greif on “Fringe 
Coverages” Jerome S. Miller, “Accident 
and Health”; Sidney Ment, “Workmen’s 
Compensation” and Walter Grasheim, 
“The Assigned Risk Plan.” 





Kitchen Vice President 
Phoenix Assur. of N. Y. 


Phoenix of London Group announces 
appointment of Robert H. Kitchen as 
a vice president of the Phoenix Assur- 
ance of New York. Mr. Kitchen started 
his Phoenix career in the New York 
territory as a state agent. He was ad- 
vanced to assistant manager of the West- 
ern department in June, 1956, and on 
May 1958 was named manager. 

In his new executive capacity Mr. Kit- 
chen will continue to supervise the ope- 
rations of the Western department. 


N. Y. Passes Bill on 
Radiation Hazards 


The New York Assembly has passed 
and sent to Governor Rockefeller a bill 
which amends the insurance law to in- 
clude a statement in the standard fire 
insurance policy that is does not furnish 
coverage against nuclear reaction, radia- 
tion or radio-active contamination. 

The measure is designed to clarify the 
intent of the standard fire policy with 
respect to radiation hazards. -It was 
drafted because the New York’ State 
Insurance Department indicated to fire 
rating organizations that it would not 
permit this to be done merely by in- 
dorsement. However, in an opinion from 
Deputy Superintendent Raymond Harris, 
he stated, “this legislation will not re- 
sult in a gap in coverage, for the reason 
that insurers are authorized and are 
prepared to assume coverage for loss or 
damage caused by nuclear reaction, nu- 
clear radiation or radio-active contamina- 
tion by the sale of a separate indorse- 
ment which may be attached to the 
policy.” 
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Weisbart on Agency Cost Survey in 
N. J.; Discusses Current Problems 


President Ira F. Weisbart of the New 
Jersey Association of Insurance Agents 
presented a special report on agency 
costs and operations at the midyear 
meeting in Trenton last week. Part of 
this report appeared in last week’s issue 
of The Eastern Underwriter, with the 
conclusion following herewith: 

“For almost four years now our asso- 
ciation has been advocating addition to 
other lines—such as life insurance, acci- 
dent and health insurance to the agents’ 
portfolio of merchandise for sale. Acci- 
dent and health, since it is sold by cas- 


policy 
27% ? 


premiums amounted to almost 
Can you foresee the extra hours 
of work entailed by the necessity of con- 
tacting all A & B policyholders? You 
had better contact them. If you don't, 
somebody else will—and then you will 
not have to rewrite. You will only have 
to cancel. 

“When the bureaus filed a lower acqui- 
sition cost on automobiles last summer, 
one company followed it up by notice 
to its agents cutting commissions the 
next day. Will the same thing happen 
with the Homeowners program? If it 





George E. Grotz, right center, eastern field director of National Safety Council, 
presents Milton F. Grannatt, New Jersey Association of Insurance Agents accident 
prevention chairman, with Citation Award trophy for the New Jersey group’s 1958 
highway safety program. This is the third time the NJAIA took one of the coveted 
national honors—a record matched only by the U. S. Post Office department and 
the U. S. Air Force in the many years of the competition. At the left is NJAIA 
President Ira Weisbart, Jersey City, and James L. Ryan, Paterson, chairman of 


the executive committee, far right. 


ualty companies as well as life insurance 
companies, is included in the types of 
coverages sold. Life 
It is obvious, then, 


porting agencies said they had an 
average ‘other income’ item of $2,702 
per year, they were referring mainly to 
life insurance commissions. 

“This figure is almost 60% as great as 
the salary allocated to the principal for 
administrative duties, yet no expenses 
. are charged to this figure in any way. 
This is pure, taxable profit. It must be 
remembered that the figures reported by 
these agencies are 1958 figures, all of 
which are pre-commission cut figures.” 
President Weisbart told the agents of 
Trenton. 

“What would happen to this average 
agency picture if the same net premium 
income and expenses were to be re- 
ported for 1959, but the automobile com: 
mission reported at 5% less than shown? 
I said that 20% of the net premiums were 
automobile: 20% of $90,000 is $18,000; 
5% of $18,000 is $900. 

“In other words, the reduction of auto- 
mobile commissions by 5% leaves ap- 
proximately $9.00 to be added to surplus 
at the end of the year. No bonus for 
the principals this year. 

“When we realize that the average 
agent in this report has 27.73% of his 
premium income in dwelling package 
policies, homeowners policies, we are 
talking about an average premium vol- 
ume of almost $25,000. Take 5% of 
$25,000 and you lose $1,250 or half of 
what you earned selling life insurance 
etc. If the new commission cut is more 
than 5% you will have to sell lots more 


insurance is not. 
that when the re- 


life insurance just to stay in business. 
Homeowners 
“Do you realize that in some states 


the reduction of A & B Homeowner 


does, how many of the companies will 
find bankrupt agencies on their hands? 


How many companies will then have to 
increase the commissions on this and 
maybe other lines of business later on 
merely to keep the sales force alive and 
solvent ? 

“The mere fact that the companies 
have made substantial underwriting 
profits on the present Homeowners pol- 
icies proves that you have been submit- 
ting a good book of business. If the 
Insurance Department decrees that the 
companies can make only a fair profit 
on this business, why not just reduce 
the premium to the insured? Are the 
bureaus naive enough to believe that 
the independents will not cut the rates 
still further, regardless of how far they 
go? 

Assigned Risks 


“When automobile commissions were 
cut last summer, I had hoped that we 
had seen the end of the tight automobile 
market. If we saved nothing else but 
the expense of that extra telephone call 
trying to get the second and third com- 
panies in our office to write that Class 
1A automobile policy, the reduction in 
commission we have been worthwhile. 
But we still have to make that second 
and third call—and, after that, we must 
fill out an ever increasingly complicated 
Assigned Risk application form. Then, 
after trying our best, we take another 
commission cut. 

“IT cannot see a parallel in the Home- 
owners field. I wonder now if the rate 
reduction will not produce less of a 
profit and, therefore, a tightening of that 
market. Remember, there is no Assigned 
Risk plan for Homeowners policies. Do 
we then have to go back to issuing a 
fire policy, a theft policy, a CPL and 
charge the insured about double the 
package policy premium?” 


Accident Prevention Work 


In his presidential report to the con- 
vention Mr. Weisbart devoted himself 
largely to a review of committee activi- 
ties, with commendation for the agents 
handling these many assignments. On 
accident prevention he said that Milton 
H. Grannatt, immediate past president of 
the state association, “is continuing to 
build a program which is being recog- 
nized as the best state-wide accident 
prevention program in state after state.” 
The New Jersey program is now being 
considered as the National Association 
of Insurance Agents program, with the 
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Stuart’s portrait of our first 
president so well brings out 
Washington’s steadfast charac- 
ter. For 161 years the Provi- 
dence Washington has been 
steadfast in its loyalty to its 
agents and in its belief in the 
agency system. 
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when you sell * 
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— committee headed by Stanley 
Greaves of Bergen County. 

weatine Grannatt is getting cooperation 
of low enforcement agencies all over 
the state, and our hope is that the rate 
of automobile accidents and deaths will 
continue to decline steadily for many 
years to come.” 

Multiperil Committee 

Membership in the New Jersey Asso- 
ciation, at 1,000, is the largest ever 
achieved. Mr. Weisbart called for sup- 
port for Chairman Robert W. Hutchison 
of Cumberland in the drive to increase 
the total membership beyond the present 
high figure. 

On the work of a special multiperil 
committee the President said: 

“Chairmanship of our committee was 
assigned to our executive committee 
chairman, James L. Ryan, with the fire 
and allied lines chairman and the cas- 
ualty committee chairman as members. 
This committee met with S. Gage Lewis, 
manager of the Fire Insurance Rating 
Office, to discuss problems which might 
arise in the state upon approval by the 
Department of Banking and Insurance of 
the new Homeowners forms. Mr. Lewis 
gave whole-hearted cooperation in hand- 
ling this rather delicate situation. I say 
delicate because the new policy has not 
yet been approved. 

Merit-Demerit Auto Rating 

“Some mention should be made about 
the merit-demerit auto rating plan—on 
which Chairman Rothberg reported. It 
has already been brought to my atten- 
tion that a Trenton agent received a call 
from one of his Pennsylvania insureds 
to the effect that he had had an accident 
but was not going to report it--because 
the report would probably increase his 
rate next year. He would pay the dam- 
age himself and forget it. 

“Wouldn’t it be nice if a year from 
now the third party would start suit for 
bodily injuries and the company would 
reject the claim for late notice. This 
type of reaction is inherent in merit 
rating. It is an evil which cannot be 
allowed to continue. 

“We have seen the Pennsylvania plan 
slow down to a walk-—-hecause of the 


extremely long period of time necessary 
to get motor vehicle reports back to the 
companies for completion of inspections. 
1 feel that we should exhort the powers 
that be in this state to complete the new 


(Continued on Page 27) 
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Getting Cover on Motor “Go Carts” 


One of the amusing sidelights of the 
midyear meeting of the New Jersey As- 
sociation of Insurance Agents at Trenton 
last week was reference by Edwin M 
Rothberg, Plainfield, chairman of the 
casualty committee, to insurance cover- 
age on midget automobiles or motorized 
“Go-Carts.” In a joking experiment to see 
whether coverage could be secured Mr. 
Rothberg said it was. Here is his ac- 
count of that event: 

“Insofar as midget automobiles or go- 
carts are concerned, the policy has 
definitely excluded these vehicles from 
coverage away from premises. This is 
a subject which could affect many of us. 
Many of our insureds have helped their 
boys or girls make, assemble or buy these 
little ‘Go-Carts.’ Some are made with old 
scrap lumber and an old lawnmower 
motor. Some are purchased in kit form, 
and some are purchased from the manu- 
facturers—with steel frames, etc.; al- 
legedly they will go 30, 40 or 50 mph. 

“I have even seen ads for vehicles that 
will accommodate a passenger. In other 
words, a guest occupant. Can you 
imagine the face of a claim’s manager 
when he gets an accident report:” 

Driver-age 10; passenger-age 7; motor 
vehicle not licensed, no registration, no 
identification—no drivers license. It can 
happen, as, by interpretation, the midget 
car is now covered by the family auto- 
mobile policy. 

Use Assigned Risk Plan 

“T contacted three companies in my 
office which are presently writing ‘Across 
the Board.’ I asked for the necessary 
forms to endorse a ‘Go Cart’ onto the 
family automobile policy as our insured 
did not have one of the old CPL or 
Homeowner’s policy. Believe me, the 
replies were the fastest we have received 
in a long time. All of them were to the 
effect that we must advise immediately 
the name of insured—so that we can 
exclude this vehicle from the family auto- 
mobile policy. The companies wanted 
no part of this coverage. 

“T then made application through the 
New Jersey Assigned Risk Plan: for a 
girl, age 11—unlicensed, driving an un- 
licensed vehicle of homemade variety. 
I wanted to see what would happen. 

“Tronically it was assigned to one of 
the companies which previously said it 
wanted no part of it. The company is- 
sued a policy at class 1A rates for a 
girl driving a ‘Go-Cart.’ We contacted 
the company and advised them that the 
rate was incorrect; they were willing to 
change it to conform with the bureau 
tule of a 25% reduction—in accordance 
with rule 15 of the private passenger 
section of the manual. 

“It seemed evident, however—from the 
correspondence with the companies and 
in reviewing the family automobile pol- 





Weisbart Report 
(Continued from Page 26) 


building proposed (here in Trenton) for 
the Department of Motor Vehicles just 
as soon as possible. This department 
could then get its information processed 
into electronic machines; then only— 
in my opinion—could merit-demerit plans 
work, 

_ “At present, the cost of these reports 
is excessive—and it would take much 
too long a time to get the information 
back to the company. This would mean 
delays in issuing policies or endorse- 
ments on policy after policy. Let’s plan 
this operation instead of jumping in 
with both feet, then discover that the 
Water is too hot.” 


PREFERRED IN MASS., N. H. 

Admission of Preferred Insurance Co. 
to Massachusetts and New Hampshire 
is announced by Wendell Berman, chair- 
man of the board. Founded in 1927, with 
home offices in Grand Rapids, Mich., 
Preferred now operates in 40 states. In 
addition to a wide multiple line of cover- 
ages, the company recently began writ- 
ing inland marine policies. 





icy—that a motorized ‘Go-Cart’ would 
be covered under this policy, if acquired 
after inception of the policy subject to 
premium payment at the end of the 
policy year. However, if the vehicle 
were acquired before renewal it would 
then constitute a willful misstatement, 
unless then declared in the application 
for renewal as a second vehicle owned 
by the named insured.” 


Bateman of I. I. I. Makes 


Good Impression in N. J. 


J. Carroll Bateman, general manager 
of the newly established Insurance In- 
formation Institute in New York City, 
made a good impression upon members 
of the New Jersey Association of In- 
surance Agents when he addressed the 
luncheon session last week at Trenton 
briefly on the background and purposes 
of I. I. I. He is a good speaker and has 
a genial personality. He told the agents 


they will have a major role in the gen- 
eral program, for the public attitude 
toward stock insurance companies is 
determined in large degree by public con- 
tacts with local producers. Agents, and 
brokers, are those who communicate 
with insurance buyers, rather than the 
insurance companies themselves. 


A broad, diversified public relations 
program is being prepared by I. I. I. 
Mr. Bateman revealed which will include 
the agents. He stressed that effective 
public relations “must be made up of 
deeds, in addition to words.” 
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Helps you win the whole account, combat 
direct writer competition and keep abreast of 
your assured’s changing needs. 


Now your calls on homeowners and tenants can 
be more profitable than ever. Aetna’s NEW 
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Brokers’ Assn. Offers Complaints on 


Improvements and Betterment Cover 


fire 


omissions and actual absence of coverage 


Ambiguities in forms, definitive 
on policyholders’ insurable interest in 
improvements and _ betterments have 
brought complaints from members of the 
Greater New York Insurance Brokers’ 
Association. Samuel Dimson, chairman 
of fire and inland marine committee, 
in a letter to the New York Fire In- 
surance Rating Organization, has sub- 
mitted an analysis classifying various 
groups in respect to coverage on im 
provements and betterments. 


Mr. Dimson points out that in the 
widely used Dwelling Building (s) and 
Contents—Broad Form Improvements 
and Betterments are covered but there 
is no definition or restrictive language 
as to insurable interest 

It is in the second group of forms 


that a real problem is encountered, he 
says. Mr. Dimson cites eight such forms 
which contain identical provisions de 
fining Improvements and Betterments as 
“Fixtures, alterations, installations, or ad- 
ditions comprising a part of the de 
scribed premises and made at the ex 
pense of the insured, but which are not 
legally subject to removal by the in- 
sured.” 

Mr. Dimson maintains that “There are 
numerous instances wherein a purchaser 


N. Y. Agents Outline 


Program for Convention 

The New York State 
Insurance Agents has issued an 
the 78th annual con- 
vention May 15-18, at the Concord Hotel, 
Kiamesha Lake. In this preview 
man Harry Lown presents 'the following: 
Monday morning, the annual local 
board forum, moderated by Sidney Mang, 
Sidney, N. Y. This spot 
when members can present their prob- 
lems and solutions. Monday afternoon, 
two panel sessions, one, “There’s A 
Card In Your Future That Puts Monev 
In Your Pocket” presented by Joseph 
F. Bender, Eastern regional insurance 
manager, Remington Rand, Inc. Two — 
“Evalution In Personal Lines,” (a) New 
Homeguard Policv, Hugh S. Betts, Jr., 


Association of 
outline 
of the program for 


Chair- 


forum is one 


supt. of agencies, Continental Py 
(b) “Safe Driver Insurance Plan,” Wm 
H. Brewster, National Bureau of Casual- 


tv Underwriters. 

Tuesday morning, “Meet The Press” 
panel composed of the insurance press 
interviewing representatives of ‘the As- 
signed Risk Plan. Insurance Department, 
Motor Vehicle Bureau and the legisla 
ture and the president of NATA, Paul 
Jones. Tuesday afternoon, two panel ses- 
sions. One, a repeat of the Remington 
Rand automation panel, and ‘two, profit 
makers workshop composed of speakers 
from the mutual fund field. the A & H 
field and life insurance field 

Wednesday morning, a panel presen 
tation composed of representatives of the 
three fields of insurance, direct writers, 
mutual and stock. followed by an over- 
all summation by Dr. Edwin S. Overman, 


CPCU. 


of a business takes an assignment of a 
lease to premises from a seller who has 
made extensive improvements and better- 
ments at his (the seller’s) expense and 
under the terms of the lease the tenant 
is required to repair, restore or replace 
damage to the same. In addition, there 
are persons who are occupants of co 
operative apartments who are required to 
maintain their apartments and do such 
things as decorating at their expense 
The initial expenditure for this kind of 
improvement and betterment in most 
cases was made by the builder of the 
building.” 

Continues Mr. Dimson, “Surely it is in- 
tended that the person upon whom thc 


incidence of loss falls shall be able to 
obtain insurance for insurable hazards 
The present requirement that ‘the im 


provements shall have been made ‘at the 
expense of the insured’ should’ be 
amended to include as well situations 
wherein the insured may not have made 
the initial expenditure but is obligated 
either by contract or otherwise to re- 
pair, replace or restore ‘the damaged 
improvements.” 

In conclusion, he writes “It is not ou 
intention to suggest exact phraseology 
but to call to your attention a situation 
which should be remedied.” 


NAIA Third Year of 
Advertising Starts 


The third annual million dollar ad 
vertising program of the National Asso 
ciation of Insurance Agents will com 
this month 


mense with the first ad in- 
sertion in the March 21 issue of Life 
Magazine, according to President Paul 


H. Jones, CPCU. An ad a month has 
also been scheduled for the succeeding 
eleven months in Life, Look and News- 
week magazines 

Ten state associations have already 
attained 100% of their basic allocation 
based on a national goal of over one 
million dollars: Alabama, Arizona, Ark- 
ansas, District of Columbia, Florida, 
North Carolina, South Carolina, Tennes- 
see, Virginia and West Virginia. These 
ten states, and seven others that have 
raised 70% of their allocation, Colorado, 
Deleware, Georgia, Maryland, New 
Hampshire. Utah and Vermont, will 
begin receiving television coverage in 
their areas this month 

Some will commence March 6 and 
other will start in succeeding weeks as 
evening local news, weather and sports 
programs are secured. In all cases these 
states will receive 13 weeks of spring 
television. State associations which raise 
their entire allocated amount will receive 
an addition: il 13 week cycle of television 
coverage in the fall. 

BALTIMORE AGENCY CHANGE 
Arthur Klinefelter, Inc. is the new 
name of Harry F. Klinefelter & Sons, 
Inc., insurance producers of Baltimore 
Arthur Klinefelter, after graduation in 
1936 from the University of Virginia. 
became a fieldman for the Employers’ 
Group. Later he joined ‘his father in 
operating an agency in Baltimore. 


Addresses Monroe County 
Agents on Ad Program 





RAYMOND A. MUTH 
Raymond A. Muth, 
New York State 
Agents, 
tion 
of the 
Monroe 


»? 


treasurer of the 
Association of Insurance 
spoke on the National Associa- 
advertising program at a meeting 
Insurance Agents Association of 
County in Rochester on March 
Theodore Tuke, past president of the 
local association, talked on agents’ errors 
and omissions insurance which he feels 
producers should have for their own pro- 
tection. 


N. Y. Freedom of Contract 
Bill Amended on Date 


The freedom of contract commission 
bill in New York, which was passed by 
the legislature and then sent back to 
that body by Governor Nelson Rocke- 
feller, was expected to be passed again 
this week, in amended form, and re- 
turned to the governor for his action 
Agents and brokers expected he will ap- 
prove the measure. 

The Barrett-Russo bill, when passed, 
contained no specific date for becoming 
effective. which meant it would become 
effective immediately upon signature by 
the governor. When returned to the leg- 
islature at Albany it was with instruc- 
tions to insert an effective date, pre- 
sumably in the future. 

Then after study. it was decided to 
leave the bill worded so it would become 
effective immediately. but to remain in 
force only until April 1, 1961. The pur- 
pose of 'this change is to provide for 
complete study of the overall problem 
i a year’s test the New York Asso- 

ation believes the bill can be repassed 
in 1961 and continued upon a year to 
vear basis. The agents’ association states 
that “the imnortant result is that we will 
have protection during the study period 
This is an important victory for us.” 





New Hampshire Honors 


Holzshu Agency of Md. 


The Fort Cumberland Hotel in Cum- 
herland, Md., was the scene recently 
for a Iuncheon given to honor the 
'. H. Holzshu Company. local agents 
for the New Hampshire Insurance 
Group Martin F. Bardorf,  secre- 
tarv of the insurance group. presented 
T. Henry Holzshu. vice president of the 
agency with a certificate commemorating 
over 60 years of service in behalf of the 
group in the Cumberland area. Charles 
Holzshu, president of the agency it was 
noted, has actively represented the New 
Hampshire over the entire 60-vear period 

Also present at the luncheon 
Wallace Wilson of the 
Francis E, McGillan, Tr.. 
Robert L. Chaney 
New Hampshire 


were 
agency and 
state agent and 
special agent, of the 
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In our 55th year 


JOSEPH 
GOLUB 
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| INSURANCE 
UNDERWRITERS 


}} 130 WILLIAM ST., NEW YORK 38 
BEekman 3-5650 
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B. & R. EXCESS 


CORPORATION 
EXCESS BROKERS 





® Surplus Line 

® Excess Limits 

® Ocean Marine 

® Errors and Omissions 

® Reinsurance 
(Facultative & Treaties) 


26 Court St., Brooklyn, N. Y. 
TRiangle 5-6230 


Raymond E. Kerlinsky — Joseph Neulinger 
Williem H. Malone 








Per sonal 


Problems 


Attention for Your 





Watkins V. P. at Chicago 
For Marsh & McLennan 


George H. Watkins is joining the Chi 
cago office of Marsh & McLennan, Inc. 
international insurance brokers, as vice 
president in charge of the life depart- 
ment. Mr. Watkins succeeds Howard 
I. Potter, vice president, who will con- 
tinue with the firm in an advisory ca- 
pacity. 

Since 1957 Mr. Watkins has been vice 
president, Container Corporation of 
\merica, prior to which he was vice 
president in charge of development, Uni- 
versity of Chicago.. He has served as 
special assistant to the Secretary of the 
Army. Mr. Potter joined Marsh & Me- 


Lennan in 1926. 


March 2 
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Atlantic Cos. Make 
Changes in the Field 

ECKMANN SECRETARY AT N. Y. 

Meckey to Charlotte, N. C.,as Mer.; New 


Duties for Floreen; Smith Mer. at 
Houston, Wakefield at New Haven 








A number of ‘transfers of personnel, 
effective immediately, have 
nounced by Miles F. York, president of 
the Atlantic Companies (Atlantic Mutual 
and Centennial). 

Harold A. Eckmann is appointed as- 
sistant secretary of the companies, 


been an- 


re- 


) placing A. L. Merritt, Jr. who was re- 
| cently made manager of the Los Angeles 
7 office. 
| 1949 as a special agent 


Mr. Eckmann joined Atlantic in 
and was trans- 
ferred in 1955 to the Charlotte office as 
fre supervisor. He was promoted to 
branch manager of that office on Janu- 
ary 1, 1957. Mr. Eckmann now returns to 
New York assist Vice President 
Joseph H. Smiley in the companies’ -fire 


to 


operations. 

Floyd D. Mackey, who has served in 
the New York suburban department since 
joining Atlantic in March, 1955, will go 
to Charlotte, N. C. to become branch 
manager there, replacing Mr. Eckmann. 
Prior to 1955 Mr. Mackey gained insur- 
ance experience as an underwriter and 
in field work in Virginia and North 
Carolina. 

David A. Floreen, branch manager of 
the Houston office for 14 years, has 
been given a new special assignment and 
is thereby relieved of his responsibilities 
in Houston. The new duties to be under- 
taken by Mr. Floreen will be announced 
at a later date. 

Thomas F. Smith, branch manager of 
the New Haven office, moves to Houston 
to take over the post of branch manager. 
Mr. Smith joined Atlantic in 1950 as a 
special agent and has been in charge of 
the New Haven office for the past five 
years. 

The branch manager vacancy in New 
Haven will be filled by Lawrence P. 
Wakefield, currently supervisor of cas- 
ualty underwriting in the Atlantic’s Syra- 
cuse, N. Y. office. Mr. Wakefield has 
served the companies in the upstate New 
York territory for over eight years, ini- 
tially as a special agent. 





Afco Is Six Years Old; 
Hits $200 Million Mark 


Afco, national premium budgeting or- 
ganization, marked its sixth birthday on 
March 1, it was announced by President 
George Faunce III. The anniversary fol- 
lows closely a_ significant milestone 
reached a little more than two months 
ago when Afco achieved the $200-million 
mark in the total dollar volume of pre- 
miums financed since it began operation. 

The account which marked the $200- 
million point was submitted to Afco’s 
San Francisco office by Donald L. Stat- 
hos, an independent local agent in Med- 
ford, Ore. The $383 account included a 
three- -year fire policy on a home and 
contents and two automobile policies 
which he budgeted through Afco on an 
eight monthly payment plan for Mr. and 
Mrs. Robert P. Lewis of Medford. To 
honor the occasion Afco purchased the 
three policies for the insured. 

Mr. Lewis previously budgeted his pre- 
miums through Afco. ‘ ‘Being able to pay 
peathly, he declared, “is the only way 

I have ‘been able to carry the right 
amount of insurance.’ 

Last year Afco financed more than 
$58 million in premiums. This represents 
a 24% increase over the volume Afco 
handled in 1958. To provide local service 
in large insurance centers, Afco has 
branch offices in Baltimore, Chicago, 
Kansas City, San Francisco and sae 
angeles. The home office is located % 
100 William Street, New York. A filiates 
Operate throughout the Dominion of 
Canada. 


INA Directors Approve 
100% Stock Dividend 


At the annual stockholders meeting of 


Insurance Company 


Companies, 


of 


North 


stockholders 


approved 


America 


a 


recommendation of the directors to in- 
authorized 
company from $50,000,000 to $75,000,000. 


crease 


This 
lowed by 
stock divid 
Other 
were an 


the 


the 
end. 


in 


capital 


declaration 


the 


of a 


number 


of the 


authorization will shortly be fol- 


100% 


recommendations of the board 


increase of 


shares set aside for the employes stock 
subscription plan from 100,000 to 300,- 
000 and an increase in the number of 
shares set aside for the stock option 
incentive plan from 300,000 to 600,000. 
They were approved by the stockholders. 





YOUNG INA DENVER MANAGER 


Kenneth C. Young, has been appointed 
manager for Insurance Company of 
North America in Denver, Colo. Mr. 
Young joined INA in 1941 as a technical 
representative in the Minneapolis office. 


NEW JERSEY WOMEN MEET 
The monthly meeting and dinner of 
the Insurance Women of New Jersey 
was_ held March 24 at the Seven 
Forty-Four Club, Newark. Margaret 
M. Keegan, president, presided at the 
meeting following the dinner. A docu- 
mentary film on Newark, called “Our 
Town—U:S.A.,” was shown. This ‘film 


depicted the history of Newark and was 
made by Helen K. Frankel, second vice 
president of the Insurance Women of 
New Jersey, and Hobert Hair, of the 
American Insurance Co., taking one year 
to film. 


on 








Assets 
United States Government Bonds 
State, Public Utilities and other bonds 


Total Liabilities 


Liabilities 


Unearned Premium Reserve 


Policyholders’ Surplus 


PRUDENTIAL-SKANDIA-HUDSON 


AMERICA’S OLDEST REINSURANCE GROUP 


MULTIPLE LINE ADMITTED REINSURANCE 


Financial Statement as of December 31, 1959 


Stocks, Preferred and Common 
Cash in Banks 


Reserve for Unpaid Losses and 
adjustment expenses 


THE 
PRUDENTIAL 
INSURANCE COMPANY 
OF GREAT BRITAIN 


$ 6,139,818 


THE 
SKANDIA 
INSURANCE COMPANY 


$ 4,618,774 


THE 


HUDSON 
INSURANCE COMPANY 


$ 1,263,752 


5,464,963 3,499,015 1,623,937 
ba 4,508,615 5,863,628 1,674,920 
760,676 428,611 118,578 

872,458 717,717 184,585 

$17,746,530 $15,127,745 $ 4,865,772 


Reserve for Taxes and all other 
Liabilities 


Js $ 6,820,738 $ 5,456,590 $ 1,364,148 
2,206,880 1,765,505 441,376 

461,112 294,361 107,331 

8,257,800 7,611,289 2,952,917 

$17,746,530 $15,127,745 $ 4,865,772 


Bonds and Stocks are valued on the basis prescribed by the National Association of Insurance Commissioners. 


F. H. KINGSBURY, Jr., 


Partner 


Chairman 


Brown Brothers Harriman & Company 


59 Wall Street, New York, N. Y. 


BERKELEY D. JOHNSON 
Executive Vice President 


United States Trust Company 
45 Wall Street, New York, N. Y 


RODERICK McRAE 


Executive Vice President 


Bank of New York 
48 Wall Street, New York, N. Y. 


L. L. HANSELL, Vice President 


M. V. LANNING, Vice President 


UNITED STATES DIRECTORS 


CLARENCE G. MICHALIS 
Trustee 
Seamen's Bank for Savings 
546 Fifth Avenue, New York, N. Y. 


J. A. MUNRO 
President 
Prudential & Hudson Insurance Companies 
United States Manager 


Skandia Insurance Company 
90 John Street, New York, N. Y. 


RICHARD S. PERKINS 
Chairman, Executive Committee 
First National City Bank of New York 
55 Wall Street, New York, N. Y. 


OFFICERS 
J. A. MUNRO, President 


C. M. POND, Secretary 


L. PARKS SHIPLEY 
Partner 
Brown Brothers Harriman & Company 


59 Wall Street, New York, N. Y 


ALAN H. TEMPLE 
Vice Chairman 
First National City Bank of New York 
55 Wall Street, New York, N. Y. 


JOHN C. TRAPHAGEN 
Trustee 
Bank of New York 
48 Wall Street, New York, N. Y. 


JOHN R. ZECH, Secretary 


90 John Street, New York 38, N. Y. 
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Information Institute 
Staff Members Named 


CLARKE IS ASSISTANT MANAGER 





McKay Secretary-Treasurer; Blaisdell, 
Loeser, Sigmand, Craigie, Jordan, Ges- 
ner on Staff; Regional Offices 





The staff of the newly established 
Insurance Information Institute at New 
York has been announced by Roland 
Lange, president. 

The institute, with headquarters at 60 
John Street, is a public service organiza- 
tion which will provide a central source 
of information for the press and public 
on casualty, fire, surety and inland ma- 
rine insurance. Combined in the institute 
are all the public relations facilities of 
eight nationally-established capital stock 
organizations representing 300 companies 
writing these forms of insurance. J. 
Carrol] Bateman, public relations expert, 
became general manager last month. 

Charles C. Clarke is assistant man- 
ager in charge of press relations and 
publications. He formerly was midwest- 
ern director of the public relations de- 
partment of the Association of Casualty 
and Surety Companies in Chicago. 

Robert McKay, formerly assistant 
manager of the Eastern Underwriters 
Association in New York, is named 
secretary-treasurer of the new institute 
and assistant manager in charge of field 
programs. 


Blaisdel] Director Special Activities 


Director of special activities is Paul 
Blaisdell, formerly director of the pub- 
lic safety division and traffic safety 
division of the accident prevention de- 
partment of the Association of Cas- 
ualty and Surety Companies in New 
York. 

John C. Loeser, formerly publicity di- 
rector of the National Bureau of Cas- 
ualty Underwriters, is director of the 
press relations division. Also assigned 
to this division are Howard Sigmand, 
formerly public relations associate with 
the Association of Casualty and Surety 
Companies, as assistant director, and 
John D. Craigie, formerly assistant pub- 
licity director of the National Bureau 
of Casualty Underwriters, as press rela- 
tions representative. 

Assigned to the publications division 
are Chandler Jordan, as editor of the 
Casualty and Surety Journal, and Paul 
Gesner, as publications editor. Mr. Jor- 
dan joined the institute from the Asso- 
ciation of Casualty and Surety Com- 
panies where he was a public relations 
associate, and Mr. Gesner was trans- 
ferred to the institute from the National 
Board of Fire Underwriters where he 
was staff editor. 


Regional Directors 


Regional field offices have been estab- 
lished through which the institute will 
implement its public information pro- 
gram at local levels. 

Walter Dithmer, formerly assistant 
manager of the Western Underwriters 
Association, is midwestern regional di- 
rector with offices at 175 West Jackson 
3oulevard, Chicago. 

Pacific regional director is Myles W. 
Smith, formerly Pacific Coast public 
relations director for the Association of 
Casualty and Surety Companies. His 
office is at 315 Montgomery Street, San 
Francisco. 

Lloyd F. Palmer is director of the 
southwestern region with headquarters 
at 901 Colcord Building, Oklahoma City, 
Okla. Mr. Palmer formerly was south- 
western public relations director for the 
Association of Casualty and Surety Com- 
panies, 

Robert M. McFarland Jr., formerly 
assistant secretary of the South-Eastern 
Underwriters Association, is southeast- 
ern regional director with offices at 327 
Trust Company Building, Atlanta. 

A. M. Thomasson, formerly south- 
eastern public relations manager for the 
Association of Casualty and Surety 
Companies, is continuing with the in- 
stitute in a similar capacity. His office 
. at 201 West Park Ave., Tallahassee, 

a, 


Assumes Group Management 


Of Norwich, Scottish Union 





JOHN A. NEWLANDS 


The Norwich Union Fire and_ the 
Scottish Union & National announce that 
their United States branches and Amer- 
ican companies will operate under group 
management at Hartford, from April 1. 
The group will also maintain a metro- 
politan office at 75 Maiden Lane, New 
York City, and a Pacific department at 
234 Sansome Street, San Francisco. 

The United States manager of the 
group, and president of the American 
companies, will be John A. Newlands, 
F.C.L.1., and the deputy United States 
manager will be John M. Hutch. 

J. Kidd, F.C.1.1, United States 
manger of the Norwich Union Group, 
retires on March 31 after a life time 
of service with the society in the United 
Kingdom, on the Continent, and latterly 
in the United States. 


Royal-Globe Advances 


Peters, Monaco, Barr 


The Royal-Globe Insurance Group an- 
nounces that Albert R. Peters has been 
made manager of the agency systems 
department in the New York office. He 
succeeds Oscar Beling who retired in 
February. Mr. Peters has been with 
the group since 1941. Following army 
service in 1942-46, he rejoined the group 
in the agency systems department in 
New York. In 1951 he was transferred 
to the Chicago office. In July, 1959, he 
returned to the New York office as as- 
sistant manager of the agency systems 
department. 

Albert J. Monaco is appointed casualty 
superintendent of the Rochester, N. Y. 
office. He succeeds William J. Ryan who 
has been promoted to casualty manager 
in Baltimore. Mr. Monaco has been a 
casualty underwriter in Royal-Globe’s 
Boston office since 1953. 

Richard M. Barr is promoted to state 
agent at Kansas City. He has been with 
Royal-Globe since 1956. 








G. C. WILSON DIES 

Garland Coles Wilson, 66, an insurance 
agent, died March 17 at his home in 
Petersburg, Va. Mr. Wilson was presi- 
dent of G. C. Wilson and Co., A native 
of Richmond, he had been in business 
since 1927. He was a past president of 
the Petersburg Chamber of Commerce 


and a former director of the Petersburg 
YMCA, 
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Massachusetts Upholds 
Liberty’s Deductible 


$100 WINDSTORM IS PROPOSED 
Court Remands Plan to Commissioner for 
Hearing and Action; Liberty 
Cites Advantages 

A ruling handed down by the Massa- 
chusetts Supreme Court may pave the 
way for homeowners in the state to pay 
lower premiums on windstorm insurance. 
Effect of the ruling by the high court 
is to provide for a hearing to be con- 
ducted by Insurance Commissioner Otis 
M. Whitney on the merits of a proposal 
by Liberty Mutual Fire. The Supreme 
Court upheld a decision of Justice R. 
Ammi Cutter rendered in 1959 which 
was in favor of the Liberty plan. 

Liberty Mutual proposes to: sell an 
extended coverage policy with a $100 
deductible clause on windstorm and hail 
losses; and market such a policy at a 
premium rate of 25% less than the cost 
of $50 deductible coverage. A mandatory 
$50 deductible windstorm and hail rate 
for dwellings in Massachusetts is 30 
cents per $100 of coverage. Figured on 
this basis, a homeowner paying $45 a 
year for $15,000 coverage would pay 
$33.75 if he adopted the $100 deductible 
policy. 

While the decision of the full bench 
of the high court, written by Chief 
Justice Raymond S. Wilkins, did not go 
into the merits of the $100 deductible 
plan, it did remove a legal obstacle that 
had stymied the proposal since it was 
made by Liberty Mutual more than 
three years ago. An indication of the 
importance of the decision can be found 
in the opinion of some industry ob- 
servers that it paves the way for ap- 
plication of the same principle to other 
coverages, increasing deductible such as 
fire, inland marine, and other perils. 

Opponents of the proposal argue that 
the $100 deductible clause would work 
a hardship on low-income policyholders 
in that they would be unable to recover 
for damages less than $100. They also 
say the plan raises a confusing problem 
of a house covered by two policies—one 


at the $100 deductible rate and the 
other at the higher $50 rate. 
Liberty Mutual’s proposal grew out 


of the firm’s experience in three 1954 
hurricanes. The firm has been in litiga- 
tion for more than three years. One 
witness at a hearing recalled that a 
“whole year’s work was dumped on our 
desks in a single day” following the first 
1954 hurricane. Companies at that time 
were deluged with claims, with a sub- 
stantial number in the $100-or-less cate- 
gory. 

Liberty Mutual contends that through 
elimination of such claims in a disaster 
like a hurricane, it could provide more 
rapid service, cut its costs by an esti- 
mated 23.1 to 24.9%, and pass on a 25% 
rate cut to the policyholder. The firm 


also maintained at a hearing that in- 
creases in building materials and labor 
costs since 1947, when the $50 deductible 
standard first was adopted, justify the 
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Institute Certificates 
Going to 145 Persons 

PASSED EXAMS IN JANUARY 

Overall Passing Ratio was 74% When 


1,377 Tests Were Taken, Substan- 
tial Increase Over 1959 








The requirements for 'the Final Cer- 
tificate of the Insurance Institute of 
America were completed by 145 persons 
in the examinations given on January 
25-27, The new graduates are from 54 
cities distributed throughout the United 
States. Their Certificates will be 
awarded at the annual meeting of the 
Insurance Institute of America in No- 
vember, 1960, in New York City or at 
a local public insurance group meeting 
whenever appropriate arrangements can 
be made. 

The overall passing ratio for the A, 
B and C examinations in January was 
74.0% when 1,377 examinations were 
taken by ‘1,238 persons. This represents 
a substantial increase over the figures 
for January, 1959, which were: 937 exam- 


inations taken by 867 persons who at- 
tained a 72.3% passing ratio. 


Next Examinations in May 


Since the first series of examinations 
was given in 1953 under the revised edu- 
cational program, 1,703 persons have been 
awarded the Final Certificate. The next 
examination series will be conducted on 
‘May 23 - 25. 

The names and locations of the Jan- 
uary, 1960, completers in the East are 
as follows: 

Connecticut, Hamden: Vincent P. Aus- 
tin, Raoul P. LaMarche, Vernard J. 
Bizallion. 

Maine, Augusta: Henry A. Tartre. 

Maryland, Baltimore: Thomas A. 
Burke, William A. Humbert, Warren 
M. Fiske. 

New York City: Edward J. Baran, 
Dewey P. Clark, James R. Geddis, Wil- 
liam J. Wiley. 

New York, Utica: Lawrence P. Fon- 
tana, Karl G. Hoellrich. 

Philadelphia: Mae Wile Bean, Thomas 
R. McComeskey, Edith M. Stern. 

Pennsylvania, Springfield: James D. 
Curley, William P. Harris. 

: Virginia, Richmond: Richard M. Spiers, 
fr. 





increase to $100. 

The company’s petition did not seek to 
have the $100 deductible standard made 
mandatory, but asked that the firm be 
permitted to offer it as an optional plan 
to the homeowner. 

The commission had not yet set 4 
date for a hearing on the merits of the 
plan. The New England Fire Insurance 
Rating Association, from whose rates 
Liberty Mutual seeks to deviate, denied 
reports that the organization would file 
a new premium rate schedule for wind- 
storm damage in the near future. “Were 
just standing by,” the association sald, 
“watching what happens in the hearing 
on the merits.” 
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Centennial Presents New Commercial 


Package Policy Designed by Agents 


A new commercial package policy de- 

yeloped from suggestions submitted by 
insurance agents has just intro- 
juced, Miles F. York, president of the 
au , 
Atlantic Companies (Atlantic Mutual 
and Centennial) announces. The policy, 
to be issued by Centennial and termed 
“Retailer's Safeguard the 
frst policy to offer the advantages of 
the Homeowners form to retail business 
concerns, he said. 

Mr. York reported that both Ohio and 
Pennsylvania have approved the policy 
and filings in other states “will be made 
as promptly as_ possible.” 

The new Retailer’s Safeguard Policy 
is the outgrowth of Atlantic’s program 
—begun in 1959—to work more closely 
with agents and brokers to eliminate 
the trial and error method of introducing 
new policies in the property and casualty 
insurance business. This policy affords 
retail businessmen their first opportunity 
to purchase a broad insurance contract 
combining fire, burglary, transit and 
public liability coverages in one policy 
with one premium, thereby reducing pre- 
mium costs, said the Atlantic executive. 

Centennial plans to make promotional 
material, applications and specimen pol- 
icies available to its agents in Ohio and 
Pennsylvania during April. 

The policy was literally designed by 
Centennial’s agents, Mr. York said. He 
explained that last summer Centennial’s 
multiple lines department distributed 


Big Bill 


(Continued from Page 23) 


been 


Policy,” is 





control the needless destruction of life 
and property by fire, is currently de- 
voting much of its effort to solution of 
these problems, Mr. Morgan stated. 





Fannie Hardy, executive assistant In- 
surance Commissioner of Arkansas, 
Little Rock, and first vice president of 
the National Federation of Business and 
Professional Women’s Clubs, has urged 
members of the fire service to employ 
more “womanpower” in selling fire 
safety to the public. 

“In the membership of the B. & P. 'W. 
cubs and other women’s groups lies a 
potential sales force for merchandising 
this desperately needed product of in- 
creased fire safety,” Miss Hardy said. 
Can the distaff side do a selling job? 
Al! you have to do is look at your TV 
screen these days to find stunning 
biondes and attractive brunettes plus a 
lew red heads selling soaps, motor cars, 
tetrigerators, tooth paste and all kinds 
of other things.” 

Miss Hardy said many public spirited 
women's groups have failed to make fire 
safety a number one club project be- 
cause they are unaware, to a large ex- 
tent, how serious the fire problem in this 
country really is. “I think most women’s 
groups would be most responsive if they 
really knew what you in the fire service 
are up against day-in and day-out and 
if they are told how they might help 
- shoulder this responsibility,” she 

1d, 

She urged that members of the fire 
service point out helpful, useful fire 
safety projects to women’s groups and 
aid in the planning and execution of 
such projects. She cited numerous ex- 
amples of “womanpower in action” in 
such fields of civic activity as traffic 
Safety. She stressed the growing im- 
portance of women in all phases of 
American life. 
thon anpower in action can be en- 
ausiastic and often exhuberant behind 
a. I urge you to enlist the distaff 
aie join you in full partnership for 
‘ ob ahead—our fire safety problem,” 
8s Hardy said. 


questionnaires asking several hundred 
agents to contribute to the policy’s de- 
velopment. 

The outstanding feature of the agents’ 
suggestions, said Mr. York, was their 
need for flexibility and the desire to 
combine physical damage and_ public 
liability coverage for commercial as- 
sureds, similar to the Homeowners con- 
tract. 


FIA Elects Executive 
Committee and Officers 


The seventieth annual meeting of the 
Factory Insurance Association was held 
March 16, in Hartford, at the home 


office. The following companies were 
elected to the executive committee: 
Home Insurance Co., Phoenix Assur- 


ance, Springfield Fire & Marine, United 
States Fire. 

Other members of the executive com- 
mittee are: Aetna (Fire), 
Fund, Insurance 


Fireman’s 
Company of North 


America, National Fire, Royal, Aetna 
Casualty & Surety, Commercial Union, 
Continental, Hartford Fire, Reliance. 
Charles M. Close, executive vice pres- 
ident of the Great American, was re- 
elected secretary and John A. Newlands, 
general attorney of the Scottish Union 
& National, was re-elected treasurer. 
At an organization meeting of the 


executive committee, following the an- 
nual meeting, J. L. Erhardt, assistant 
United States manager of the Royal- 
Globe Group, was re-elected chairman 
of the committee and W. H. Berry, vice 
president of the America Fore Loyalty 
Group, was re-elected vice chairman. 





CHICAGO 


175 W. Jackson Blvd. 





CINCINNATI 


1423-1424 Carew Tower 


PEARL-MONARCH INSURANCE GROUP 


19 RECTOR ST., NEW YORK 6, N. Y. 


SAN FRANCISCO 


369 Pine Street 


PHILADELPHIA 


3 Penn Center Plaza 








Assets 


*Stocks 
Cash and bank deposits 
Agents’ balances and other Receivables 
Other Assets 


ance Commissioners. 
deposited as required by law. 
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* Valuations on basis approved by National Association of Insur- 
Securities carried at $1,547,625.75 are 


Pearl Assurance Company, Ltd. (United States Branch) 


Chief Office: 19 Rector Street, New York 6, New York 


Financial Statement December 31. 1959 


Liabilities. 
csiwtagdas $ 4,251,187.42 Unearned premium reserve ..........++. $ 3,317,620.11 
wanedeonds 8,967,591.36 Losses in process of adjustment ....... 1,052,359.00 
‘heb dees 734,817.56 Reserve far tANeS bi csiicvieccegc vesiee ce 88,981.05 
wepuesieast 1,364,790.76 Reserve for all other liabilities ........ 482,174.51 
hire wee Daa 201,118.34 Contingency reserve .........+...++--$ 319,953.31 
Statutory GeDOsib: « «5d scsi cascvinwe 500,000.00 
iets aediaa tee 15,519,505.44 
parce SUSE ooo ee cdc bea dewcedsivasevaeee'ss 9,758,417.46 
Surplus to Policyholders .......cccccccccccee 10,578,370.77 
TOTAL $15,519,505.44 








Assets 


*Stocks 
Cash and bank deposits 
Agents’ balances and other Receivables 
Other Assets 


deposited as required by law. 
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* Valuations on basis approved by National Association of Insur- 
ance Commissioners. Securities carried at 


The Monarch Insurance Company of Ohio 


Corporate Office: 1423-4 Carew Tower, Cincinnati 2, Ohio 
Chief Office: 19 Rector Street, New York 6, New York 


Financial Statement December 31, 1959 (New York Basis) 


Liabilities 
eseanesene $19,728,593.41 Unearned premium reserve ...........- $15,640,209.06 
che denones 10,251,524.68 Losses in process of adjustment........ 4,961,120.00 
daewnths 512,194.05 Dk EE OT OPN 419,482.12 
Segaceeees 884,627.48 Reserve for all other liabilities ........ 391,708.51 
illite 8 toed a 201,818.71 Contingency Reserve ................-$1,159,951.53 
CMMs. atic ns se Wedewiueceeetecaaaees d 912. 
eas $31,578,758.33 | ©aPital . mpbongtiitite 
—=———— DON ican idawed cawncauendacseakde ot 7,392,374.61 
Surplus to Policyholders ...........0eeeeeee 10,166,238.64 
$1,141,731.58 are TOTAL $31,578,758.33 
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Detour of Truck to Driver’s Home 


Held by Court as Not “In Transit” 


The Appellate Term of the Supreme 
Court, First Department, New York 
State has reversed a lower court in an 


action on a transportation policy which 
contained a clause that the policy only 


covered while the property was in 
transit. 
Druss Stores, Inc., Peggy Lane, New 


London, Inc., and Peggy Lane Spring- 
field, Inc., sued the Travelers Indemnity 
in the Municipal Court and recovered a 
judgment of $2,112 on facts that indi- 
cated that an employe traveled to Con- 
necticut from his firm’s location in the 
Borough of Manhattan, to pick up mer- 
chandise on a Saturday, and then went 
to his home, by- -passing the Borough of 
Manhattan, in Brooklyn, outside of 
which he left his station wagon un- 
attended and from which the merchan- 
dise was stolen. 
In the lower 


Court, the trial judge 


held that: “The Sunday layover of the 
vehicle with its contents intact in front 
of the driver’s home in Brooklyn, was 
within due course of transportation as 
planned for moving the assureds’ mer- 
chandise in its own vehicle from Con- 
necticut to New York City.” 

On appeal, the Appellate Term held 
that “The goods ceased to be in transit 
cr transportation when plaintiff's driver 
parked the station wagon with the mer- 
chandise in it in the street, unattended, 
in front of his home in Brooklyn for his 
own convenience from Saturday night, 
10:30 o'clock to Monday morning, 8:15 
o'clock, after by-passing plaintiff’s place 
of business in Manhattan, its destina- 
tion, on his return from Connecticut.” 

William A, Hyman and Melville Harris 
represented the plaintiff, Greenhill & 
Greenhill by Simon Greenhill, repre- 
scented the Travelers Indemnity. 





Talbot, Bird Marine Mgr. 
Corroon & Reynolds Cos. 


Talbot, Bird & Co., Inc., announce 
their appointment as United States ma- 
rine managers of the American Equitable 
of New York, Globe & Republic of 
America, Merchants & Manufacturers 
ot New York, New York Fire. Com- 
bined assets of these companies total 
$93,306,206 and combined policyholders’ 
surplus $49,593,461. 

Addition of these companies, all mem- 
bers of the Corroon & Reynolds Group, 
to those already under management of 
Talbot, Bird & Co., Inc., namely, man- 
agers of the Universal of New Jersey, 
United States managers of the Eagle 
Star, London, England, of the Cale- 
donian of Edinburgh, United States ma- 


rine managers of the Buffalo of New 
York, will augment the facilities which 
‘Talbot, Bird & Co., Inc., will have avail- 


able for insurance of marine risks. 





Reliance Reorganizes 


Home Office Marine Dept. 


The Reliance Insurance Co. announces 
reorganization of the head office marine 
department under the supervision of 
Secretary Harry A, Miller at Philadel- 
phia as follows: 

Archibald Murray as manager and 
John A. Lord and William H. McTott 
as assistant managers. Mr. Murray at- 
tended Rutgers University and has been 
in the head office marine department for 
six years, prior to which he had experi- 
ence in underwriting both in New York 
and Newark, N. J 

Mr. Lord is a graduate of the Uni- 
versity of North Carolina and attended 
Temple University Law School. Sub- 
sequently he graduated from special 
agents training school, and has since 
had broad experience in both marine 
claims and production. Mr. McTott is a 
pret of the University of Connecti- 

‘ where he majored in insurance. Upon 
graduation he joined a Hartford company 
and after brief experience in the inland 
field he has specialized in ocean marine 
for nine years. 





National Cargo Bureau 
Holds Annual Meeting 


The ninth annual meetings of the 
members and directors of National Cargo 
Bureau, Inc. were held on March 22 in 
New York City. 

Vice Admiral George W auchope, exec- 
utive vice president of Farrell Lines, Inc. 
and president of the bureau, presided. 


Inboard Yacht Rate 
Changes by Atlantic Cos. 


The Atlantic Companies of New York, 
in notices to brokers, announce changes 
in inboard yacht rates. Wallace M. 
Roehrig, metropolitan manager, states: 

“1. Rates are reduced 15% on vessels 
valued at less than $5,000. 

“2. The machinery damage exclusion 
clause, where applicable, has heen 
amended so to exclude coverage on ma- 
chinery unless caused by burning, col- 
lision with another vessel, or sinking. 
Formerly these named perils included 
stranding. 

“3. Deductible coverage is now avail- 
able in higher amounts than heretofore. 
Also the minimum deductible has been 
lowered in most classes while maintain- 
ing the same premium credit as previ- 
ously allowed, a distinct advantage to the 
assured. 

“4. Where vessels are used for water 
skiing or similar activities we are con- 
tinuing our policy limitation on inboard 
risks as respects Protection & Indem- 
nity coverage, the maximum being $10,- 
(000/$20,000/$10,000.”” 





He stressed the composite nature of the 
bureau which includes government, 
steamship operators and marine under- 
writers who have joined together for the 
purpose of promulgating and administer- 
ing regulations pertaining to the stowage 
of dangerous and hazardous goods and 
bulk grain cargoes. He stated the mem- 
bers could derive satisfaction from the 
usefulness of the Bureau which is best 
demonstrated by the wide acceptance of 
its services and that they can be proud 
of its achievements. 

During 1959, National Cargo Bureau 
conducted over 35,000 inspections at va- 
rious ports in the United States. 

After presentation of annual reports 
the following directors were elected to 
serve until March 1963: W. H. Curwen, 
Vice Admiral ‘R. A. Gano, USN., G. In- 
selman, G. D. McCarthy, Jr. R. E. 
O’Brien, C. G. Morse, Vice Admiral A. 
C. Richmond, USCG. 

At the directors’ meeting, officers 
elected for the year are: Vice Admiral 
Wauchope, president; Harold Jackson, 
first vice president; Richard W. Berry, 
treasurer. 





Marine Union 
(Continued from Page 1) 
and the United States. Owen E. Barker. 


chairman of the board and president of 
Appleton & Cox, Inc., New York, is a 
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Supporting Argument on N. Y. Bill 


To Expand Premium Financing Field 


A memorandum was issued at Albany, 
N. Y. in support of the bill introduced 
by Senator Van Wiggeren and Assem- 
blyman Curto. The bill amends the 
banking law and the insurance law in 
relation to the premium finance agen- 
cies, insurance premium financing, and 
insurance agents and brokers. 

The memorandum states that 
recognizes: 

1. Increasing need for facilities for in- 
stallment financing of insurance pre- 
miums occasioned, in part, by the in- 
ability of many insureds to pay in a 
lump sum the annual premiums as high 
as $500 for compulsory automobile lia- 
bility insurance, 

2. Absence of any express statutory 
authorization for the conduct of insur- 
ance premium financing. 

3. Absence of any stautory restriction 
on service charges when insurance brok- 
ers utilize the authority given them by 
Insurance Law Section 129. 


Many Charges Too High 


4. Charging of insureds by some pre- 
mium finance agencies, all without sta- 
tutory authority, of rates as high as 
$6.00 per 100, plus a flat charge of $3.20 
on eight month transactions up to $500. 
A simple interest equivalent of more 
than 26% per annum, rates far in excess 
of those which other premium finance 
are presently charge. 

An estimated annual volume of in- 
surance premium financing in New York 
State of $90 million, all conducted with- 
out adequate safeguards to protect the 
consumer or the public interest. 

The companion bills accordingly: 

1. Provide for the licensing and super- 
vision of premium finance agencies by 
the Banking Department at an annual 
license fee of $200. 

2. Permit licensing and supervision of 
insurance agents and brokers by the 
Banking Department to hold premium 
finance agreements of their insureds 
up to a total face amount of $15,000, but 
at a nominal annual license fee of $20. 

3. Prescribe the form and content of 
premium finance agreements to require 
full disclosure and prevents deception of 
insureds. 

4. Authorize and impose service charge 
ceilings of $7 per 100 per annum, with a 
minimum allowed charge of $10 for fi- 
nancing or arranging of financing of in- 
surance premiums by premium finance 
agencies and others under the super- 
vision of the Banking Department. 

5. Prohibit unfair clauses in premium 
finance agreements and require refunds 
of unearned service charges in case of 
prepayment. 


the bill 


Ceilings on Charges by Producers 


6. Authorize the Superintendent of In- 
surance to place ceilings on charges in 
addition to commissions by agents and 
brokers for miscellaneous services to in- 
dividual insureds. 


vice-chairman. Mr. York will head the 
American Institute’s delegation. 

A full program of social events for 
delegates and their ladies is being 
planned. The Institute will honor its 
guests with a dinner on September 12 
and a banquet on September 15 will 
climax the week’s events. 


7. Prohibit insurance companies dc 
ing business in New York from accepting 
premium financing from unauthorize 
premium finance agencies. 

The bills would become effective o; 
July 1, but would permit existing pre 
mium finance agencies to continue j 
business in accordance with the bills hy 
without license until Janus iry 1, 1961. 

“It is the committee’s firm belief tha 
the bills will fill a vacuum in existing 
statutes and will further the interests 
of the consumer, the public and_ bot! 
the underwriting and producing segments 
of the insurance industry,” the mem 
states. “It will make insurance premim 
financing more readily available to the 
consumer at fair rates and create a soun 
legal basis for insurance premium f 
nancing in place of present unregulate 
practices of doubtful legality. 

“The committee is informed that the 
bills have ‘the endorsement of the Insur- 
ance Department, the Banking Depari 
ment and major segments of the pre 
mium finance industry.” 


AUTO THEFT BUREAU MEETS 








National Organization and Eastern Di- 
vision Name Governing Board and 

Bureau Committee Members 
annual meeting of the Nationa 
Theft Bureau was held ir 
this month. The governing 
board is composed of five divisional 
chairmen, who are: Eastern division 
Ward Randol, Motors Insurance Corp.; 
Pacific Coast division, C. M. Marshall, 
Aetna Insurance Co.; Southern division, 
H. R. Lamar, Reliance; Texas division, 
R. A. Hickman, Phoenix Assurance; 
Western division, Fred J. Sauter. Iv 
addition, two members-at-large — were 
elected by the membership. 

The members-at-large are George 5. 
Whowell, Motors Insurance Corp., ant 
Harold C. Davis, New York Underwrit- 
ers Insurance Co. Also elected at this 
meeting was the treasurer, R. Newell 
Lusby, America Fore Loyalty Group. 

President Sauter presented the annual 
report. 

At the annual meeting of the Eastern 
division the Eastern bureau committee 
for the ensuing year: John F. Gilmore, 
Hartford Fire Group; S. Stuart Horton, 
America ‘Fore Loyalty Group; Ward 
Randol, Motors Insurance Corp.; W. L 
Vermilion, Aetna Casualty ‘& Surety; 
H. M. Wardwell, Middiesex Mutual 
Fire; Frank J. Welch, Home Insurance 
Co,, and W. J. Williams, Travelers It- 
demnity. 

Chairman Randol presented the report! 
of the Eastern bureau committee. 


The an 
Automobile 
New York 








Wetherly President of 


Amer. Marine & General 

At the meeting of directors of the 
American Marine and General Insurance 
Co. in New York, R. L. Wetherly was 
elected president to succeed Earl D. Pat: 
ton who continues as a director of the 
company. Mr. Wetherly has been a vice 


president of the company since March, 
1958. 

John F. Smith, secretary of the Amer: 
can Marine and General since May, 1951 
was elected a vice president in addition 

to his duties as secretary. 
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Weisbart Discusses 
Homeowners Policies 


BEFORE NEW JERSEY AGENTS 





NJAIA President at Hudson County “I” 
Day Traces Move Toward Multiple 
Lines; Emphasizes “C” Policy 





Speaking at the morning session of 
the eighth annual “I” Day March 23 
sponsored by the Hudson County Asso- 
ciation of New Jersey Insurance Agents, 
NJAIA President Ira Weisbart, CPCU, 
CLU, told those in attendance at the 
Hotel Plaza, Jersey City, that it was a 
pleasure to go “back to basics.” 

Using this theme of the all-day meet- 
ing as starting point for his talk, Mr. 
Weisbart discussed changes in recent 
years in fire and inland marine policies, 
then turned to homeowner policies. “At 
the beginning,” he asserted, “the main 
problem in writing homeowners policies 
was the fact that 50 state laws did not 
authorize the issuance of policies cov- 
ering both fire and allied lines coverages 
and casualty coverages, even though the 
companies had for years been issuing 
inland marine policies. 


Reviews History of Multiple Line Laws 


“If a company were licensed in the 50 
states and one did not have a multiple 
line law passed,” he continued, “the 
Appleton Rule in New York State said, 
in effect, that any company operating 
in New York could do business only 
in compliance with New York laws, re- 
gardless of where else they wanted to set 
this form of coverage. It was not until 
1949 that New York permitted multiple 
line coverage. This type of coverage 
was not approved in New Jersey until 1955, 
and then only the specific peril type was 
offered. It was not until a year or so 
i the all risk plan was author- 
17ed, 

Mr. Weisbart pointed out that the 
cheapest homeowners’ form covers only 
fire, extended coverage perils, theft, 
additional living expense and compre- 
hensive personal liability. “The other 
specific peril policy covers these perils 
pilus the other perils included in the 
broad form endorsement provided by the 
Fire Insurance Rating Office of New 
Jersey.” 

The premium for both policies are less 
than the cost of individual policies, he 
explained, and added that “now that the 
tates are higher, the cost is comparable 
with the cost of these two policies alone. 

There is no question any longer of 
the advantage of these two policies over 
individual policies. In addition, there is 
no overlapping of coverages possible, nor 
are exclusions based upon more than one 
policy contract in force. 

_ The major disadvantage seems to be 
in the increase of escrow payments made 
necessary by the larger premium on the 
policy in the hands of the mortgagee. 
Whereas in the past, 1/36 or 1/60 of the 
premium of the fire policy on the building 
was added each month to the mortgage 
payments, now 1/36 of the entire pre- 
mum must be added. The conversion to 
homeowners policies many times evokes 
quite a discussion with a homeowner on 
this point.” 

Calling homeowners “C” policy truly a 
Package policy, Mr. Weisbart stressed 
that “it provides all risk coverage for 
dwelling and contents all risk on a world 


wide basis, subject to the usual exclu- 
sions.” 


Purpose of Policy Has Changed 


Originally issued to replace the per- 
sonal property floater for the owner 
*cupant of the dwelling, “it has in many 
cases replaced fire and theft policies as 
well,” Mr. Weisbart declared. Pointing 








out that it has also been used to upgrade 
expiring homeowners “B” policies to 
provide better coverage to the insured, 
he further stated: 

“One of the most important clauses 
in the policy is the $50 deductible clause. 
While all losses over $500 are paid in 
full, many perils not included in the 
usual fire policy and its endorsements 
are subject to this deductible. Now sub- 
ject, also, are losses from burglary and 
holdup. This deductible can be eliminated 
for the small losses, to make it more 
comparable to the personal property 
floater but the cost is so great that in- 
sureds prefer to contribute to the loss.” 

He concluded: “While the minimum 
coverage on a dwelling with the ‘A’ and 
‘P’ forms is $8,000, the minimum of the 
‘C’ form is $15,000. The liability coverage 
on the ‘A’ and ‘B’ forms starts at $10,- 
000 with $250 medical payments while the 
‘C’ starts at $25,000 with $500 medical 
payments. 

“While the ‘A’ and ‘B’ forms provide 
$1,000 of coverage away from the prem- 
ises except when the coverage on the 
dwelling reaches a substantial figure, the 
limit away from premises on the ‘C’ 
policy is the same as on the contents 
in the house.” 





COMPANY DIRECTORS ELECTED 

George Putnam, Jr., partner, Putnam 
Management Co. of Boston and Lane 
Taylor, president of Hamilton Paper Co., 
Miquon, Pa., were elected directors of 
American Mutual Liability at the com- 
pany’s recent annual meeting. 


GENERAL RE. PREMIUMS UP 22% 





Closed 1959 With $59,810,043 Net Written 
Business; Showed Underwriting 
Profits; Investment Income 8% 
Ahead 
Edward G. Lowry, Jr. chairman of 
General Reinsurance Corp., reported to 
stockholders that 1959 operations of the 
company were marked by substantial 
growth in premium income and continued 

profitable underwriting. 

Net premiums written increased 22% 
to $59,810,043 from 49,184,920 in 1958. 
The composite underwriting ratio was 
93.71%, compared with 94.45% in, 1958. 

Statutory underwriting profit was 
$332,760, after absorbing an increase of 
$7,163,700 in unearned premium reserve. 

The company’s net investment income 
amounted to $4,010,094. This represented 
an 8% gain over the previous year’s 
$3,709,794. F 

Total assets at year-end were $159,- 
910,330, as against $143,240,160 at the end 
of 1958. Beene 

Policyholders’ surplus totaled $54,051,- 
523, an increase of $2,840,854 over the 
previous year-end, and a new high for 
the company. 





R. L. Oare, Emmco’s Chm., 
Killed in Indiana Plane Crash 


R. L. Oare, prominent banker of South 
Bend, Ind., who was chairman of the 
board of Emmco Insurance Co. of that 
city, was killed last week when the 
Northwest Airlines prop-jet in which he 
was a passenger exploded in the sky near 
Tell City, Ind. and crashed in a farm 
field. He was one of 63 persons who met 
their death. 

(Mr. Oare was widely known in mid- 
west banking and insurance circles, being 
chairman of the board of the First Na- 
tional Bank & Trust Co. of South Bend. 








: SERVICE 
IS OUR NAME! 


Public Service has shown a very steady and 


significant growth over the years. 


Hempstead Office 
138 Front St., 
ROBT. ZMOOS, Rep. 


New Rochelle Office 
245 Huguenot St., 
WM. E. BYRNE, Rep. 


This has been built in large measure on 
what our name signifies — Service. 
Shouldn’t you consider our service? 


20% DEVIATION — General Liability All Forms 


Rochester Branch 
10 Gibbs St., 
WM. C. VAN VECHTER, 
Manager 


Buffalo Office 
907 Morgan Bidg., 
JOS. MURPHY, Rep. 





10% DEVIATION — Automobile, 
and Property Damage Liability: all classes 


15% DEVIATION — Fire and Allied Lines 


Bodily Injury 


SPECIAL DIVIDEND PAYING — Workmen’s 


Syracuse Office Compensation 
813 State Tower Bldg., 
JAS. E. MacCOLLUM 
o Neto 8 
ublic Sewice 
MUTUAL INSURANCE COMPANY 
36 years of public service 
WM. E. DANDRIDGE 


Agency Supt. 





Deviations and Dividends shown for New York State; 


HOME OFFICE: 10 COLUMBUS CIRCLE, NEW YORK 19, N. Y. 


. . » for other states, write New York office 


Hardware Mutuals’ New 

Auto Plan Introduced 
IS INDEPENDENT OF BUREAU 
Hardware Dealers Mutual’s Sentry Pol- 


icy Approved in 13 States; Features 
No Merit Rating Penalties 





Hardware Mutuals have elected an 
independent course in writing private 
auto Hardware 
Dealers Mutual Fire has won approval 
of its new, broad Sentry auto policy 
form, and low independent rate struc- 
ture, in 13 states and is moving to 30 
more as rapidly as filings may be com- 
pleted. 

Hardware Mutual Casualty will con- 
tinue to participate in the Mutual Rat- 
ing Bureau, according to James P. 
Jacobs, executive vice president. 


passenger insurance. 


Marketing Approach Eliminates Policy 
Loopholes 


In the first 13 states, Hardware’s Sen- 
try auto flat rates have been pegged 
slightly above National Bureau and Mu- 
tual ‘Bureau’s minimum “safe driver” dis- 
count rates. But, with the Sentry auto 
policy, there are no merit rating pen- 
alties. Sentry auto rates are believed to 
be below, or competitive with the major 
independents’ rates. 

Plugging traditional loopholes, the 
new Sentry auto policy includes virtu- 
ally every coverage offered by bureau 
companies, or by major independents, 
plus a few extras, Mr. Jacobs said. 

Like the bureaus’ “special” package 
auto policy, Hardware’s auto policy will 
offer single liability limits of $25,000 for 
bodily injury and property damage per 
occurrence, contrasted with traditional 
separate limits of $10,000 bodily injury 
per person, $20,000 bodily injury per 
occurrence, and $5,000 property damage. 
Other features include: 

1.) Elimination of common premium 
penalty for private passenger auto own- 
ers who drive to and from work. 

2.) Elimination of liability exclusion 
pertaining to claims by policyholder’s 
relatives. This exclusion is common to 
most other package auto policies. 

3.) Waiver of deductible when any 
collision damage results from striking 
any game or domestic animal or fowl, 
and in most states waiver of deductible 
when striking another car insured with 
a Sentry policy. 

4.) Combination of second car and 
compact car discounts, offering up tu 
321%4% total discount to families with no 
male driver under 25. 

5.) Payment up to $200 for personal 
effects stolen from a locked car. 

6.) Medical expense protection in- 
cluded automatically in the liability 
package. Uninsured motorists protection 
is automatically included in most states. 

Rates are for a full year, and may 
not be increased at the end of six 
months because of traffic convictions or 
claims. While the Sentry auto policy is 
not dividend paying, anticipated opera- 
tional savings are calculated in the low 
initial premium. 


Independent Rates Tested in Wisconsin, 
California 


Hardware first filed independent rates 
five years ago to meet strong price 
competition in Wisconsin, and in Cali- 
fornia in 1959 following introduction of 
the bureau “safe driver plans.” 

In establishing the new low Sentry 
rates, Hardware Mutuals have taken 
into consideration the companies’ favor- 
able experience in attracting desirable 
private passenger auto risks at low rates 
in Wisconsin and California, Mr. Jacobs 
disclosed. 

As direct writers, with a high degree 
of experience in automated data proces- 
sing, Hardware Mutuals are confident 
that they can maintain low rates com- 
petitive with other independents. A 


substantial, localized newspaper adver- 
tising campaign is spearheading intro- 
duction of this policy in key metropol- 
itan areas as each state approves. 
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Shackelford, Roby Among Executives 
Recently Promoted by The Travelers 


A number of major promotions and 
appointments in The Travelers were an- 
nounced recently by President J. Doyle 
DeWitt following a special meeting of 
the board of directors held immediately 
after the annual stockholders meeting 

George H. ag -lford was named vice 
president of Th Travelers in charge of 
the life, scsaieek and health agency de- 
partment and Virgil V. Roby who has 


been serving as vice president in The 





VIRGIL V. ROBY 

Indemnity and The Charter 
elected vice president of 
and appointed head of 
casualty-fire agency de- 


Travelers 
Oak Fire was 
The Travelers 
the combined 
partment. 

Named ‘second vice pesidents were T. 
Shad Medlin, life, accident and health 
agency department; George H. Cosby, 
Jr. and George M. Douglass, fidelity and 
surety division of the casualty under- 
writing department. Blair J. Wormer 
was named secretary and G. Roger 
Wheeler, assistant secretary. 

At the same time it was announced 
that Alfred E. DuPlessis, formerly sec- 
retary, data processing department, has 
been transferred to the methods and 
planning department as secretary. 


Careers 


Mr. Shackelford joined The Trav- 
elers in 1946 as a field assistant at the 
Richmond branch office and four years 
later was named assistant manager there. 
He became manager, life, accident and 
health lines, at the Rochester office in 





T. SHAD MEDLIN 


1952 and was transferred in that po- 
sition a year later to Houston. In 1956 
he came to the home office as assistant 
superintendent of agencies and was 
named superintendent of agencies in 
1957. He was named a second vice pre- 
ident in 1958. 

Mr. Shackelford graduated from the 
University of Richmond and served in 
the U. S. Marines from 1941 to 1946. He 
was released from active duty with the 





GEORGE H. SHACKELFORD 


rank of major, and now holds the rank 
of Colonel, USMCR (Ret.) 

After joining the company in 1926 as 
a special agent at Indianapolis, Mr. Roby 
was appointed assistant manager there 
in 1928. A year later, he went to Denver 
as manager of that branch office and in 
1931 he was transferred in the same ca- 
pacity to Minneapolis. He was named 
assistant superintendent of agencies in 
1946 and superintendent of agencies in 
1949. His vice presidential appointment 
was made in 1951. Mr. Roby received a 
B.A. degree from Butler University. 

Mr. Medlin became associated wth 
Travelers in 1937 when he joined the 
Little Rock branch office as field as- 
sistant. 

Mr. Cosby joined the company’s claim 
department at Richmond in 1924 and 
served at various branch offices until 
1950 when he came to the home office. 

Mr. Douglass was first with The Trav- 


elers in 1942 as a supervising under- 
writer in the fidelity and surety division 
of the casualty underwriting depart- 


GEORGE H. COSBY, JR. 


Ins. Professor Criticizes 


Meaningless Policy Wording 

The habit of insurance companies of 
continuing to use wording in policies 
after case law has made it meaningless 
was criticized by Dr. William T. Bead- 
les, CLU, professor of economics, Illinois 
Wesleyan University before a recent 
meeting of the Indianapolis A. & H. As- 
sociation, 

Taking the typical permanent and total 
disability rider for a life policy as one 
example, Mr. Beadles traced the altera- 
tions in its interpretation by the courts 
until, in effect, according to the speaker, 
it is actually a total disability clause 
with a four to six months waiting period. 
“Yet as late as three years ago,” he 
reported, “a survey disclosed that the 
vast majority of major companies writing 


the rider are still using wording that 
case law has totally abrogated.” 
“Double Indemnity’ is another ex- 


ample,” he said, “In the first place, since 
a life insurance contract is not a con- 
tract of indemnity, how can it have a 
‘double indemnity’ clause attached? Fur- 
ther, while such coverage is often re- 
ferred to as ‘accidental death benefits,’ 
the wording usually refers to ‘accidental 
means,’ except that the courts have in- 
terpreted any accidental death as by 
accidental means. 

“The commonly-used wording for this 
clause has no legal force at all, and 
yet companies continue to use it. As a 
teacher of insurance, it is amusing to me 
to watch the changing interpretati on of 
policy wording while policies continue 
to use the old, now-meaningless phrases.” 


Nationwide Insurance Holds 


Policyholder Advisors Meet 


Seventy delegates from 19 states and 
the District of Columbia met at Co‘'um- 
bus, Ohio March 24-26 for Nationwide 
Insurance’s ninth annual conference of 
policyholder advisors. 

The delegates, chosen from among Na- 
tionwide’s 2,250,000 policyholders, dis- 
cussed company policies and goals and 
made recommendations to management 
Full-day sessions were held March 24 
and 25 with a half-day concluding ses- 
sion on March 26, 

Top company executives, headed by 
President Murray D. Lincoln, addressed 
the delegates, who were then organized 
into committees to study various aspects 
of the company’s operation. Changes 
proposed by the committees were dis- 
cussed at a plenary session March 25. 





ment, 

Both Messrs.Wormer 
joined The Travelers in the fidelity and 
surety division of the casualty under- 
writing department; Mr. Wormer as a 
chief surety underwriter in 1940 and 
Mr. Wheeler as an assistant underwriter 


in 1941. 


and Wheeler 





GEORGE M. DOUGLASS 


AetnaC. &S., Standard 
Fire Report 1959 Gains 


PREM. INCOME UP $32 MILLION 
President Beers Notes Underwriting 
Profit, but Stresses Further Steps to 
Correct Auto B.I. Losses 


President Henry S. Beers, in the an- 
nual stockholders report, disclosed that 
combined operations of Aetna Casualty 
& Surety and The Standard Fire for 
1959 amounted to a premium income of 
$339,033,000 as compared with $306,771,- 
000 in 1958. 


Unearned Premiums Increased $16,466,000 — 


The increase in premiums was $32,262 
000. Insurance expenses, not including 
loss adjustment expenses and taxes, ab- 
sorbed 31.3% of written premiums, com- 
pared with 32.5% in 1958. Unearned pre- 
miums increased $16,466,000, 
with an increase of $12,421,000 in 1958 

“Our casualty, 
tions,” Mr. Beers stated, “resulted in an 
improved underwriting gain despite the 
considerable increase in unearned pre- 
miums. The automobile bodily injury 
line, which has shown such bad results in 
recent years, is still showing substantial 
underwriting losses; further corrective 
steps are necessary. In other lines of in- 
surance, the underwriting results were 
generally good, except for a small under- 
writing loss in workmen’s compensation 
insurance.’ 

In comparing consolidated earnings, 
Mr. Beers noted that underwriting profit 
for 1959 stood at $2,054,767 compared 
with $841,304 the previous year. Total 
earnings amounted to $14,772,933 in rela- 
tion to the 1958 figures of $11,735,983 
Earnings after Federal tax for 1959 were 
$10,556,189. In 1958 they totaled $7,497,- 
O58. 

In each of the last two years, $600,000 
has been charged against underwriting 
profits in order to build up a reserve for 
catastrophe losses. At the end of 1959 
this reserve stood at $1,200,000 and was 
included in Mr. Beers’ report under 
“other liabilities.’ 

Surplus of Aetna Casualty & Surety 
increased $7,195,248 to $96,437,232, and 
contigency reserve from $102,525,000 to 
$116,935,000. The increase of $14,410,000 
represents net appreciation in stock val- 
ues, adjusted for profit and loss on sales, 
Mr. Beers concluded. 





False Auto Ins. Data to 
Bring Stiff Penalties in Md. 


Promising harsh treatment for motor- 


ists found to have falsified their auto- 
mobile applications, Maryland Commis- 
sioner of ‘Motor Vehicles, John R. 


Jewell, has launched an investigation to 
ferret out drivers who lie about having 


insurance in applying for automobile 
tags. 
In 1959 the Unsatisfied Claim and 


Judgment Fund was augmented as 10% 
of the applicants for Maryland regis- 
trations admitted that their cars were 
uninsured and paid the required $8 con- 
tribution. So far this year, only 2% of 
the applications have been accompanied 
by the payment, prompting Mr. Jewell’s 
warning: 

“Those who have answered the insur- 
ance question erroneousiy will be prose- 
cuted to the full extent of the law.” 
Cheaters are subject to fines up to $500, 
imprisonment up to a year or both. 


Raise Va. UM Penalty Charge 


Before its adjournment recently, the 
Virginia General Assembly agreed to 
raise the penalty charge for uninsured 
drivers from $15 to $20 annually. 


At the same time the bill relieves the 
Division of Motor Vehicles from its 
present responsibility of investigating 


each driver’s statement that he carries 
liability insurance at the time he buys 
license plates. : 

This fee nage is applicable beginning 
with the sale of new license plates this 
month. 
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Stock Casualty Men 
Active as Speakers 


FOR 30TH ANNUAL SAFETY MEET 





Greater N, Y. Safety Council’s Five-Day 
Convention and Exposition Starts 


March 28 at Hotel Statler 





Representatives of the stock casualty 
insurance industry are scheduled to play 
a prominent part in the 30th annual 
safety convention and exposition of the 
Greater New York Safety Council at the 
Hotel Statler, March 28-April 1. 

More than 8,000 persons are expected 
to be present at the convention’s 53 ses- 
sions to study ideas and techniques in the 
field of accident prevention and to visit 
the more than 100 booths 
safety equipment. 

A substantial number of stock cas- 
ualty insurance men will participate in 
the convention’s program beginning 
Monday. At the morning session on home 
safety, Harry Veditz of Maryland Cas- 
ua.ty, will discuss “Are You Prepared?” 


Blaisdell to Serve as Chairman Monday 


Paul H. Blaisdell, Insurance Informa- 
tion Institute, will serve as chairman of 
the traffic safety session on Monday 
afternoon. Mr. Blaisdell is also sched- 
uled to speak on “Maintaining Interest 
in Fleet Safety in the 60's” at the com- 
mercial vehicle session on Thursday. 

John P. Fahy, Hartford Accident & 
Indemnity, will discuss “Utilizing In- 
surance Carriers in Your Inspection Pro- 
gram” at Tuesday’s meeting on inspec- 
tion techniques that work. 

William H. Berry, America Fore In- 
surance Group, will be chairman at the 
Tuesday afternoon session on fire pro- 
tection. Warren K. Doherty, Fidelity & 
Casualty, will serve as chairman at the 
Wednesday morning session on training 
for safety, and James C. Roumas, Asso- 
ciation of Casualty and Surety Cos., will 
be chairman of the industrial health ses- 
sion, 

Jerome C, Flato, Hartford Accident & 
Indemnity, will discuss “In-Plant Con- 
trol of Hazardous Materials” at this 
meeting. Erica Koehler, America Fore 
Loyalty Group, will be chairman of the 
industrial nursing meeting on Wednes- 
day afternoon, and Walter J. Stubbs of 
The Travelers will serve as chairman at 
the pier safety session on Thursday 
afternoon. 

Herbert P. Schoen, Hartford Accident 
& Indemnity, will participate in a panel 
discussion on “Seldom Recognized but 
Frequently Costly Exposure” at the in- 
dustrial liability session on Friday morn- 
ing. 

Stock casualty insurance men are serv- 
ing on each of the eight committees 
directing the conference. They serve 
as chairman on two of these committees. 
Conference committees and their stock 
casualty insurance representatives are: 


displaying 


Conference Committees 


Executive Committee: O. P. Peters, 
Employers’ Group and Arthur F. Fuller, 
Aetna Insurance Group, general vice 
chairmen; Thomas H. Appert, General 
Accident, Fire & Life Assurance Corp.; 
R. B. Jordan, The Home Indemnity Co.; 
Frank E, Palmieri, Springfield-Monarch 
Companies. 

Advisory committee: William C, Cra- 


ger, Royal-Globe Insurance Group; 
George E. Decker, Aetna Casualty & 
Surety; Edward A. Fullarton, The 


Travelers; Carl F. Olander, American 
Insurance Group. Mr. Olander is also on 
the finance committee. 
Arrangements committee: H. W. 
Becker, The Home Indemnity Co., vice 
chairman; Michael J. Dicks, A. L. Lopez, 
M. Victor Raia, Russell Maggiore and 
John C. Woods, Royal-Globe Insurance 
Group; Edward B. English, Aetna Cas- 
ualty & Surety; James M. Farrell, Mary- 
land Casualty; E. Henry Lamwers, Loy- 
alty Group; John Meldrum, Arthur 
Jacikoff, Aetna Insurance Group; Ernest 
]. Peterson, Fireman’s Fund; Alvin I. 
Oung, American Insurance Group. 
Program Committee: Robert Hagopian 


PUBLISH AUTO INS. BOOKLET 
Kemper Companies’ Field Staff Adjusters 
Receive 272-Page Booklet Explaining 
Auto B.I. & P.D. Policies 

A 272-page automobile insurance book- 
let has been published by the Kemper 
companies’ claim training division for 
reference use by field staff adjusters. 
The booklet is divided into eight sec- 
tions, the first of which provides a his- 
torical review of the development of 
auto insurance coverages. 

The other seven sections are devoted 
to thorough explanation of the policies 
most used by the Kemper companies in 
writing automobile liability and physical 
damage insurance. Each of these sec- 





and James C. Roumas, Association of 
Casualty & Surety Cos., William J. Hy- 
land, The Travelers, vice chairman; 
Erica J. Koehler, America Fore Loyalty 
Group; Walter J. Stubbs, The Travelers. 

Exhibit Committee: Mr. Fullarton, 
chairman, also Mr. Appert; Warren K. 
Doherty, Fidelity & Casualty of New 
York and H,. A. Goodyear, Fireman’s 
Fund Indemnity. Mr. Fullarton is also 
on the dinner committee. 

Promotion Committee: Mr. Jordan and 
Lawrence W. Lindsley, The Home In- 
demnity Co. 


tions is preceded by a topical outline of 
principal headings for easy reference as 
well as a photocopy of the standard pol- 
icy form in current use. 

Text material in the booklet has been 
developed through the years for use in 
training courses for adjusters and for 
announcement of policy revisions. It 
was assembled in booklet form at the 
request of the Kemper group field staff. 

The booklet was prepared under the 
direction of claim training supervisor 
Floyd O. Terbell. He was assisted in the 
project by Ben C. Campbell and George 
H. Tinker of the Chicago home office 
staff and by Roland Segalini of the New 
England department office. 


HERBERT A. GLENSOR DIES 

Herbert A. Glensor, age 50, superin- 
tendent of casualty underwriting for the 
Atlantic Companies in the Charlotte, 
N. C. office, died suddenly last week at 
his home. 

Mr. Glensor had been with Atlantic 
since 1945 serving as underwriter in the 
compensation and liability department 
and as manager of the Group disability 
department in the New York home 


office. He was transferred to Charlotte 
in 1955, 


Ernest Palmer Resumes Law; 


Father a Popular Ins. Figure 


Ernest Palmer, Jr. has resumed the 
general practice of law with the Chicago 
firm of Schuyler, Stough & Morris. 

Son of former Illinois Insurance Di- 
rector and popular NAIC figure Ernest 
Palmer, Mr. Palmer is a graduate of 
Amherst College and Northwestern Uni- 
versity Law School. Recently he was 
with the trust department of the City 
National Bank in Chicago and was form- 
erly in general law practice at Fort 
Madison, Iowa and Chicago. 

Mr. Palmer, who served as a lieutenant 
commander in the Navy during World 
War II, has been a member of the Iowa 
House of Representatives and was a Re- 
publican primary candidate for Gov- 
ernor in Towa in 1954. 





PEERLESS APPOINTS RISINGER 
The Peerless Insurance Co, has ap- 
pointed Mervil R. Risinger as special 
agent in Michigan. Mr. Risinger will 
assist Joseph F. Boyland, resident vice 
president of the Grand Rapids branch 
office in the development of fidelity, 
surety and burglary lines. 





You'll enjoy “THE TWENTIETH CENTURY,” Sundays, CBS-1+ 


PLAIN 
TALK 


nilential 


\ 


there are 
two magnets 4 
in this picture 


Everybody knows that the object on the right is a magnet. But, 
this handy Prudential booklet, “Plain Talk on the New Social 
Security Law” is also a magnet—a modern, up-to-date client 
magnet! It’s another valuable sales aid that you can obtain from 
Prudential’s Brokerage Service to help you attract life clients. 
It is filled with the answers to many Social Security questions. 
And you'll find it a fine way to make new friends for your 
business. It’s another example of how Prudential’s Brokerage 
Service helps you to win your share of the growing life insur- 
ance market. Just send this coupon for your free sample copy 
of “Plain Talk on the New Social Security Law.” 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


TO OVER 35 


MILLION AMERICANS—INSURANCE MEANS PRUDENTIAL 


: OK. Let's have it straight: 


NAME-— 


ADDRESS 











TO: BROKERAGE SERVICE. 
THE PRUDENTIAL, NEWARK I, N, J. 


C0 Please send me a sample copy of 
“Plain Talk on the New Social 
Security Law.” 


(J! would like to know more about 
Prudential’s Brokerage Services 
and how they can make insur- 
ance sales easier for me. 
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EASTERN 
CASUALTY — FIRE 
POSITIONS 
$15,000—$7,000 
Casualty Claims Mor. $15,000 
Multiple Line Br. Claims Mgr. 10,000 
Casualty Jr. Actuary 10,000 
Casualty Underwriting Supv. 9,000 
Fire Under. Supervisor 9,000 
Fire/Marine Jr. Law. Supv. 7,500 
Junior Marine Underwriter 7,000 


Listings typical of Fire—Cas- 
ualty—Life—A &H openings in 
all sections of the country. To 
receive our brochure “HOW 
WE OPERATE," we suggest you 
fill in the coupon below. All in- 
quiries given confidential han- 
dling. 





PLEASE SEND ME YOUR BRO. 
CHURE "HOW WE OPERATE" 











FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 
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E. KEMP CATHCART TO RETIRE 


Maryland Casualty V. P. in Charge of 
Bonding Ends 43-Year Company 
Career March 31 

E. Kemp Cathcart, vice president in 
charge of bonding for Maryland Casualty 
will retire March 31 after 43 years of 
service. William T. Harper, chairman of 
the board and president of the company, 
announces. 

A native of Baltimore, Mr. Cathcart 
received his law degree from the Univer- 
sity of Maryland and engaged in 
private practice before joining the Mary- 
land in September, 1917. After various 
field assignments, he became manager of 
the bonding department of the New York 
office. In 1935 he returned to the home 
office as director of the bondings claim 
division and in November, 1944, was 
elected a vice president. 

Mr. Cathcart has contributed articles 
to the American Bar Association, Inter- 
national Association of Insurance Coun- 
sel, Mississippi Law Journal and the 
C asualty & Surety Journal 

He has served as chairman of the exec- 
utive committee of the Surety Associa- 
tion of America and also of the advisory 
committee of the Association of Casual- 
ty & Surety Cos. He is a former mem- 
ber of the International Association of 
Insurance Counsel, the American Bar 
Association and the Lawyers Club. He 
belongs to Baltimore Country Club and 
Merchants Club of Baltimore. 





DANIEL JACQUINT APPOINTED 


Daniel Jacquint has been appointed as- 
sociate general counsel for Federal Life 
& Casualty. Mr. Jacquint had been as- 
sistant general counsel for Federal for 
the past four and a half years. Prior to 
joining the company, he was an insurance 
policy examiner for the New York State 
Insurance Department. Mr. Jacquint is 
a graduate of the Wharton School of the 
University of Pennsylvania and the 
Syracuse University College of Law. 


Heavy Construction 
Contracts to Climb 


N. Y. BOND UNDERWRITERS TOLD 





Economist J. H. Webber Cites Reasons; 
Calls Bond Underwriter’s Advice to 
Contractor in Rising Trend a “Must” 





Heavy construction contracts will set 
a new high in 1960 and will keep climb- 
ing in 1961, James H. Webber. economist 
for Engineering News-Record and other 
McGraw-Hill publications, told the As- 
sociation of Bond Underwriters of New 
York City at its recent monthly meeting. 
There are a variety of reasons for this 
forecast, Mr. Webber explained, and 
cited the following: 

A record of $120 billion of projects 
are now in the planning stage; new 
work proposed in 1959 indicates a much 
bigger vear ahead for industrial and 
commercial building; a record half year 
for highways and bridges; a big gain in 
sewerage, and an upturn in school con- 
struction, with the latter already off to 
a fast start in 1960; the end of the steel 
strike with readily available supply and 
scattered price cuts encouraging owners 
to go ahead with new projects, making 
this “a good time to buy” because costly 
delays and price premiums are very wn- 
likely. 

Names Offsetting Factors 


There are some offsetting negative 
factors, said Mr. Webber. “Public 
buildings, dams, irrigation and water- 


ways will remain below their respective 
peaks, reflecting a drop in state and 
local public works proposed during 1956- 
1958 which is now catching up with con- 
tracts because of long time lag. 

“But this will wash out by 1961. An- 
other negative factor is tight money, 
with the demand for capital continuing 
to outrun supply for construction. The 
gap will not be as great as in 1956-57, 
so the 1960 capital squeeze will have a 


more moderate impact on construction 
business than the 1956-57 credit strin- 
gency.” 


Contractor competition is probably the 
keenest in two decades, Mr. Webber 
pointed out. “The reasons? Contracting 
capacity is far greater than the amount 
of work available, despite the record 
contract volume. Some major markets 
are well below the peak volume handled 
by contractors; industrial highways, for 
example. 

“Contractors are ranging farther 
afield, broadening their scope geographi- 


cally and by types of work handled in 
order to maintain volume. The result 
is a tight competitive race which to 


some observers appear to be worse in 
1960 than at any time since depression 
davs. 

“Examples of this,” he continued, “are 
more bidders but lower prices on high- 
ways; engineers ‘chase’ bids down now, 
instead of up; building contractor selling 
price indexes stabilize; school costs drop. 
All this in the face of record high costs 
of basic materials, labor, list prices of 
equipment and very high interest rates 
on borrowed working capital.” 


Contractor Must Conserve Working 
Capital 


The question of survival is pertinent, 
Mr. Webber stated and asked: “Who 
can realize profits? The realistic bidder 
who takes advantage of the best oppor- 
tunity in years to maximize managerial 
and labor productivity in a period of ris- 
ing business. Materials, labor and equip- 
ment are readily available, but the con- 
tractor must conserve his working cap- 
ital. 

“More contractors are running into 
trouble this year. In contrast to 1959's 
first reduction in contractor failures in 
years, failures were up 10% over last 
year during the first two months of 
1960. 

“The bond underwriter has his job 
cut out for him in guiding and strength- 
ening the contractor,” added Mr. Web- 
ber. “His sound advice is particularly 
essential now so that his client will not 
dangerously waste his financial resources 
or over-extend himself, to the harm of 


END PACIFIC INDEMNITY CASE 





Company Signs Agreement With Cali- 
fornia League of Independent Insur- 
ance Producers to Reimburse Agents 
Pacific Indemnity Co. agents who are 

plaintiffs and assignors for actual com- 

mission losses they have suffered since 

March 1, 1958, will be reimbursed by the 

company. This is the agreement reached 

with Joseph L. Alioto, 

California League of 

surance Producers it was announced 

after dismissal of the current antitrust 
litigations in San Francisco. 

League President Roger Chickering 
said that in the future, Pacific Indemnity 
“will attempt in good faith to negotiate 
automobile commission contracts individ- 
ually with the same agents. Negotiations 
will be carried out at the company’s 
offices in Los Angeles, San Francisco 
and Oakland. Complete details will be 
sent to participants as quickly as pos- 
sible.” 

The restoration of individual pro- 
ducer’s rights to negotiate with individ- 
ual companies for commission levels that 
are satisfactory to both without the in- 
terference of ‘other companies or pro- 
ducers in such negotiations, has been es- 
tablished, league officials stated. It was 
further stated: 

“Tt is up to each producer to determine 
his own damages, but it has been tthe 
policy of the league from the outset to 
minimize this question.” 

League officials concluded that many 
agents and brokers involved in ‘this ac- 
tion would waive all damages, “if they 
can be assured of preservation of their 
individual right to negotiate commission 
levels.” 


attorney for the 
Independent In- 





AMER. MUTUAL LIABILITY GAINS 





Company’s Net Writing Total for 1959 
At $76,392,000; $4.6 Million Increase 
Puts Assets at Highest Point 


All-time highs for premium income, 
assets and investment earnings were 
attained by American Mutual Liability 


during 1959. 

In reporting these facts at the com- 
pany’s recent annual meeting at the 
home office in Wakefield, Mass., Presi- 
dent Charles E. Hodges cited 1959 as a 
period that was outstanding in the com- 
pany’s history for growth and expansion. 
Net premium writings, he revealed, 
oo $78,392,000 which represented a 

9.54% increase over 1958. 

Gains were made in all lines written 
by the company. Workmen’s compensa- 
tion was up 5.56% over 1958; automobile 
insurance, the company’s second largest 
line, increased 13.28%; liability other 
than automobile was up 14.54%; group 
insurance showed a 15.22% rise. 

Assets as of December 31 amounted 
to $166,882,000, a gain of $4,599,000 over 
1958, highest in company history. With 
88% of total assets being invested in high 
grade securities, the company’s portfolio 
provided a yield of 3.6% on mean in- 
vestment. At year end, surplus to pol- 
icyholders amounted to $33,113,000 or 42% 
of premium writings. 

An increase in over-all loss ratios was 
experienced during the year. On work- 
men’s compensation President Hodges 
said that an increase in industrial acci- 
dent frequency, which reversed a long- 
term down trend, had been a prime con- 
tributing factor to the increased losses. 
Attention was also called to the fact that 
29 states had amended their workmen’s 
compensation laws to provide higher 
benefits. 





VIEW BURGLAR ALARM SYSTEM 


The Twin City Casualty Underwriters 
Association was shown a demonstration 
of burglar alarm systems at a recent 
meeting in ‘St. Paul. 





both the construction and 
industries.” 

John F. Cannon, Excess and Treaty 
Management Corp., association presi- 
dent, presided over the meeting, Joseph 
A. Carretto, Standard Accident intro- 
duced the speaker. 


the surety 


Pacific Employers Cos. 
Show Higher Earnings 


EQUAL TO $1.79 PER SHARE 


Combined Admitted re Set New 
Mark of $42,505,579; Montgomery 
Sees Favorable Casualty Future 


Higher earnings, plus all-time highs 
in premiums written, assets, and capital 
and surplus accounts have been reported 
for 1959 by the Pacific Employers Group 
Angeles. 

President Victor Montgomery an- 
nounced that earnings for the past year 
amounted to $680,438, equal to $1.79 per 
share on the 380,000 shares of Pacific 
Employers stock outstanding, compared 
with 1958 figures of $628,855 and $1.65 


Group Net Premiums Increased 


of Los 


Total net 
group, comprised of Pacific Employers, 
California Union, Allied Compensation, 
Meritplan and California Food {ndustry 
Insurance Co., reached an all-time high 


of $30,184,444, an increase of $2,342,102 
over 1958. Combined admitted assets set 
a new mark of $42,505,579, $2,037,000 over 
1958. 

The capital and 
creased by $162,: 
$9,321,568, indicating a 
$24.53 for each share compared with 
$24.10 at the end of 1958. This figure is 
raised to more than $29.72 per share 
when credit is taken for the equity in 
unearned premium reserves on account 
of prepaid expenses. The comparable 
figure in 1958 was $28.80, Mr. Mont- 
gomery said. 

In a breakdown of distribution of busi- 
ness by line, Mr. Montgomery reported 
the following percentage increases of net 
premiums written for 1959 as compared 
with 1958: Workmen’s compensation, 
3.5%; automobile, 20.4%; general lia- 
bility and property, 19.1%; other casu- 
alty insurance, 15% 


premiums written by the 


surplus account in- 
521 in 1959 to new high of 
book value of 


Meritplan Shows Greater Gain 


Meritplan showed the greatest percent- 
age gain in premiums written by the 
Group companies, climbing 27.1% over 
1958. Pacific Employers premiums in- 
creased by 11.5%, and California Union 
increased 8.2%. California Food Indus- 
try Insurance Co. which commenced 
operations early in 1959, wrote $434,092 
in net premiums by the end of 1959. 

Mr. Montgomery also reported prog- 
ress in the Group’s effort to expand 
operations on a nation-wide basis. Pre- 
miums amounting to $10,011,565 were 
written in states other than California, 
an improvement of 22.04% over 1958. 
Currently, only Pacific Employers does 
business outside of California, although 
Mr. Montgomery said that plans are well 
underway to extend the operations of 
some of the other companies to addi- 
tional states. 

In his annual report, Mr. Montgomery 
referred to adverse conditions which 
have prevailed in the casualty and fire 
insurance industry in the past 3% years. 
“The latter part of 1959,” he said, “saw 
a definite improvement in underwriting 
conditions throughout the industry, and 
the future looks favorable.” 


Cornfield New Detroit Mgr. 
Of Indemnity of No. America 


Robert J. Cornfield has been appointed 
manager for Indemnity Insurance Co. 
of North America in Detroit. The at- 
nouncement was made by ‘William P. 
Arnold, Jr., production secretary. 

Mr. Cornfield joined INA as a special 
agent in 1939. Twelve years later he was 
appointed assistant manager in the Rich- 
mond, Virginia service office. In 1953 
he was appointed manager in the Atlan- 
ta, Georgia service, office. : 
’Mr. Cornfield, who is a graduate 0 
University of Pennsylvania Wharton 


School, was formerly a statistician with 
the Pennsylvania Insurance Fund. 
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J.§. KEMPER AGENCY NAMES V.P. 





He is H. A. Buffalo Formerly in U. S. 
State Dept. Foreign Service; Has 
Had Distinguished Career 
Harvey A. Buffalo of Little Rock, Ark., 
has retired from the U. S. State Depart- 
ment foreign service to accept a position 
ys vice president and executive secre- 
tary of the James S. Kemper & Co, in- 
surance agency, Chicago, 
' Mr. Buffalo joined the U. S. Foreign 
service in 1946 and has served on em- 
bassy staffs in Hungary, France, Egypt 
and Brazil. His most recent State De- 
partment assignment was concerned pri- 
marily with United States participation 
in international conferences. 
He was the department’s representa- 
tive and senior liaison officer to the 
tenth commemorative session of the 
World Health organization and the 11th 
World Health assembly held in Minne- 
apolis in 1958. : 
Mr. Buffalo also served as an adviser 
to the U. S. delegation to the 13th gen- 
eral assembly of the United Nations and 
was the department’s senior representa- 
tive at the 12th assembly of the Inter- 
national Civil Aviation organization in 
San Diego last year. 
Prior to World War II, he was as- 
sistant regional director of the Surplus 
Marketing Administration program for 
13} Southern states with headquarters in 
Dallas. Later he was director of field 
operations for the entire program at 
Washington. 
Mr, Buffalo served with the army 
engineers in the southwest Pacific for 
four years during World War II and 
emerged with the rank of lieutenant 
colonel. 





925 MILLION CUT IN PREMIUMS 


State Farm Mutual to Reduce California 
Auto Rates Based on New 
Accident Study 

State Farm Mutual, one of the nation’s 
largest auto insurers, will cut $2,500,- 
(0 from its California policyholders’ 
10 premium bill, Edward B. Rust, 
president announces. He said the sav- 
ings will result from rate reductions for 
many motorists, pyramided discounts and 
anew driver classification plan. 

More than half of State Farm’s 640,- 
(0 policyholders in California will qualify 
ior lower rates. Although about 18% 
will pay the same rates and 28% will pay 
higher rates, the net result will be an 
estimated $2,500,000 reduction in State 
Farm’s 1960 premium total in California. 
Biggest rate cuts will go to motorists 
whose cars have no single male drivers 
under 25, who don’t use their cars for 
business and who don’t drive far to 
work, State Farm’s second car discount 
of 25% will be awarded on top of the 
(0% compact car discount. 

ormerly, either of the discounts, but 
wot both, were allowed. The second car 
liscount of 25%, which has been limited 
0 the liability coverages, is being ex- 
tended to the collision coverage. 

Mr, Rust said the new classification 
jlan pinpoints a fair and equitable rate 
‘or each driver, based on the motorist’s 
age, sex, other drivers in the family, 
nileage and where the car is driven and 
Wit is used. The new system stems 
rom a State Farm study to determine 
which of these car-use factors contribute 
most to traffic accidents. 











ADOPTS MASTER CALCULATOR 
The Employers’ Group of Boston in 
‘operation with Minute-Man Calcula- 
tors of Lexington, Mass. is making avail- 
thle Minute-Man’s newest product, the 
UPP Master Calculator—especially de- 
‘gned for the Employers’ latest install- 


went plan, the deferred premium pay- 
Ment plan. 





HNSTON ELECTED VICE PRES. 
bitectors of Employers Mutuals of 
;usau have elected Secretary Neil 
; pSton to vice president and secretary. 
\ Niversity of Chicago graduate and 
lav veteran of World War II, Mr. 
7 mston joined Employers Mutuals as 
‘stant treasurer in 1953, He was 
ted treasurer in 1957, 


CASUALTY COURSE OFFERED 





Insurance Society of New York Course 
For Experienced Underwriters 
Has Noted Lecturers 
The School of Insurance of the New 
York Insurance Society began a 
course last month for experienced cas- 
ualty underwriters aspiring to, or al- 
ready in, management positions. This 
course, “casualty underwriting seminar,” 
provides an advanced study of subjects 
relating to underwriting methods, prac- 
tices, and theories vitally needed by per- 
sonnel in policy making positions. 


Topics covered are: The construction 
and development of casualty manuals and 
merit rating principles and applications; 
the formulation of instructions for under- 
writing procedures; problems of capac- 
ity, accommodation lines and reinsur- 
ance; relationships of the underwriting 
department to the production forces, 
auditing department, claims department, 
loss prevention department, and rating 
bureaus; trends and problems in the de- 
velopment of new coverages. 


The lecturers, all recognized experts in 
their respective fields, are Francis X. 
Boylan, assistant general manager, Nu- 


clear Energy Liability Insurance Asso- 
ciation; Kenneth C. Edgar, assistant to 
the vice president, United States Fidelity 
& Guaranty; Willard J. Gentile, assistant 
manager, New York Compensation In- 
surance Rating Board, and James B. 
McLaughlin, superintendent, island cas- 
ualty department. United States Fidelity 
& Guaranty Co. 

Classes meet on Thursday evenings 
from 5:30 to 7:30 p.m. for 16 weeks. 


CASUALTY SALESMEN HONORED 

Employers Mutuals of Wausau, Wis. 
recently honored 17 salesmen in its New 
York branch office for selling more than 
$100,000 each in casualty insurance dur- 
ing 1959, 








Strange but true—you can build employee dishonesty 
coverage into a top-flight premium producer. Here are 
just a few reasons why: @ More than $500,000,000 is 
lost annually through employee dishonesty, yet this 
field of protection is still undeveloped. @ More and 
more publicity on these losses pre-sells prospects for 


you . makes management aware of the need for 
employee bonding. @ And, in meeting the bonding 
needs of your assureds, you accomplish many things. 
e@ You protect your client from the big loss which 
could leave his business insolvent. @ You get closer 
to your client, learn more about his business and its 
total insurance needs. @ You protect your competitive 
position by selling your client fidelity coverage before 
someone else does. @ Too, you broaden the base of 
agency income by realizing on the great, untapped 
potential of fidelity bonds! 


Specialists in each and every line 
can help you sell more “across the board”! 


AMERICAN SURET 


COMPANY FIRE * FIDELITY AND SURETY BONDS 


CASUALTY * INLAND MARINE 


Affiliate: The American Life Insurance Company of New York 
LIFE * ACCiDENT & SICKNESS 


100 Broadway, New York 5, N. Y. 





The time and place to start are here and now. Our 
current issue of Martroap To Prorirs covers fidelity 
bonding thoroughly. In it you'll find factors which 
cause employee dishonesty . . . important loss preven- 
tion suggestions for your clients . . . guides to de- 
termine the minimum coverage . . . and a discussion of 
the most frequent objections to bonding and how to 
overcome them! Most important—American Surety’s 
bonding specialists at our branch offices across the 
country stand ready to give you skilled help in expand- 
ing your sa’es and income through ~ 
employee bonding. Why not begin 
by sending the coupon for your 
free Mattroap To Prortrs right 
now! 





AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Please send me a copy of Maitroap to Prorits featuring Em- 
ployee Dishonesty and Fidelity Bonds. 


Name 





Agency 





Street 





City Zone State 
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Home Ins. of Hawaii 
Occupies Modern Bldg. 


HEAD OFFICE AT HONOLULU 


Royal-Globe, Home of New York, Pru- 
dential of Great Britain Among Many 
Companies at “House Warming” 


Home Insurance of H; uwaii, 
50th first and largest insurance 
erganizations, recently occupied its new 
$1,250,000 head office building 
lulu. The modern structure 
tiful Thomas Square, just 
downtown business district. 

During the first week of March the new 


one of the 
state’s 


in Hono- 
faces beau- 
outside the 


fornia Insurance Co.: D. E. Waggaman, 
president, San Francisco. 

From the Prudential of Great Britain: 
J. A. Munro, president, New York. From 
Seaboard Surety: G. B. Slattengren, 
president, New York. From R. K. Har- 
rison & Co., London: Rolf Thoresen, di- 
rector. From American International 
Underwriters: C. J. Smith, president, 
New York and San Francisco. 

From the Great American Insurance 
Co.: Roger Billings, vice president, New 
York, and R. A. Matthew, vice president, 
San Francisco. From the Employers Re- 
insurance Corp.: Stanford Miller, vice 
president, Kansas City. From the Amer- 
ica Fore-Loyalty Group: Jay Jones, vice 
president, San Francisco. From the St. 
Paul Fire & Marine Insurance Co.: 





Home Insurance of Hawaii’s New Head Office 


Home of Hawaii building was officially 
dedicated and opened for inspection by 
policyowners, business leaders and the 
general public. Over 2,000 persons at- 
tended a series of “open houses.” A 
distinguished group of the insurance in- 
dustry’s leading executives from New 
York, London, San Francisco and Kansas 
City flew and sailed into Honolulu to 
participate in house warming ceremonies. 


Company Representatives 


Home Insurance does both direct and 
reinsurance property - casualty - marine 
business with most of the companies. 
Some of them in_turn purchase rein- 
surance from the Hawaiian organization. 
The companies and their representatives 
are: From the Royal-Globe Insurance 
Group: Clarke Smith, president-U. 
manager, New York and J. C. Qualmann, 
vice president-assistant U. S. manager, 
San Francisco. From Home Insurance 
of New York (not connected with the 
Home of Hawaii except by agency rela- 
tionship): Kenneth A. Black, president, 
New York, and Philip Rowan, vice pres- 
ident, San Francisco. From the Cali- 


Glenn W. Potts, 
Francisco. From 
Eagle Group: Charles 
manager, London, and 
Pacific Coast manager, 


assistant secretary, San 
the Norwich Union- 
Hill, overseas fire 
Alan Mateer, 
San Francisco. 


Unique Sun Screens 


The new Home Insurance building is a 
five-story structure with a floor area of 
54,000 square feet and includes parking 
facilities for 96 cars. Ground was broken 
in May, 1959. Prominently featured in 
the construction are unique and locally 
fabricated aluminum sun screens which 
completely shield the front and rear of 
the building, and provide adequate light 
without glare for the Home’s staff of 
more than 200. 

Approximately one third of the floor 
area has been leased to tenants. It is 
the Home of Hawaii's fourth location 
since incorporation on August 11, 1911. 
The new head office building climaxes 
almost a half century of progress, and 
follows the company’s record year in 
1959 when business written from all 
sources totaled $8,066,155—a 17% in- 
crease over 1958. 
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Rating Bureaus Announce 
CPL Changes for New York 


Amendments in comprehensive per- 
sonnel and farmer’s comprehensive per- 
sonal liability coverages in New York are 
announced by the National Bureau of 
Casualty Underwriters and Mutual In- 
surance Rating Bureau on behalf of their 
member and subscriber companies, effec- 
tive March 23. 

An additional charge will apply for 
liability insurance covering swimming 
pools and wading pools over 30 inches 
deep. The basic limit rate for a pool at 
the insured’s home will be $15. 

Added by the NBCU was a new charge 
for optional coverage of owned outboard 
motors of more than 10 horsepower. 
(The MIRB excludes coverage in this 
category.) The basic limit rate for such 
motors will range from $10 to $0, de- 
pending on the horsepower. Coverage 
is still included at the basic rate for 
rented outboard motors regardless of 
horsepower. 

A third change is the exclusion of 
midget automobiles, sometimes known as 
“karts,” while away from the premises. 
The Bureau noted that such vehicles 
present “a definite and severe hazard of 
an automobile nature.” 

The rating organization said the defi- 
nition of midget autmobiles does not 
apply to golfmobiles, which continue to 
be included in the basic coverage except 
when subject to motor vehicle registra- 
tion because of being used on the public 
highways. 

The Mutual Bureau also announced 
that the CPL rate for the classification 
applicable to owners or tenants of a 
one-family dwelling, Code No. 760 is in- 
creased $1.50 and the rates for other 
CPL classifications were revised by com- 
parable amounts. 

The Farmer’s CPL rate change applies 
to the classification applicable to a farm- 
er who resides on his farm premises, 
Code No. 741 and represents an increase 


of $8.50. 





Standard Accident Names 
Roeben Asst. Vice President 


The board of directors of Standard 
Accident, announce the appointment of 
Arthur R. Roeben as assistant vice presi- 
dent. 

Mr. Roeben’s insurance career began in 
1914 with the National Fire of Hartford. 
From 1914 to 1945 he rose, through vari- 
ous clerical and underwriting duties to 
agency superintendent. 

Mr. Roeben joined Standard Acci- 
dent’s fire and marine affiliate, the Planet 
Insurance Co., in 1945 as superintendent 
of the inland marine department and 
consultant on automobile underwriting. 
In 1946 he was made manager of the 
fire and marine underwriting depart- 
ment. In 1957 he was appointed an ex- 
ecutive secretary of the company; re- 


taining the position until his recent ap- 
pointment. 
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PRITCHARD AND BAIRD 
REINSURANCE 
and 


Fully prepared through long experience to serve 
intelligently those Underwriters who demand the 


“WE ARE WHAT WE DO" 


123 William Street, New York 38, N. Y. 
WOrth 4-1981 


American Independent 
Re. Made 1959 Gai 


SURPLUS UP NEARLY $1,500, 
President Hays Reports Premium Wri, 
ings Totaled $5,790,353; Two New 
Officers Elected 








Walter L. Hays, president of America 






Independent Reinsurance of Florida rp. Forsy 


ported to the stockholders at the anny; 
meeting held in Orlando on March ye 
that the company made _ outstanding 
progress during the past year, part of 
which was made possible through ji) 
1959 capital increase. i 
Surplus increased nearly $1.5 milli 3 
for the year, to $2,508,712. Premium wri) 
ings totaled $3,790, 353 at the end of 195 
with an underwriting gain of $107,835 an 
pe with the gain from investment 
f $96,960, resulted in a total gain of 
$204, 795 for the year. 






All directors were re-elected and au 
the directors’ meeting which immediately 
followed the stockholders’ meeting, thi 
following officers were re- ~elected 
Walter L. Hays, president; George Sf 
Bradshaw, first vice president and treas 
urer; Baxter M. Porter, vice president i 
Charles E. Hagar, vice president} 
Dorothy C. de Noyelles, secretary) 
Charles W. Eady, comptroller; Lily WJ 
Fraser, assistant secretary. 4 

The directors elected two new officers 
Billy L. Hays, vice president, and Dar 
rell G. Haass, assistant vice president if) 
charge of personnel, Mr. Hays has bee: 
in insurance for 14 years and has gaine 
experience in many phases of both inf 
surance and reinsurance. Mr. Haass, wil : 
experience in accounting and personne 
work, has been in insurance since 194) 

A stock dividend of 5% (1 share for 
each 20 shares owned) was declared 
payable last August 1 to stockholders | 
record at the close of business June JP 
No fractional shares will be issued, bu 
will be sold in one lot with proceeds re 
mitted on a pro rata basis to stock: 
holders entitled to same. 











Douglass Retires; Resident 
V.P., New Amsterdam Cas} 


New Amsterdam Casualty has an- 
nounced with regret the retirement be. 
cause of health of Resident Vice Presi 
dent H. N. Douglass, who has been it 
charge of the company’s Chicago brane! 
since 1933. He plans to make his futur 
home in Fort Lauderdale, Fla. After 
April 15, ‘C. A. Sandberg, resident mat: 
ager, will take charge of the Chicago 
office. 

Mr. Douglass has been in insurance 
for over 50 years, the last 27 of which 
have been with New Amsterdam. He is 
a former president of the Association 
of Casualty & Surety Managers of Chi- 
cago and at the present time is chair- 
man of the Illinois Advisory Committee 
of the National Bureau of Casualty Un > 
derwriters. 
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Forsythe Explores Ins. 
Plans for the Aged 

VIEWS 3 AREAS OF APPROACH 

) HEW Official in LAA Eastern R. T. 


' Address Credits Private Cos. and the 
Blues for Fine Job Done 








Robert A. Forsythe, assistant secre- 
tary of Health, Education and Welfare, 
addressed the Eastern Round Table an- 
nual meeting of Life Advertisers Asso- 
© ciation in Washington, D. C. on “Prob- 


nd a lems of Our Senior Citizens” while be- 


iate 
x, th 
cted 
ge § 
treas 
dent 


) hind-closed-doors testimony was_ being 
taken by the House Ways and Means 
> Committee from his boss, HEW Secre- 
© tary Arthur S. Flemming. It was a week 
oi preliminary discussions, in an effort 
"to find out from Secretary Flemming 





dent}> what Administration recommendations 
tary) would be made, if any, for Social Se- 
ly M i curity law revision to include some form 
. > ot government payments for the health 
icersf) cere of the aged. 
Dar. ’ Under these circumstances Mr. For- 
ent i 4 sythe was compelled to speak with some 
bee) restraint at the Eastern Round Table 
raine't) meeting. LAA members present, repre- 
th inf} senting some of the nation’s largest 
, WIE? writers of health insurance, wanted to 
sonnel) know the Administration’s position on 
1949 Forand-type legislation which the pri- 
"e loth) yate companies are strenuously opposing. 
larel} Mr. Forsythe gave a partial answer 
ers 0} which was that the Administration still 
ne JH holds to its position taken a year ago. 
1, bu) This was that it would oppose any Con- 
ds ref gressional action aimed at discouraging 
Stock voluntary efforts made to take care of 
the aged, and would favor a plan which 
would tie in with or supplement the 
' programs of insurance companies, Blue 
stn Cross and Blue Shield. 


Cas. 


a 

















Sali . . 
tet Republican Bill Deferred 
Presi The Eisenhower Administration, ac- 
en MF) cording to a Washington dispatch, de- 
rancif cided on March 22 not to propose at 
futur’ this time a program of medical care for 
Aft the aged. Sen. Everett M. Dirkson, the 
mat Senate minority leader, tuld reporters 
hicagoF after a conference with President Eisen- 
hower that “the whole matter is under 
Iran exploration. No program has been de- 
which F vised. Other conferences will have to be 
Hes held...” 
1atio' =< The Administration continues in_ its 
f Chi) opposition to the Forand bill. HEW Sec- 
chair: retary Arthur S. Flemming appeared 
— | Wednesday before the House Ways and 
y Up Means Committee, reportedly to outline 








"7 


| ma general way the Administration’s 
| thinking on health coverage for the aged. 





oan 





At the same time, Mr. Forsythe made 
No promises that the Administration 
would reach a quick decision. “It is 

| Something that should be decided with 
great care,” he said “so that 20 years 
tom now somebody can’t point the 
finger back to 1960 and charge the Con- 

| sress and the Administration with mak- 
ing a fast decision too late to suppress 
troubles in the future.” 


Wide Differences of Opinion 


_In opening his discussion of health 
mMsurance and medical care for the aged 
the speaker pointed out: “We must start 
on by recognizing that advocates for a 
national system of health insurance are 
hot to be found in any particular politi- 
cal Party with opponents on the other 
side. This is an issue in which some 
members of the Democratic party will 
Speak in its favor and, at the same 


(Continued on Page 40) 










URGES MENTAL HEALTH INS. 





Mass. Mental Health Commissioner Pro- 
poses Compulsory Plan For Families; 
Would Cost $50 to $100 a Year 

An unprecedented compulsory mental 
health program which would require each 
family in the state to pay up to $100 a 
year, has been proposed by Massachu- 
setts Mental Health Commissioner, Dr. 
Harry C. Solomon. 

Admitting the plan was entirely his 
own idea, Dr. Solomon told the legisla- 
tive Public Welfare Committee that al- 
though $50 from each family would pro- 
vide the same type of service furnished 
the public, $100 a year would permit the 
state to do a “superb” job. The cost of 
operating the Massachusetts mental 
health department is now $60 million an- 
nually, an average of about $12 per year 
per resident or about $48 per family. 

Through Dr. Solomon’s compulsory in- 
surance plan, families would contribute 
at least enough to operate the depart- 
ment 'so that no tax funds would be re- 
quired to support any state mental ac- 
tivities. 

The cost of such mental health insur- 
ance would be considerably less than the 
average family now pays for medical ex- 
penses, including insurance, an average 
of $200 a year, Dr. Solomon pointed out. 

The Commissioner said he had no im- 
mediate plans to put his proposal in the 
form of legislation. 





Bay to Assist Kemper A.&H. 
Agents in Eastern Dept. 


Thomas C, Bay, formerly supervising 
accident and health underwriter in the 
Kemper companies’ Summit (N. J.) east- 
ern department office, has been ap- 
pointed A. & H. specialist on the east- 
ern department production staff. 

Mr. Bay, who will assist eastern de- 
partment agents with their solicitation of 
large group accounts, joined the Kemper 
organization as a special agent trainee 
in 1950 and was appointed to the New 
York city office A. & H. underwriting 
staff in 1952. 

In 1956 Mr. Bay returned to the Sum- 
mit office as supervising A. & H. under- 
writer. Hs is a graduate of Seton Hall 
University. 


ARE YOU GETTING YOUR SHARE? 


The demand for Guaranteed Renewable Disability and 
Hospital Expense protection is growing! We have been selling 
these popular coverages since our company, National Casualty 
of Detroit, entered this market. Our rates are competitive! 


change in health. 


45 JOHN STREET 











Need Hospital, Nursing 


Home Space, Not Funds 


SAYS NAIA ON FORAND BILL 
President Jones Asks House Ways & 


eans Committee to “Postpone 
Consideration” 











The real problem resulting from the 
extension of the life span of the elderly 
is not, “Where are the funds to pay the 
cost of caring for them?, but how can 
we provide the space required for their 
accommodations ?” 

Emphasis on this aspect of the prob- 
lems of the aged was stressed by Presi- 
dent ‘Paul H. Jones, CPCU, of the Na- 
tional Association of Insurance Agents 
in a statement presented last week to 
Rep. Wilbur D. Mills, chairman of the 
House Ways and Means Committee. 

The agents’ association statement, 
voicing strong opposition to HR 4700 
(the Forand bill) now under considera- 
tion by Rep. Mills’ committee, pointed 
out that making Federal funds available 
for payment of all or part of needed 
care will not provide the necessary 
hospital, nursing home and for convales- 
cent home space. 


Should Sharpen Public Awareness 


If Federal aid is to be directed to- 
ward meeting this national need, Mr. 
Jones suggested that “it might more 
logically take the form of education of 
the public and cooperation with the 
states and communities in their efforts 
to help themselves.” He added that 
“availability of Hill-Burton funds and 
how to qualify the use of FHA mortgage 
insurance for the needed institutions, are 
subjects of which the public has too 
little knowledge.” 

In Mr. Jones’ opinion, a Federal cam- 
paign aimed at “sharpening public 
awareness of its collective responsibility” 
to provide accommodations for the “over 
65” would serve to direct historic Ameri- 
can self-reliance toward squarely meet- 
ing the real problem. 

In addition, he advocated that the 
wisest and most practical approach “that 
you or your committee” could take would 
be to at least postpone any further 
legislative consideration of the problems 
of the aged under the Social Security 
Act until after the findings of the 1961 
White House Conference on the prob- 
lems of the aging and the aged are com- 
pleted. 

President Jones, in his presentation on 
behalf of the approximately 35,000 agency 
members of the National Association, 
representing 100,000 individuals, cited 
tremendous increase in the percentage 
of the public now voluntarily insured as 


Are you getting your share of commission in providing 
your customers with Guaranteed Renewable plans? If not, see 
us at once for sales literature. 

Remember that the policy continues in force until age 65 
without change in coverage, even though the insured may suffer 


Write or Phone for More Details 


JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 


NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


NEW YORK 38, N. Y. 


REctor 2-4567 





compared to a decade ago. “It being our 
business,” he said, “we are familiar with 
the awareness of the publics’ need for 
medical care insurance. We have helped 
create that awareness.” 


Need is Being Met “Voluntarily” 


3 The agents’ leader also noted the 

phenomenal growth” of the Blue Cross 
and Blue Shield non-profit insurance 
plans. “The public acceptance of these 
plans for the elderly,” he stated, “speaks 
for itself. It also attests to the fact 
that there was a need; a need which is 
being met voluntarily by millions of 
people.” 

Since it is being met voluntarily he 
added, and “since we shall oppose Fed- 
eral aid where the responsibility should 
be, can be and is being assumed by 
family and community, we are strongly 
opposed to the philosophy of HR 4700, 
the Forand Bill.” 

Mr. Jones pointed out that “simply 
as citizens” agents are a class of people 
involved in community life and concerned 
with the community welfare. “We serve 
in various capacities as elected officials, 
heads and directors of social agencies, 
hospital trustees, community fund lead- 
ers, contributors and prepetual collectors 
in local fund raising campaigns. Con- 
sequently, we are thoroughly acquainted 
with the problem of accommodating the 
needs of the elderly ill. 

Only too well,” he continued, “do we 
know that while medical science has 
extended the life span, the need for medi- 
cal care and hospitalization has, if any- 
thing, increased.” ; 

However, he emphasized, that “ability 
to pay medical care bills with tax dollars 
instead of personal funds will not pro- 
~—* single hospital or nursing home 

ed. 





GHENT JOINS GUARDIAN LIFE 





New A. & H. Sales Manager Served On 
William & Mary Faculty; Was With 
Reserve Life, Monarch Life 

‘Charles L. Ghent has joined the home 
office staff of The Guardian Life of 
America as manager of accident and 
health sales. 

A native of Chicago, Mr. Ghent re- 





CHARLES L. GHENT 


ceived most of his education in Arkan- 
sas and graduated from Arkansas State 
Teacher’s College. From January, 1949 to 
June of 1950, Mr. Ghent served on the 
faculty of the College of William and 
Mary. 

Mr. Ghent began his insurance career 
as a field representative in September, 
1950 and two years later was appointed 
district manager for the Reserve Life 
in Portland, Ore. Prior to joining The 
Guardian, he was associated with the 
Monarch Life as a general agent and 
most recently in field training work at 
that company’s home office in Spring- 


field, Mass. 
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A. & H. Sales Climb With 
Current ACCO Drive 


OVER 3,000 AGENTS ENROLLED 


“Grow With ACCO” Theme Spurs 
Agents Toward Vacation Trips, Mer- 
chandise Prizes; Details Given 


More than 3,000 agents are enrolled in 
1960 sales kicked off re- 
the health insurance depart- 


the campaign 
cently by 
ment of the American Casualty of Read- 
ing, Pa. 

Winners of the campaign, which began 
February 15 and extends through June 
15, will qualify for either name-brand 
merchandise prizes or for a week-long 
Jamaica, B.W.I. for themselves 
and their depending upon how 
many prize points they score during the 


trip to 
wives. 


contest period. 
The campaign’s 
ACCO,” 


“Grow With 
is tied in with the unprecedented 
growth of the health insurance depart- 
ment, said Albert H. Kessler, vice pres- 
ident, in announcing the sales promotion. 

Mr. Kessler reported that the depart- 
ment already has noted a sizeable in- 
crease in the volume of new business 
produced as a result of the enthusiasm 
agents have shown for the coverages 
offered by ACCO’s health insurance de- 
partment. 


Can Choose From Over 1,400 Items 


Producers who don’t amass enough 
points for one of the Jamaica trips can 
choose merchandise prizes from among 
more than 1,400 items listed in a four- 
color catalogue mailed to the agents 
enrolled. The merchandise prizes range 
from hi-fi and television sets to watches, 
jewelry and silverware. 

Prize points are awarded for each $1 
of new initial premium, plus special 
bonus prize point awards for business 
written in salary continuance and other 
special categories. 

The “Grow With 


includes practically 


theme, 


ACCO” campaign 
the entire portfolio 
ot health coverages. The following are 
ACCO health insurance policies which 
count toward prize points. 

Individual—comprehensive 
medical, major hospital, accident and 
sickness, accident, hospital, senior hos- 
pital, business expense, specified disease, 
guaranteed renewable. impaired risk, 
short term accident, high limit accident 
pian; and Group—franchise, sports team, 
volunteer firemen, basic major medical 
and comprehensive medical (for true 
group and small group), key man, spe- 
cified disease, assocaition, mortgage and 
travel group. 

Mr. Kessler announced that even small 
producers have an opportunity to qualify 
for prizes under the setup used in this 
year’s campaign, rather than just the top 
agents. Prizes are determined, not by 
the relative position of the producers 
participating, but by the number of prize 
points each amasses. Newly appointed 
health agents automatically will be en- 
rolled under the program. 


and major 


ACCO ISSUES A.&H. BULLETIN 


“Business Builder,” a N a Monthly Sales Aid 
For Producers, Includes Four 
Applicable Health Plans 
The health insurance department of 
American Casualty of Res ding. Pa., has 
started distribution of its “Business 
Builders,” a monthly sales bulletin for 

producers. 

In the first issue, circulated in Febru- 
ary, Robert P. Mooney, assistant sec- 
retary and production manager for the 
health department, said that taking into 
consideration that “time is money” the 
bulletin was being issued to “cut down 
on the number of mailings made to busy 
producers each month” and to give each 
agent four applicable, specific health in- 
surance plans to talk about during the 
month. 

In addition, each issue will contain a 
supply of requisition forms (addressed 


ANNOUNCES NEUBERGER AWARD 
Standard Security Life to Perpetuate 
Memory of Late U. S. Senator; His 
National Health Services Outstanding 
Plans for an annual award, dedicated 
to the memory of U. S. Senator Richard 
L. Neuberger who died recently, for 
outstanding services in improving na- 
tional health, are announced by Michael 
H. Levy, president of Standard Security 

Life of New York 

“We are establishing 
award,” Mr. Levy said, “in recognition 
of Senator Neuberger’s tireless efforts 
both as a writer and as a member of 
the United States Senate. 

“A gold medal will be awarded to the 
person who, in the opinion of our selec- 
tion committee, has contributed the most 
to increasing the progressive develop- 
ment of higher standards of health and 
welfare. 

“A silver medal 
that member of the 
standing editorial or 
has increased public awareness and 
thereby given active direction to the 
solving of national health problems.” 


this annual 


will be awarded to 
press who, by out- 
reportial services 


The Selection Committee, Mr. Levy 
stated, will be made up of representa- 
tives from government, labor, medical 


research, the health and welfare 
organizations. 
The awards will be based on nomina- 


tions made by individuals, associations, 


press, 


community groups, and members of the 
sciences and the health-welfare press. 
Financial grants will accompany the 


awards. 


Derham Joins Phila. Agency 
Of Ostheimer & Co. 


Kenneth Derham, who has been a spe- 
cial representative in the A. & H. de- 
partment at the Commercial Union 
Group home office in New York, has re- 
signed to join Ostheimer & Co, of Phil- 
adelphia on April 1. He will continue 
to handle & H. lines as a specialist, 
calling on brokers and agents in that 
city. 

Mr. 
College, 
Corps in 
decorated 


Derham, graduate of Hofstra 
served in the U. S. Marine 
the Korean conflict and was 
with the Purple Heart 


EXCLUDE VA BLUE PLANS 

A bill to exclude Virginia Blue Cross 
and Blue Shield programs from the rate- 
fixing authority of the State Corpora- 
tion Commission was approved recently 


by both houses of the State General 
Assembly. 

Under the new law, the plans like 
commercial companies, are s'ill required 
to file their rates and forms with the 
SCC’s insurance bureau and pay a pre- 
mium tax of one-tenth of 1% to offset 
the bureau’s expenses. Commercial com- 
panies are liable to a 234% tax on pre- 
miums. 


CANCEL BLUE CROSS CONTRACT 

Negotiations between eight Catholic hos- 
pitals in Philadelphia and the Pennsyl- 
vania Blue Cross were terminated recent- 
ly when the Blue Cross refused to agree 
to payment based on charges to patients 
or billings. Blue Cross wants the for- 
mula for payment to be based on cost of 
service. March 31 is the withdrawal date 
planned by the hospitals. 





to the home office promotion depart- 
ment) to make it easy for the agent to 
get the sales folders mentioned. 

The first issue provided an introduction 
to baseball-softball, homeowners mort- 
gage plan and TOP accident coverages, 
as well as an income ‘tax stuffer explain- 
ing to the insured that premiums paid 
for A. & H., hospital or medical expense 
policies are deductible as medical ex- 
penses on Federal income tax returns. 

The second issue of “Business Build- 
ers,” recently mailed to agents, explains 
details of the impaired risk, home mort- 
gage protector and the new protector 
A. & H. coverages, as well as descrip- 
tions of a variety of envelope stuffers 
available to producers. 


Forsythe Evaluates Ins. Plans For Aged 


(Continued from Page 39) 


time, other members of the same party 
You 
same differences in opinion on 
the issue in the Republican party.” 

The fact that this is an election year 
kas made the situation a difficult 
It is that many influential 


publicans as well as conservative Demo- 


will speak vociferously against it. 


have the 


one. 
known Re- 
crats in the House have opposed the 
Forand bill which is backed by labor 
union forces headed by President Wal- 
of the United Auto Work- 
According to an Associated Press 
report from Washington this week, Rep- 
rand (D) will try to by- 
pass House leaders and the Ways and 


ter Reuther 


ers. 
resentative Fo 


Means Committee if necessary to bring 
his bill directly to the floor. 

At the President 
Richard M. Nixon reportedly has urged 
House Republicans to liberalize the GOP 
record by 


same time, Vice 


supporting a modified version 
bill. This 
would provide for insurance 
private companies, with 
state and Federal governments paying 
the major share of the premiums. 


of the Forand modification 
reportedly 


coverage by 


Recognizes Big Job Done by Private 
Cos. 


Mr. Forsythe did not discuss these 
angles to the old age situation in his 
LAA talk. However, he did give recog- 
nition to “the tremendous job the insur- 
ance companies are doing in providing 
the American public with protection 
against illness.” He was aware of the 
fact that over 70% of our total popula- 
tion has some form of insurance cover- 
age against the cost of hospitalization 
and medical care, and that 40% of the 
people over 65 years of age have some 
form of protection as a result of volun- 
tary efforts. 

“We can see the time,” he said, “when 
perhaps 70 or 80% of our aged popula- 
tion will have this protection. A great 
story has been written over the last 20 
vears with the leading roles being played 
by insurance companies. Blue Cross, 
Blue Shield, and labor and management, 
for the efforts they all have made in 
their Group and_ hospitalization-medical 
care pl ns | will become more and more 
import ant.’ 

Mr. Forsythe also put a few anestions 
in looking ahead to the future. He won- 
dered about the adequacy of health cov- 
erage today as well as its adequacy in 
10 or 20 years from now. “Another fac- 
‘or to consider,” he said, “is that in the 
future there will be a percentage of 
people who won't have adequate cover- 
age because they may not be able to 
meet the premium cost. And_ because 
people should have protection, it then 
seems that we must consider alternatives 

“We know that Congressmen and 
Senators are not sitting around waiting 
for a magic answer to this problem 
which has been so widely publicized. 
It is no secret that they have met with 
representatives of the American Medical 
and American Hospital Associations, the 
Biue Cross and Blue Shield, insurance 
companies and outside 


experts the in- 

surance field —labor and management 
and business groups. 

“If the HEW Department had_ not 


also met with and discussed the problem 
with these various groups, we would 
have been remiss as a department. | 
know, too, that Congressmen and Sena- 
tors have written to executives of insur- 
ance companies, asking for advice and 
counsel and information as to the extent 
of medical care and the costs and what 
solution they have. 


Various Approaches Studied 


“We have gone over various and sun- 
dry approaches involving a compulsory 
payroll tax. We have talked in terms 
of using a social el system as a 
device because the social security sys- 
tem will cover 90% of the working pop- 


ulation in this country in time, so it jg 
legical that you should look into it 

“What kind of benefits are you going 
to provide? They include surgical and 
medical, hospitalization, home care 
skilled nursing costs on a dollar basis 
with deductibles and cover hospital ang 
medical care and expense. 

“We have also explored the public 
assistance group, those opposed to com. 
pulsory payroll tax system. You woul 
say to the Federal Government: ‘Put jj 
in the area of public assistance, take jt 
out of general revenue. Step up medical 
benefits, adjust to a deductible feature’ 

“Well, this has difficulties. Anything 
under the public assistance system today 
runs into the issue of human values. |i 
you believe human values and dignity 
mean something, then the elderly peo- 
ple must maintain themselves as humay 
individuals. 

“There is the problem of general 
revenue and this is not free of difficulty 
and problems. 

“The third route you could travel js 
to come up with some kind of a scheme 
to preserve the voluntary insurance sys- 
tem which puts the Federal Government 
in the position of sharing with the in- 
dividual and state governments any cos! 
which the individual cannot meet ac. 
cording to his means. 

“These bills have been up before Con- 
gress in the past in the late 40's and 
early 50’s. The principle of the Federal- 
State-individual program is to share 
with the administration of the plan ona 
negotiated basis at the state level with 
Blue Cross, Blue Shield and private or- 
ganizations.” 


Praise for Life Insurance 


Earlier in his talk Mr. Forsythe spoke 
appreciatively of the great value of life 
insurance protection, saying: “Our citi- 
zens need the security which life insur- 
ance brings. The task is to bring t 
living and dynamic terms this trust. Ii 
is security for happiness in later years 
Never once can you realize in sales pro- 
motion and advertising in your industry. 
to sell your service and to offer policies 
which are cold. The policy is a neces- 
sary aspect of your business. The im- 
portant fact is that in coming years 
somehow you must accept the challenge 
of making that policy live and making 
it real to the people, so it is not just a 
piece of paper in a strong box or ina 
bank vault to be kept there until age 
65 when it is brought out and sent t 
an insurance company for payment t 
the beneficiary. 

“It is more alive, more important 
than a piece of paper, even though i 
is a contractual relationship. The trick 
is, in future years to bring before the 
American people the real impact ant 
real chink that this forms in the found: 
tion for future happiness for all persons 
who own and buy policies of their own. 





Charles O’Connor Named 
By General Accident Group 


Charles B. O’Connor has been ap- 
pointed assistant superintendent of home 
office A. & H. operations for the Ger 
eral Accident Group, Edward T. Moyna 
han, general attorney and president, al- 
nounced. 

After graduation from Villanova Uni 
versity in 1938, Mr. O’Connor engaged 
in claims investigation activities in Phi 
adelphia prior to entering the Army Ai 
Force during World War II. Following 
discharge from the service with the 
rank of captain, he joined the Gener 
Accident Group in 1946 as_ supervis®! 
of accident and health underwriting. He 
returns to the General Accident after 
several years’ association with the Mid- 


land Mutual Life where he served ® 
manager of the accident and sickness 
department since 1954. 
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Forand-Type Bills Now 
Under Consideration 


AWAIT FLEMMING’S PROGRAM 





House Ways & Means Committee Still 
Unclear on Administration’s Position 
on Proposed Social Security Measures 





The House Ways and Means Com- 
mittee has begun a con- 
sideration of social security legislation, 
including the controversial Forand (D., 
R. L.) bill to provide limited hospitaliza- 
tion, surgical and nursing home care 
for the aged under the old-age, survivors 
and disability insurance system. 

The Forand measure, which is opposed 
by the insurance industry and the medi- 
cal profession would finance these bene- 
fits to OASDI eligibles by increasing 


closed-door 


the social security tax rates one quarter 
ot 1% each on employers and employes, 
and three eighths of 1% on the self-em- 
ployed. 

Flemming Fails to Present Alternative 

Health, Education and Welfare Sec- 
retary Arthur S. Flemming, in an ap- 
pearance before the Committee, failed 
to come up with an administration pro- 
gram as an alternative to the Forand 
bill, in compliance with a promise made 
in testimony before the Committee last 
summer, when hearings were held on the 
proposal. 

Mr. Flemming, however, agreed to re- 
turn with details of the administration’s 
position on all proposed social security 
legislation, including the Forand_ bill. 

The Secretary previously stated that 
his department was studying three gen- 
eral approaches to the problem of pro- 
viding some form of federal assistance 
to finance medical care for the aged— 
use of the OASDI system, probably 
limited to the area of major medical 
coverage; expansion of the public as- 
sistance program through direct appro- 
priations, and some form of Federal aid 
to bolster and encourage the expansion 
of private health plans, 

Other recommended changes in the 
OASDI structure which the Committee 
may be expected to examine, and on 
which Mr. Flemming may report, inciude 
benefit increases; repeal or modification 
of the so-called rages 5 test, which 
limits beneficiaries to $1,200 a year in 
outside covered earnings without losing 
any social security payments; an_ in- 
crease in the taxable wage base from 
$800 in annual earnings to as much 
as $6,000, and elimination of the require- 
ment that a person must reach age 50 
before gaining eligibility for total and 
permanent disability benefits. 

In respect to this last proposal, which 
has been endorsed by HEW and is gen- 
erally conceded to be certain of enact- 
ment, a House Ways and Means sub- 
committee said the limitation could be 
removed without increasing social se- 
curity tax rates or impairing the sound- 
ness of the trust fund. 

The subcommittee, which last fall held 
hearings on the administration of the 
disability program, also reported that 
evidence developed during these hear- 
ings reflected “on administrative or other 
justification for continuation of this 
purely arbitrary distinction.” 





Hardware Mutuals to 


Enlarge Philadelphia Office 


Hardware Mutuals announced plans for 

tnlarging the Philadelphia office effec- 
live April 1, under management of 
Leonard Habig. Additional office space 
will be rented in the Public Ledger 
Building to accommodate the increase in 
Personnel and equipment. 

Formerly the Philadelphia branch was 
Primarily a sales office and serviced only 
‘Wo counties in New Jersey and six in 
ennsylvania. When expanded, the 
branch will handle all claims and sales 
Service in Delaware, in 36 counties in 


nnsylvania, and six counties in New 
Jersey, 





MEETS STATE REQUIREMENTS 





Underwriters National Assurance of In- 
dianapolis Announces Personnel; 
Osler and Petersen at Helm 
Underwriters National Assurance of 
Indianapolis, whose organization was an- 
nounced in The Eastern Underwriter, 
February 5, has completed requirements 
necessary to form a domestic stock life, 
accident, and sickness company. Its per- 
mit to complete organization was issued 
February 16. The company will specialize 
in a line of health insurance plans aimed 
at the integrated programming of life 
and health coverages. It will also offer 

a portfolio of traditional health plans. 

Located at 1939 N. Meridian St., the 
company has been formed by a group of 
nationally prominent insurance men. As 
previously announced, R. W. Osler is 
president of Underwriters National and 
W. Harold Petersen is executive vice 
president. 

Mr. Osler, nationally recognized as an 
authority in the health insurance field, 
has for the past 11 years been a vice 
president of the Rough Notes Co., In- 
dianapolis. Widely known as a speaker 
and writer, he has also had experience 
in two home offices. 

Mr. Petersen has been an agent in 
various home office capacities with Mu- 
tual of Omaha, including charge of that 
company’s special risks division. At the 
time he resigned to join Underwriters 
National he was superintendent of agen- 
cies, A. & S., American United Life of 
Indianapolis. 

Other organizers, who will not devote 
full time to the company but will serve 
on its board include: William Harmelin, 
Continental Assurance, New York; Max 
Sloan Potts, district agent, Penn Mutual, 
Huntington, Ind.; Hastings Smith, CLU, 


general agent, New England Life, In- 
dianapolis. 
Iso: J. R. Townsend, Sr., general 


agent retired, Equitable of Iowa; 
ard C. Somes, CLU, 
Evansville, Ind.; J. 


Bay- 
Connecticut Mutual, 
Erwin Walsh, Con- 
necticut Mutual, Muncie, Ind.; Richard 
J. Moser, district agent, Northwestern 
Mutual, New Albany, Ind. and Donald A. 
Baker, Baker Associates, Indianapolis. 


Ohio State Life Expands A. & S. Plans 


Ohio State Life has expanded and 
modernized its accident and sickness pro- 
gram with a portfolio of 14 new policies. 
Five have been released to date and 
A. & S. sales have more than tripled, 
the company announces. 

The five contracts include three male 
disability income protectors, a family 
and individual hospital expense policy 
and a major medical expense policy avail- 
able on either a family or individual 
basis. 


Three Income Protectors Identical 

An unusual sales and training feature 
of the income protectors is that all three 
are identical in language, benefits, pro- 
visions and definitions with the single 


difference found in the renewable 
clauses. 
These renewable clauses are: 


(1.) Non-can. to age 65 with guaran- 
teed premium. (2.) Guaranteed renew- 
able to age 65 with right to adjust by 


class. (3.) Renewable to age 65 at op- 
tion of the company. All three policies 
allow renewal to age 70 if the insured 


continues full-time employment. 


Income coverages up to $00 are avail- 
able on all three policies with elimina- 
tion periods of seven, 14, 30, 90, 180 and 
205 days, and with income periods of 12, 
24, 36, 60, 120 months, and to age 65 
Both first day and lifetime accident in- 
come are available on each plan. Sick- 
ness disability income is paid during the 
elimination period if the insured is in the 
hospital. 

Eight optional benefits, available on all 
three plans, provide full flexibility and 
full coverage of all needs on any policy 
purchased. 

One of the leading optional benefits is 
readjustment total disability income for 
both accident and sickness. This read- 
justment income benefit is available for 
either one or two years, whenever longer 
term A. & S. income is applied for. 

The hospital policies are guaranteed 
renewable for life with no reduction in 
benefits at older ages; after age 65 the 
major medical policy is on an aggregate 
basis. All plans allow 12 months auto- 
matic travel permits and are written 
without aviation exclusion clauses. 





MISSISSIPPI OK’S MERITMATIC 
Zurich-American’s Auto Plan Now Ap- 
proved In 23 States; New York 
Processing Unit Established 
Mississippi has become the 23rd state 
to approve MERITmatic automobile in- 
Zurich-American’s low-cost 
plan for safe drivers. Effective March 14, 
the plan is being written through Ameri- 

can Guarantee & Liability. 

Because of the increased volume of 
MERITmatic auto’ business, Zurich- 
American ‘has established a third MER- 
ITmatic unit to process policies. At the 
outset, all such auto policies went direct- 
ly to the head office in Chicago. In Oc- 
tober, 1959, a MERITmatic unit was es- 
tablished in the San Francisco office 
to screen and handle the preliminary 
processing of policies originating in Cal- 
ifornia, Oregon and Washington. 

The newest unit will be in the New 


surance — 


NAME YOUNG SUPERINTENDENT 

The General Accident Group has ap- 
pointed James A. Young superintendent 
of its systems and procedures depart- 
ment. 

Mr. Young, a graduate of Temple Uni 
versity, entered the employ of the Group 
in 1958 in the systems at oa after 
a period of service with the U. Army 
Air Force and ten years of insurance 
underwriting and office management. 





York office and will handle the prelim- 
inary processing of MERITmatic busi- 
ness from Connecticut, Delaware, New 
Jersey, Rhode Island and eastern Penn- 
sylvania, as well as additional eastern 
states as approval for the plan is re- 
ceived. 

The continuous policy is renewable 
quarterly or semi-annually. The renew- 
als are the property of the agents, ac- 
cording to the terms of the MERITmatic 
agency contract. 
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Establish and build your 
highly attractive agency 


HosPiTal 
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territories now available. Write today for full 
particulars—Address: Accident & Health Div., 
National Casualty Company, Detroit 26, Mich. 


confuse them. 





own Direct Agency— = Ee 
appointments in select 





LET’S END 
THE CONFUSION 


Unless prospects know what we mean, we only 
Aware of this costly problem, 
National Casualty makes sales aids available 
that are geared to the prospect’s viewpoint. 

Yes—National meets the demands for modern 
sales methods and quality Disability Income, 
Hospital and Surgical coverages for the In- 
dividual, Family, Franchise or True Group case. 


Guaranteed Renewable Policies Available! 
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Additional A.& H. Company Results 


The following 


included nm our tabulation embracing 91 companies which appeared in the 


of The Eastern Underwriter. 
Earned 


Company Premiums 


OCCIDENTAL LIFE OF CALIFORNIA 


Group Accident & Health ................. : 
Included with Hospitalization 


$ 79,515,171 


ECO PET CCE OTE E 336,570 
eee NES SRE re eye ren 2,954,736 
Ne os cee nee 195,467 
iT biiveuckehiesesenses cenudeee 3,230,668 


Included with Group 


$ 86,232,612 
ed Renewable 


Including Major Medical and Guarante 
MUTUAL OF NEW YORK 


Group Accident & Health 
Major Medical Expense 
Included with Group 


$ 9,137,781 


EE DO oo von 00 b0s060s 05580008 404,092 
ES eee 2,248,785 
Non-Can. and Guaranteed Renewable A. & H.. 2,068,117 
ES LORELEI REET CTC 19,242 


Statutory Disability Benefits 


Included with Grout 


$ 13,878,017 
Benefit Pl 


* Canadian Supplemental } 
included wi 


only, All 
other hospital policies th Non-Can 


TIME INSURANCE COMPANY 


Group Accident & Health .................... $ 4,102,520 
ET. G6 car eackqhahsshesshoesenrsnns 669,612 
Ne aka bows nn'eisnxe swe 1,236,824 
Non-Cancellable Accident & Health .......... 8,347 
Hospital & Medical Expense ................. 3,950,795 

$ 9,968,098 

NATIONAL ACCIDENT & HEALTH 

Commercial Accident & Health .............. 1,386,046 
i iain dace subk pais a my Se 1,082,071 

$ 2,468,117 


END 13-WEEK SEMINAR SERIES 


American Seemann of Qeading Pa. Re- 
ports Over 5,000 Agents Attended Prop- 
erty, Casualty, Health Meetings 
American Casualty C oy ogee of Read- 
ing, Pa. recently broug! to a close a 13 
— long Si he and under- 

ing semi nats held in pr incioal branch 
ious across the country. 
By the time the final seminar 


serie s of 


was held 


m March 8, more than 5,000 American 
Casualty agents and almost 1,000 em- 
ployes had attended the series. Seminars 


were held in property, casualty and he: _ 
insurance lines with home office exper 
in charge of the various sessions 

The seminars, held under the direction 
rf ACOO's agency eR were de- 

ned as sales and underwr riting training 

the company’s “producer rs 

als said the seminars wer re 
‘tunity to explain each of 
its major coverages to pri ducers. 

A total of 118 seminars have been held 
N wember, prompting letters 
from agents, brokers and fieldmen who 

itended the ms attesting to the 
effectiveness of the series 


Name Jack V.P. of Operations 
For Wolverine-Federal Cos. 


Paul Jack, former assistant to the pres 
—_ of Wolverine Insurance Co. and % 

Federal Life & Casualty, has been ap 
pointed vice president of operations for 
the two companies. 

Mr. Jack joined the Wolverine —Fed 
eral companies in 1958 after previously 
holding the vice presidency and general 
managership of the Vernon Companies 
in Indianapolis. Prior to that he was 
secretary and general man ger of the 


for 


courses : 
ACCO offic: 
used as an oppo1 
since last 


se ssi 


Keystone Automobile Club Companies, 
assisted in the organizing of Horace 
Mann Mutual Insurance Co., and for 


and general man- 
Co 
Jack was a mem- 
governors of the 


17 years was secretary 
ager of the Pekin Auto Insurance 
From 1947 to 1950 Mr 
ber of the board of 
NAITI. 


A.& H 


A. & H. premium and loss results for 1959 came in too late to be 


March 4 issue 


Losses 
Incurred 


$ 72,170,398 


108,541 
1,184,081 
23,559 
1,753,290 


$ 75,239, 869 


$ 7,000,782 


187,791 
770,484 
909,823 

6,511 


$ 8,875,391 


$ 3,492,478 
304,469 
607,382 

1,188 
2,249,113 


$ 6,654, 630 


$ 542.336 
406,872 


$ 949,208 


Company 


EMPIRE STATE MUTUAL LIFE 
Group Accident & Health 
Commercial Health 


Hospitalization 
Statutory Disability Benefits 


NORTHERN LIFE OF SEATTLE 
Group Accident & Health 


Commercial Accident Only 
Commercial Accident & Health 


BANKERS NATIONAL LIFE 
Group Accident & Health 
Major Medical Expense 
Commercial Accident 
Commercial Health 


Hospitalization 


UNITED LIFE & ACCIDENT 
Group Accident & Health 


Non-Can. and Guaranteed Renewable A. & H.. 


Hospitalization 


Non-Can. and Guaranteed Renewable A. & H.. 


Including Major Medical ‘Expense 


Non-Can. and Guaranteed Renewable A. & H. 








Advanced Underwriting 
Training Committee Named 


A special “Advanced 
Training Committee” 
nounced by Oakley 
Omaha, Buffalo, 


Underwriting 
has been = an- 
Baskin, Mutual of 
president of the In- 
ternational Association of A. & H. Un- 
derwriters, to explore such areas as in- 
tegrated programming of life and health 
insurance, business disability insurance, 
taxation benefits, health insurance in 
estate planning, and employe benefit 


specialize In 


NON CANCELLABLE 


Disabdlty Spcome I roteclion 


GUARANTEED RENEWABLE TO AGE 65 


PROVIDES 


* Complete clientele security 


* Maximum vested renewals 


MASSACHUSETTS CASUALTY 


INSURANCE COMPANY 
BOSTON 9, MASS. 


YOUR AGENCY IN NEW JERSEY IS: 


W. S. VOGEL AGENCY, INC. 
State General Agent 


744 Broad Street 


Newark, New Jersey 


Phone Mitchell 2-4654 


plans. Chairman of the committee js 
Robert W. Osler, president, Undervwrit. 
ers National Assurance, Indianapolis 
Other members are: 

Harold Moore, director, A. & § 
Hoosier Casualty; Charles Ray, execu- 
tive vice president, Associates Life: 
Pasquale Quarto, CLU, director of train- 
ing research, R&R Service; Richard 
Stump, general agent, Associates Life: 
Harold Petersen, executive vice presi- 
dent, Underwriters National Assurance 
all of Indianapolis; Ralph Lindop, insur- 
ance consultant, New York City; Wil 
liam Highfield, CL U, director of A. &S 
promotion, Western & Southern, Cincin- 


nati; William Harmelin, New York City 
agent. 





Tenn. Insurance Dept. Errs; 


Small Car Rates Unchanged 


Tennessee owners of small compact 
cars did not receive a 10% reduction in 
liability rates March 1, as expected. A 
letter from the Mutual Insurance Rating 
3ureau representing 27 companies doing 
business in Tennessee had been con- 
strued by the State Insurance Depart: 
ment as an actual filing to reduce rates 

Actually, as Commissioner John R 
Long discovered when he read the fine 
print, the Bureau’s letter and accompany: 
ing news release was merely a notifica- 
tion that such a reduction was being 
made in some other states, and wa 
only under consideration for Tennessee 

Commissioner Long, who said he wa 
“somewhat embarrassed,” rescinded his 
previous announcement. 


Point of Sale Films 


(Continued from Page 21) 

and it gets them under fav 
orable circumstances; helps the agetl 
get into the interview quickly; gives the 
weak agent strength; helps the agent de 
termine the prospect’s attitude and think: 





thing new; 





March 


Bias 


Earned Losses 

Premiums Incurred 

ae $ 143,861 $ 100.3% 
oe 1,066,626 585,78 
193,321 62.24 

Rebs Le 942,225 475,004 
ee 77,519 59,535 
$ 2,423,552 $ 1,283,005 

een $ 372,971 $ 325,06 
rene 463,499 209,462 
deuaga 645,142 210.2% 
Or 1,110,227 623.7% | 
$ 2,591,840 $ 1,368,47) | 
ay Fe $ 87,759 $ 7338) 
pals a 39,835 26,58) 
hae 19,612 5,3% 
oN ae 718,520 282'75) 
74,299 20,714 

eee 59,374 35,361 
Mh 24,230 13166 
$ 1,023,629 $ 45730) 

ae 7,243 $ 44% 
192,519 101.3% 

mises 23,969 5,451 
$ 223,731 $ 113% 





ing; conditions ‘the prospect’s mint; 
makes the purpose of buying more real 
istic; helps increase the size of the sale; 
helps the agent eliminate china egg 
gets more sales per interview, and mort 
referred leads. 

“T have found that our field men u& 
the films at different times during 4 
sale,” the speaker said. “All the mat 
agers have stated that audio visual 
help in recruiting new manpower.” 

He cited some complaints about thé 
new tool; three of which he feels a 
understandable and bona fide. “The m 


chine was too much trouble; it can't * 
used while talking to a man on a tractof 
the prospect loses some of the emotion 
build-up when the record is turned over 


— 
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. “One plan, one man, 
one monthly check to pay— 
" that’s the modern Travelers way!” 


ns Through extensive national advertising, 
&S this symbol and slogan remind families 
“City and businessmen in communities big 
and small about the many advantages 
of placing all their insurance in one 
= company, through one independent 
. : agent, and paying for it with just one 
re check a month. 

a There are a lot of advantages for you, 
fale too—as a Travelers agent. Find out by 
= calling the branch office nearest you. 









Travelers gy eg — Pe % join them in watching the telecast of the Masters Golf Tournament 
from Augusta, Georgia, A a and April 10, 4-5:30 p.m., E.S.T. These broadcasts are co- 
sponsored by ‘The Weta on an C television network. 
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The Penn Mutual Life Insurance Company welcomes 
underwriters who are intent on making noteworthy 
progress. Their success, we believe, is the success of 
the company. 

If you are interested in climbing, you will find 
abundant opportunities and abundant help with The 
Penn Mutual. Intensive training and educational pro- 
grams equip you for all phases of successful life insur- 
ance selling—from advanced underwriting and estate 
planning to profit-sharing and pension plans. 

You can be certain that The Penn Mutual will help 
you achieve your goals, whether you choose to stay 
in direct sales or go into sales supervision or General 
Agency work. We believe that Penn Mutual oppor- 
tunities should go to Penn Mutual men. . . your future 
is the future of the company. 
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Back of Your Independence Stands 


p The PENN MUTUAL = 
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THE PENN MUTUAL LIFE INSURANCE COMPANY 


INDEPENDENCE SQUARE, PHILADELPHIA 
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